“‘Observations of a Cutlery Salesman’’—Page 69 


UNIVERS!7 + 
SEP 4: WM OY 
LI e Re? A Ero 


Founded 1855 $3.00 a Year 


Vol.114 = ~~ New York, September 4, 1924 


Counter Display of Gulliver Goods that proved very successful. 
More than 50 fast selling items in this small table space. This 
fixture was built right in the store. 
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By Saunders Norvell 


Will be published in Book 
Form. 


Copies ready for distribu- 
tion in November. 





Advance orders now being 
accepted. 
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Another New and Big Idea in PYREX 


The set of six perfect PYREX dishes in miniature! A new idea with a 
whole new field before it! Every mother who knows PYREX will want 
one of these sets for her small daughters. Every woman who gives pres- 


ents to little girls will want to buy the Pyrevette for them. 


It is the ideal gift because it teaches at the same time that it amuses. It 
has all the fine qualities of PYREX Transparent Ovenware, plus the ad- 


vantage of the PYREX reputation. 


Yhe PYREXETTE | 


comes in an attractive, display carton with easy-to-follow recipes and 


contains: 
1 casserole and cover 


2 custard cups 


1 pudding or baking dish 
1 bread pan 1 pie plate, wide flange 


Let people know you have the PYREXETTE and it will sell itself. 


Order now to insure prompt delivery. Suggestions for newspaper adver- 


tisements will be sent upon request. 


A Product of 


CORNING GLASS WORKS, CORNING, N. Y. 


World’s Largest Makers of Technical Glassware 








The Pyrex Line 


Pyrex Ovenware 

Pyrex Tea Pots 

Pyrex Nursing Bottles 

Pyrex Refrigerator Dishes 

Pyrex Measuring Cups 

Pyrexette (child’s Saha 
sets) 
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THIS BATTERY WILL 
MATERIALLY REDUCE 
YOUR OPERATING 
COSTS ON HEAVY 
CURRENT SETS 
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NEW! 


Eveready Heavy Duty “B” Battery. 
45 volts. Three Fahnestock Clips. 
Length, 85g inches; width, 4% 
inches; height, 7%g inches; weight, 
133% pounds, 


New low price, $4.75 





New Heavy Duty 45-volt “B” Battery No. 770 
Extra Large Cells— 
Extra Long Service i 


Specially 
manufactured for 


Sert the New Eveready Heavy Duty 45-volt “B” Battery for maximum use with dry cell 


‘‘B” Battery economy in the following general cases: 
1—On all receiving sets operating at go volts or more, having four tubes 
without a “C”’ Battery. 

2—On all sets having five or more tubes, with or without a “C” Battery. 
3—On all power amplifiers. 
4—On all sets that pull heavy currents from the “B” Battery. 

Under the above conditions, the New Eveready Heavy Duty 45-volt “B” 
Battery will give much longer service than the 45-volt “B” Battery of 
usual size. ' 


This is the battery for those who demand maximum “B” Battery economy 
and convenience even under the most severe conditions of use. 





Eveready 6-volt Storage 
“A” Battery 








No matter what receiver your customer uses, there is an Eveready “B” No. 766 
Battery for him, supreme in economy and efficiency. Sell Eveready Radio Eveready “B™ 
22% volts. Six 
Batteries—they last longer. Buy them from your jobber. Fahnestock Spring 
Clip Connectors No. 972 
Manufactured and guaranteed by er i 


NATIONAL CARBON COMPANY, Inc. 
Headquarters for Radio Battery Information 
New York—San Francisco 
Canadian National Carbon Co., Limited. Toronto, Ontario 


No. 771 
Eveready “C”™ Battery 
Clarifies tone and 
prolongs M4 Battery 
ife 











No. 764 
Vertical 22 %-volt 
“B” Battery 


Radio Batteries 


~they last longer 
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‘HeresWh 


| reeommend y: 


Atkin SilverSteelSaws 


7 To My Fellow Hardware Dealers” 











HE RECOMMENDS 
THEM, BUT— 


He would rather the dealer who takes this recom- 
mendation be located in another city, not his. He realizes 
that selling Atkins Silver Steel Saws carries a great deal 
of prestige for the store. It identifies your store as one 
who handles quality merchandise. If you do not have a 
stock of Atkins Saws why not give them a trial. 


Send us a letter for this contest. If we accept it for { 
publication, you win $10.00. Our only requirements are 
that the letter be written on the stationery of the dealer 
with whom you are connected, and that the dealer handles 
Atkins Saws. 


WINNER THIS WEEK: | 
J. H. SHAW, with 


LUMPKIN-GILREATH HDWE. CO., 
CARTERSVILLE, GA. | | 


HIS LETTER: 7 
E. C. Atkins & Co., 


Indianapolis, Ind. 
Gentlemen: 

Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers. 

True, I could recommend any saw that Atkins puts out to any hardware dealer anywhere, but 
would rather that this dealer not be located in this city because if he put in Atkins Silver Steel 
Saws, it might make it just a bit harder for us to sell them. Why? Because we would have to 
prove to the customer that he should trade with us rather than the other fellow, for when a cus- 
tomer once buys an Atkins Saw, he is then an Atkins customer. The preof is this—I have never 
heard a man say that he would rather have such and such make of saw than Atkins if he had ever 
used an Atkins Saw, which is to say to my fellow hardware dealer “Why not put in a line of saws | 
that sell themselves, leaving you a perfectly satisfied customer sold in two minutes and on his 
way, ready and willing to buy other merchandise in your store because he has found quality there.” 

Yours very truly, 


J. H. SHAW | 


A FEW POINTERS ON ATKINS CEMENT 
TROWEL NO. 6 EDGING 


Atkins Cement Trowels are becoming very popular with cement workers. Silver Steel, yn ge from which 


they are made, will outlast the ordinary material used in most trowels. The N I 
long and 4%” wide. They are packed one half dozen in a box. o 6 Eten Trowel illustrated is 1134” 


Send for our Trowel Book which illustrates our complete line of cement and plastering trowels. 


EK. C. ATKINS & COMPANY 


Established 1857 





Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattl Paris. F 
Chicago iisasanetie New York San Francisco Wailea. B. C. Sede. ‘N.S. Ww 


‘ATKINS ALWAYS AWERAD’ 111 n"M""Vvrv 
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Focused heat and 
focused selling 


If you are not sure you are selling 
the right kind of oil ranges, focus 
your attention on what follows 





oe you ever used an oil range? 
If you have you know the value 
of focused heat. When burners, like 
those of the Florence, put the heat 
right on the spot, meals cook promptly 
and economically. And the kitchen 
claims less of your wife's time. 


This principle of focused heat makes 
the Florence a fine range to use, but 
there is another Florence principle of 
focusing which makes it a fine range 


Why the Florence 


is a money-maker 


1 —Florence allows a liberal mark- 
up — well above the average. 
2—Florence is the range which 
most perfectly suits women’s 
requirements. 

3—One of the most widely adver- 
tised ranges. 

4— Extensive cooperation given to 
merchants and retail salesmen 
who sell it. 











to sell. 
A quick cooker — 
a good looker 


The principle of focusing which puts the 
intensely hot oil-gas flame of the Florence 
right on the bottom of the pot, makes it 
a quick cooker. But the Florence has 
more than speed in its delivery of heat. 
It is exceptionally economical. 


The Florence burner draws in air and 
combines it with oil vapor in such sci- 
entific proportions that the kerosene 
vapor is thoroughly consumed. 


The burners are close up to the cooking. 
They spot the flame, which is much 
hotter than the flame from an ordinary 
wick. The Florence has no wick. It lights 
from an asbestos starting ring which we 
call a kindler. 

And you'll go a long way to find a 
better-looking range than the Florence. 
It comes in blue or white porcelain 
enamel with highly polished nickel trim- 
ming. A leveler on each leg—easily ad- 
justable—keeps the range from getting 
out of plumb. This is a patented 
feature. An oil range gives the best 
results only when perfectly level. 


Known from childhood 


Florence Oil Stoves were well known 
when the present generation of women 
were girls. In 1925 Florence advertising 
will appear in a bigger list of publications 
than ever before. 

In many of these magazines we will 
use striking colored inserts. 


In the Saturday Evening Post there 
will be single pages and double spreads 
in color. As in the past, Good House- 
keeping carries an impressive cam- 
paign. 

In the farm field we will make an ex- 
ceptional effort to help you make the 
Florence sell easier. Farm publications 
will carry Florence advertising and in 
many of these there will be bright and 
attractive colored inserts. 


The advertising campaign in news- 
papers calls for frequemt insertions in 
hundreds of papers throughout the 
country. 


From this line-up you can readily see 
that the Florence should make more 
friends in 1925 than in any previous 
year. Will you get their business? 


OL en 
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What Mrs. Sweet notices 
on her trips 


Mrs. A. B. Sweet, who has demou- 
strated the Florence in hundreds of 
stores, says : 

“One of the significant things about the 
Florence is the fact that hundreds of hard- 
ware merchants use it in their own homes. 

‘Where I find a merchant using the Flor- 
ence at home I usually find him selling more 
Florences in his store than any other make. 

“If all furniture merchants lived where ~ 
there was no gas, it would not take long for 
them to decide which was the best range to 
use at home and to push in their stores.” 


051 G)* «(Ho 
Endorsed by experts 


You know how it helps to have the Good 
Housekeeping Institute seal of approval 
on the goods you sell. The Florence car- 
ries this seal and numerous other en- 
dorsements. The Priscilla Proving Plant 
endorses it as well as the New York 
Tribune Institute. 


Send for the Florence catalog 


If you have never had time to talk to 
our salesmen about the Florence and the 
Florence proposition, we would like to 
place in your hands by mail complete 
details. 


We have prepared an elaborate cata- 
log which describes the complete line. 
You will find in this book a very inter- 
esting story—one which can help you 
make 1925 your most prosperous year in 
selling oil ranges. .Return the coupon on 
the opposite page. 

We want you to know how focused 
heat and focused selling can put your 
housefurnishing department on a more 
profitable basis. 
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FOCUSED HEAT 
In this picture of the famous Florence burner, | 

the enameled jacket has beencutawaysoyou §& : . / . 
can see the flame. Notice particularly the &% 

large size of the flame and the short distance 
it has to travel to reach the cooking utensil. 
The inner cylinder becomes red hot and the 
heavy enameled jacket keeps theintense heat 
from going elsewhere than straight to the 
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The range above is a four-burner blue model, complete with mantel and portable oven. This blue trimmed 
model comes in five sizes—1, 2, 3, 4 and 5 burners. At slightly higher cost you can secure the same model 
trimmed in white enamel. White ranges come only in 2, 3, and 4 burner sizes. 


bottom of the pot. The Florence sends a You light the Florence with asbestos starting rings pic- 
greater percentage of focused heat into the tured at the right. They are not wicks. They are called . 
cooking than any other high-powered burner. kindlers. They do not char down or have to be trimmed. 






Once the kindler has started the flame, the flame as- 
: cends to the top of the burner. 









LORENCE 
KINDLERS 


2k ers. 





This shows you what we 
are doing to make more 
friends for the Florence 
among your customers. 
Most of the publications 
on this newsstand will 
carry Florence advertising 
in 1925. There are 5 great 
national publications, 14 
farm papers, and many 
newspapers on it. 


FLORENCE STOVE COMPANY 
Dept. 756, Gardner, Mass. 


Gentlemen: 
Kindly mail me a copy of your 1925 catalog. 
Also full details of your proposition. 
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NEEDN'T 


LOCK 7, | 


EITHER! 


AGE 


What use is a lock if the door is not closed? 
What is the use of closing a door if it will close 


itself ? 


Here’s the lock that never for- 
gets to lock the door every time 
the door is closed. 


And here’s the door-closer that 
never forgets to close the door 
every time the door is opened. 


There’s a big sales idea here. 


These two Yale products make 
the perfect door. 


Try this on the next customer 
who comes into your store for a 
rim lock. 


Sell the Yale 44 Automatic. 
Give him the story of a remark- 
able lock that automatically 
deadbolts the door every time 
the door is closed. The Yale 44 
Automatic works like a night 
latch. It acts like a heavy mas- 


sive dead bolt. It is a dead bolt, 
automatic in action. Your cus- 
tomer won’t have to think about 
locking the door with a Yale 44. 


And then — 


Suggest to him the need for a 
Yale Door Closer. Complete the 
picture. He may know something 
about the comfort and conve- 
nience of the Yale Door Closer— 
perhaps he never thought of 
door closer security. 


And it works both ways. To 
the man who asks for a lock: sell 
the Yale 44 Automatic — and 
then sell him a Yale Door Closer. 
To the man who wants a door 
closer, sell him YALE — and 
round it out with a Yale 44 
Automatic. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 
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BUILDERS’ LOCKS AND TRIM, - 
- BANK LOCKS, PRISON LOCKS 


DEAD LOCKS, 


PADLOCKS, NIGHT LATCHES, 


CABINET LOCKS, TRUNK LOCKS, DOOR CLOSERS, 
(ne hii AA STEIN mR ARN SRRES ARS RRRRRR SS 











Be 
ne 

<4] 
Ree 


oe 
Sead 
ee es 


: September 4, 1924 | HARDWARE AGE - 





SOR oe 
PY . ¢ 


f¢ 2 ake pees 
; iF F Pegi hs 
Z s as 2 ox ‘a 

“ - 2 g 


SE ke te meet ote - 


This advertisement ap- 
pears as a half page in 
the Saturday Evening 
Post, Sept. 13. 


and 
7heres one 
that will 


Sell 


Dan Stillson didn’t make this 
wrench tosell. Hehad nothing 
like his original pattern to copy 
orimitate. He madeit to work. 
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One wrench that will 


is wortha dozen 
that wont 


GENUINE Walworth Stillson wrench 
has one mighty big advantage over 
all the other kinds of wrenches in your 
tool kit. It takes the same slip-less hold 
on anything round—(a pipe or a rod)—as 
it does ona four- or five-sided nut. There’s 
nothing like it to turn a lug or a nut that’s 
been battered and rounded off on the 
corners. 

Keep it for emergencies if you like, 
when other wrenches fail. But if you 
weur out a Walworth Stillson before your 
car is worn out we'll present you with a 
new wrench. 

When you are working on a polished 
metal it’s a good idea to slip a piece of 
cloth between the jaws to prevent scratch- 
ing the surface. Hardware and auto 
supply dealers sell all sizes of genuine 
Walworth Stillsons, from 6 to 48 inches. 
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Nobody has ever improved on 
the workability of Dan Stillson’s 
own wrench as made by Wal- 
worth for 50 years. And that’s 
one good reason why Walworth 


SEE SOPEE TS malate cine aie %s 


Pe 





Stillsons outsell the wrenches 
which most resemble the origi- 
nal. 


IF THIS DIAMOND MARK 

ISN’T ON YOUR WRENCH, 

WALWORTH QUALITY 
ISN'T IN IT. 


WALWORTH 


° steady certainty of Walworth 
Stillson Wrench Stillson sales is that this wrench 


One other good reason for the 
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i ‘The Handy Helper in Every Home”’ an is being effectively and continu- 
line of Valves, © WALNORTH orton, Mas, for Steam, ously advertised in national 
Fittings and Plants at Boston and Kewanee, III. Water. Gas. . ° emt: ‘ 
Tools © © sales Units and Distributors in Principal Cities of the World Oiland Air publications to millions of the 








householders who make up 80% 
of your market for good tools. 
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NEW Toots 


















































Ball Anvil 


Attachment 
No. 226 





No. 577 


new tools make you know at once 
that they are BROWN & SHARPE 


Thickness 
Gauges Nos. 
648 and 649 
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Diemakers' 


Square 
No. 552 









HARDWARE AGE September 4, 1924 








Features of these 


Superior design, fine construction and finish and a 
noticeable ease in doing the work for which they are 
intended, give these new Brown & Sharpe Tools a real 
superiority—a superiority mechanics prefer and dealers 
profit by. 


Ball Anvil Attachment No. 226. This little attachment 
snaps on a micrometer in a jiffy and makes it serve a 
double purpose. It’s typical of Brown & Sharpe tool 
developments. With this attachment the micrometer 
takes ordinary measurements and also measures the 
thickness of rounding surfaces as well. 


Thread Tool Gauges No. 577. These gauges, com- 
paratively inexpensive, take the place of a more costly 
set of individual thread tool gauges. Made with three 
different angles—60°, 55°, and 29°. Toolmakers and 
many small shops will quickly appreciate this gauge— 
it is a Brown & Sharpe improvement. 


Thickness Gauges No. 648 and 649. These gauges have 
blades 44%” and 6” in length. These blades are not 
— to size but accurately ground—a Brown & Sharpe 
eature. 


Planer and Shaper Gauge No. 625. For setting planer 
and shaper tools accurately and with a great saving in 
time. For settings from 4%” to 8%”—note the wide 
range of adjustment of this Brown & Sharpe Gauge. 


Diemakers’ Square ,No. 552. This tool measures angles 
of clearance and is graduated to read 8° either side of 
zero. The graduations reading the angle of clearance 
are a Brown & Sharpe development. The blade has 
wide and narrow ends. Set at angle desired in a moment 
and locked by a turn of the thumb screw. 


BROWN & SHARPE MFG. CO. 


PROVIDENCE, R. I., U. S. A. 


Have you a copy of our new Cat- 
alog No. 29? It shows these new 
tools and others—over 2000 tools 
in all, 416 pages, pocket size. 
Copy sent upon request. 


ROWN 
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A Gem Oil Can Display 


Turns Prospects Into Purchasers 


Here is a quality assortment that acts as a merchandising service for the Hardware Dealer. 


Selling a customer an oil can is simply a question of attracting their attention with a Gem Oil 
Can Display. There are many prospects who represent a world of sales opportunities—and 
these prospects are your own customers. They are continually purchasing many items that 
will require oiling or lubricating. 


Almost every article in the home, fac- 
tory or farm—comes in for its share 
of oiling. Today or tomorrow you will 
have made many sales that a Gem Oil 
Can will accompany. 


Put a dozen Gem 
Brazed Steel Oi! 
Cans on your 
counter and see 
how quickly they 
sell. The display 
carton is sent free 
with the assort- 
ment. 


See that this essential utility is part of 
the equipment. Make it a point to have 
a constant reminder before your cus- 
tomers and you will be assured of 


repeat sales and a more profitable oil 
can business. 





Quality Assortment consists of: 
yy doz. No. 1604, '/, pint, 4 in. Straight Spout 
4, doz. No. 1704, 14 pint, 4 in. Straight Spout 
14, doz. No. 1706, iZ pint, 6 in. Bent Spout 
14 doz. No. 1809, %, pint, 9 in. Bent Spout 





Gem Manufacturing Company 





N. S. Pittsburgh Penna. 

Heavy Welded Steel There is a Gem Oil Can or Oiler for every requirement from a 
Pit Car Oiler lawn mower to a locomotive—or for use on a sewing machine or Welded Steel _ 
steamship. Made in every pattern, size and style. Broad Top Oiler 


Your jobber will be glad to quote you and he can ship at once 
from stock. 


We will be glad to send you a catalog. 


GEM OIL CAN 


“Where no others satisfy- Gem CAN“ 
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(guarantee 


The Quikwerk Guaran- 
tee — satisfaction or re- 
placement — is always 

iven but seldom 
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See our listing in 
MacRae’s' Blue Book 











The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 














Sledges Picks Mattocks Bars 
Blacksmiths’ Chisels Hoes 
Tongs Hammers Woodchoppers’ Tools 


Tools 
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ili pidli OR The High Cost of 
, wii 7 8 * 
5 Salesmanship is NOT | 
— Always Necessary | 
: 
' 
— The eloquence and force of a master salesman is 
om expensive—especially when a sale is lost with the b 
store full of waiting trade. He should be serving ; 
the live ones, who know what they want ;— 
The Williams ‘“‘Silent Salesman’’ | 
attracts its own prospects, 
permitting Williams’ Superior Drop-Forged Wrenches to tell ; 
their own story while your salesman is busy waiting on others. 
These displays keep the tools in plain sight, ready for the | 
closest examination—all styles, sizes, finishes. ) 
The only effort required of your salesman is making out the | 

sales slip—no wasted time—no argument. Nothing but clear 

profit, as Williams’ “Silent Salesman” is on your sales force, 

but not on the payroll. 
Shall we send you our 
folder of these displays? . 
J. H. WILLIAMS & CO. 
*‘The Wrench People’’ ; 
BUFFALO : 
New York Chicago ; 
75-77 Spring St. 117 N. Jefferson St. : 
66 99 
SILENT SALESMAN 
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Patented Feb. 4, 1918 


Pipe Wrench 


The mechanic familiar with good tools needs only to handle one 
for a minute to recognize its superior qualities. 


The “Gwe Giant” pipe wrench is one of those tools which you 


know is right the minute you touch it. Mechanics of every kind like 


the Gwe Giant. To most of them it is indispensable. 








GREENFIELD ; TAP AND DIE 
CORPORATION 


GREENFIELD, ~ MASS., U.S.A. 











Canadian Plant: 
Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 


Screw Plates, Taps, Dies, Reamers, Gages, 
TD pipe Tools, Twist Drills, Machine Tools 
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PEXTO RADIO SOCKET 
WRENCH SET 








HE PEXTO RADIO SOCKET WRENCH 


SET consists of handle and five inter- 
changeable sockets, four for Hex Nuts, sizes 
4" 5/16”, 11/32” and 3%”, and one for Knurled 
Nuts. 


The Handle is nicely finished, shank is 
hexagon bright steel, and the sockets are high 
grade steel, broached to size and hardened. 


For use on Radio and Electrical assembly. 


Each set packed im individual box. 





Write for Booklet on Other Worth 
While Tools for Radio Work and for 
Catalogue No. 20, Mechanics Hand 


Tools. 


~-. . —s. —_. 4 


The Peck, Stow & Wilcox Co. 


Southington, Conn., U. S. A. 
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It commands attention 
and 


it wins sales! 


That’s the job undertaken by this attractive de- 
vice of ours and that’s the work it does with amaz- 
ing effectiveness. It’s not the usual jim-crack you 
are so often offered—it’s wonderfully substantial, 
practical, and profitable for you. This 


PRENTISS VISE DISPLAY 


shows every customer who enters your store the 
good points of these high quality products and re- 
minds them that there is ready for them just the 
PRENTISS model they need for their work. 


This means bigger and much easter vise sales for 


















Today write for this hand- 
some sturdy display. It will 
be sent without charge, 
loaned with our compli- 
ments on receipt of your 
order for PRENTISS 
VISES needed to fill it. 


PRENTISS VISE COMPANY 


106-110 Lafayette St. 








New York City 
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Hundreds of Progressive Dealers Are Getting 


Greater Satisfaction 
From Selling the TRIMO Pipe Wrench 








Because men who take pride in 
their tools—valuable customers—never 
have to be sold when they’re handed 
a TRIMO. They know that it repre- 
sents the utmost in pipe wrench serv- 
iceability and strength. Many of 
them insist on a TRIMO. 
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And because every TRIMO you sell 
is a permanent reminder of the quality 
of your goods. 
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Greater Profit from pushing 
the TRIMO Pipe Wrench 


The TRIMO Because the profit per TRIMO sale 
Ihe equal of me 18 greater than that on cheap, inferior 


famous TRIMO Pive quality wrenches and the TRIMO is 


Wrench in excellence 
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ffm ar = actually easier to sell TRIMO = | 
gecd: Jaw. opens out- tional advertising in newspapers =|;—.45 
ae gin newspapers, Ete 
strip-proof threads. It farm papers and engineering publica- S|25> 
| tions is telling prospective users every- =| “a 

where, first, why they should own a S| 2 

pipe wrench, and second, why they | — Se 











need the TRIMO’S superior design 
and quality. 





You too will find increased satis- 
faction and profit from concentrating 
your sales effort on the TRIMO Pipe 
Wrench. Try it and see. 





TRIMONT MFG. CO. 
Roxbury, Mass. 


The TRIMO 

Pipe Cutter 

The popular favorite = Steel Handle — Eight 
of mechanics and sizes, 6 to 48 inches 
plumbers. A _ handy, = Wood Handle—6”, 8”, 
dependable tool made 10”, 14” sizes. - 
doubly efficient by the Dr 
new TRIMO Thin rop-forge d jaws and 
Wheel which means handle with pressed 
big sales of both cut- steel frame. 
ters and wheels for Strip-proof threads. 
replacement. Nut guards. Insert 

jaw in handle, 
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can Screw Co. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 


chine Screws 


Stove Bolts 
Tire Bolts 
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UNION STEEL PRODUCTS 


S\__ ALBION, MICH. U.S.A. 
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UNION Ail-Steel Handy Adjustable Bar- UNION All- ‘Steel Bottle Carrier No, 6-2 
rel Truck, Barr | sits on rotiers. Permits Flat. WS-21-U. Heavy fat strip stecl 
drawing contents from side instead of strongly seusas Ho'ds six quart m.lk 
tapping end. When not in use. roll] se bottles. Galvanized and rust proof, Also 
faucet points upward, Heavy steel mal- made in eight quart size, 
leab'e iron corners. 4” frictionless cas‘ers. 

moved, Shipping weight, 85 Ibs. 


ae OUR customers will appreciate UNION 
UNION Now C-4 Ball 


Bearing Truck Caster. Hardware. 


Same as produced ter 


use en out owt rit ke, 


peat oni TE ag ey Nearly all the items in the UNION Line are 


ti ight overall 5% 
Mpa ee ect of four, made throughout of electric-spot-welded steel; the 
«? ”) 1Us., 
weld being stronger than the wire. Consequently. 
UNION Hardware is unusually light and strong. a, 10 tne Cites Sax 
Lifter, Lifts the 
; heaviest can easily 
The wire items are usually retinned. Larger by cither top or side 
, ; “ grip. Also removes 
steel items are galvanized after making. This fills iments  4600-foen 


; boiling water, A 
| > S ; “or or yives »>vtr: ‘rene ‘ ye P : 
up the harp corners, gives extra strength, and necessity in every 


makes all UNION Items easily cleanable. home, 


Write for our complete Hardware Catalog. 
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It will open the door to a more profitable business 
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for you. 
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UNION No. 8 Cold Pack Canning Rack. Fits No. 8 NB i pa a 
wash boiler. One-piece, folding. adjustable. Cooks 
all size cans together. Looped handles hook over 
boiler edge for safe and easy unloading. Strongly 
built, electric-welded heavy steel wire, Fully tinned 
and will not rust, Will last indefinitely, 
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Vo. 6 UNION Coal Screen with Foot 
Board. Strongly made frame of best 
144” kiln-dried lumber. reinforced. 


Heavily ironed on wearing surfaces. 74 , r 
ase pe ioe : ni ' Se: \ vy Bf UNION Standard Wire Broiler. Heavy 
eg at . ci r . "KR, >, “Fe. 4 - 7 . 
“ " , Foot | : 9 ondies F 2. steel wire, electric spot welded, Very 
4. 1. Foot board extra. our sizes, 
ey el ea durable, heavily tinned. Made any 
Jt ate esr. : : : 
I size and any weight desired, 
No. 6 
No. 7 
No. 8—30" 
No. 9—30"” x 


ye eee at Qaasused, 
ans <* 
ey 











No. 1070% Dish Drainer, heavy gauge wire, 
electric-welded. Heavily retinned. 13” 
1642". 16-plate holders and a space for 


cups and dishes, 
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‘STANDARDIZE ON WHITCO HARDWARE FOR CASEMENTS AND TRANSOMS 
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WHITCO—The Easy Hardware 


WHITCO is the simplest casement and transom hardware: 
For the architect to specify. 
For the contractor to figure on. 
For the carpenter to install. 


Wiley 


We protect you absolutely. 
Whitco Hardware is sold 
— the hardware trade 
only. 














One size fits all sash. 


WHITCO can be applied to a single sash, 
a pair of sash, or to multiple sash in wide 
openings without mullions. 


WHITCO is ideal for transoms. 


A set consists of two pieces, one the 
reverse of the other. 


Any set may be used to swing a sash 
either to the right or to the left. 


The detail above shows the application 
of WHITCO to the bottom of a casement 
sash swinging out and to the left. 


Turn the page upside-down and you see 
its application at the top of a casement 
sash swinging out and to the right. 


Turn the page sidewise and you will see 
it on one side of a transom swinging 
in from the top or out from the bottom. 


Could anything be simpler—or better? 


In specifying casement hardware, just say 
“WHITCO.” In ordering just say how 
many sash. There is nothing more to do. 
No special sash or frame detail is required. 
No special finish need be considered, as 
WHITCO is entirely concealed. 


We shall be glad to send full information regarding Whitco Hardware on request. 


"Solid Brass. | DOoaD 





Western Office 
365 Market Street, San Francisco 


In Rust-Proofed Steel 
ue wlan — $1.75 
LT 
Eastern Office 
444-447 Mass. Trust Bldg., Boston 





Send all inquiries to nearest office. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1893 
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Samson Trade Mark d 
We manufacture braided cord of all kinds, sizes, colors and 


qualities, for all purposes, including sash cord, clothes lines, dumb- : 
waiter rope, masons lines, shade cord, awning lines, garden lines, | 
etc., also cotton twines. 


SASH CORD 


Samson Spot Cord Phoenix Cord 





Trade Mark Reg. U. S. Pat. Off. Even running, smooth, firmly braided, and free 
from the prominent imperfections seen in other 
Made of extra quality stock, carefully inspected, low-priced cords. 
and guaranteed free from imperfectior’s of braid , , 
‘ or finish. Known for over thirty years to archi- Sachem Cord—More uniform in quality than other 
tects and builders as the most durable and eco- very low-priced cords. Sold at net weight, like 
nomical material for hanging windows. all our cord. ' 


These sash cords do not contain the large or heavily loaded centres found in 
some cords, which increase the weight and decrease the wear. Even the 
Sachem:cord will wear at least twice as long in running over pulleys as the | 


best loaded cord. 


Before buying sash cord, ravel the end and lock at the centre. 


Clothes Lines 


Solid Braided Hollow Braided Twisted 
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Dumb-Waiter Rope 
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Send for Catalogue and Samples 





Samson Cordage Works, Boston, Mass. 
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/DIETZ 


LANTERNS 


You Should Have This WINDOW DISPLAY! 


MS“ Y of your customers will need new lanterns during September to 
replace the old ones that were laid aside at the beginning of 
S ummer. 


nt f 
A window showing of Dietz Lanterns NOW’ will prove both timely and 
profitable, particularly as we are prepared to furnish you wit’ a most 
attractive new Display that compels attention and sells lanterns. 


All you have to do is to fill in the Coupon and the Display will be forwarded 
promptly, without charge. Do it today! 


R. E. DIETZ COMPANY - NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


gale Cut Out the Coupon and Mail Before You Forget It 


R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without Charge One Dietz Window Display. 


Address 


Address 














September 4, 1924 HARDWARE AGE 


 Zint{nsulated 


TRADE MARK 


Fences 


1 eee WN SULATED AGAINST RUST 
(une 40%T0 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWING THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 
FENCE ENDURANCE POSSIBLE TO ATTAIN BY PRESENT KNOWN METHODS. 


THE WIDEST ADVERTISED AND BEST SELLING 
FENCES ON THE MARKET 


Write us for selling details 


ARROW STEEL FENCE POST 


Built like a railroad rail. Remarkable stiffness and durability. 
Has sprung into immediate popularity. Extensively advertised. 
Write us for selling plans and literature. 


WwW f ~~ Za Nails, spikes, tacks. 


Barbed—our celebrated 
Every kind for every pur- 


brands Ellwood Clidden 
American Glidden 

pose, in every form and 

every finish. 
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American Special 
Waukegan Lyman 
Ellwood Junior 
Baker Perfect 


Bale Ties. Telephone. Reinforcement. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Cleveland, Pittsburgh, Denver, Dallas 
U. S. Steel Products Co., San Francisco, Los Angeles, 
Portland, Seattle 














Arrow Steel Post 
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Th MYERS LINE 


Gives You A Complete Line 


You Do Not Have To Order 
Similar Goods Made klsewhere. 




































TAKE OFF YOUR 
HAT TO THE 


MYERS 


PUMPS 
for Every Purpose, 


WATER SYSTEMS, 
HAY and GRAIN 











UNLOADING TOOLS, 





BARN endGARAGE 
DOOR HANGERS, 
STORE LADDERS. 


THE FLE.MYERS & BRO.co. 
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way of Pumps, Water Systems, Hay and Grain 

Unloading Tools, Door Hangers, Store Ladders, 
etc., is made in our modern factory shown above, and 
is illustrated, described and listed in our 1925 Edition, 
No. 57 Catalog. The Myers line is so complete that 
it will not be necessary for you to handle any other 
similar line in order to have a full stock to meet the 
varying requirements of your trade. 


Is a Quality Line 

Each item of our manufacture, fully patented, is 
original with us in design and construction, is of the 
<< highest standard of workmanship and finish, and is 
<= made of material specially selected because of its 
— particular fitness for the article in which it is used. 
You can guarantee every Myers Product with the full- 
est confidence that it will make good. And we will stand behind 
your promises for the performance of our goods. 


Standard the World Over 


The Myers Line is well advertised, a ready seller the year through, and a profit 
maker from January to December. And because your customers know about the 
Myers Standard of Cuality, you can always feel that a customer is sold, fully, on a 


Myers. 
You Make Good Profits 


Our reduced and harmonized list prices, for a uniform discount, as shown in the 
new No. 57 MYERS CATALOG, illustration of which appears above, make it easy 
for you to tell exactly what your profit will be on any article listed in the catalog. 

And the new lists will enable you to meet the demands of your trade for lower prices. 


No. 57 Catalog 


If you have not as yet received a copy of this new Catalog, and one does not reach 
you within a short time, write us immediately for it and get our prices. 


A MYERS PRODUCT ALWAYS 
MAKES A SATISFIED CUSTOMER. 


BE, wer of Pum that your customers need in the 











ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 
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Lower Prices for 1925 Season on 
Pennsylvania Quality Lawn Mowers 


Pennsylvania Quality Lawn Mowers will 





be lower in price and the supply will be larger 


STAYTITE for 1925 asa result of the erection of a branch 
Handle : ; ; 
identifies P, Q. Quality. factory, which we confidently expect will in- 
All Pennsylvania Quality 7 
tty he Natal crease production more than 25 per cent. 





sia. ELL eee SONS 
FOUNDED 1877 PHILADELPHIA 


ENNSyLvANA 


LAWN MOWERS 
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Varnish yc 


On linoleu (Un um 





Color card, and sample panel finished with ge surtce and 3 Pratt & Lambert Varnish Products are 
“67” with names of P&L dealers in your €* S&, gave ELEM AS 504 by painters, specified by architects and 
vicinity will be gladly sent you on request. sold by leading paint and hardware dealers. 


Pratt & Lampert-Inc., 114 Tonawanda St., Buffalo, N.Y. In Canada, 29Ccurtwright St., Bridgeburg, Ontario. 


PRATT G LAMBERT VARNISH PRODUCTS 
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Would you retailers test sprayers 
for 5c. a dozen or 60c. a gross? 





10% to 15% of all sprayers made, leak—if not double-tested and corrected. 


Every Lowell Sprayer is double-tested (air and water, like a tire) before 
it is pronounced O, K. That’s what “Lowell” means on a sprayer—that’s 
what you buy and that’s what you get. 


Isn’t it worth while to order Lowell Sprayers when you positively know 
your customer will have no comeback. 


Then—there’s the thumb-test. Take a Lowell Sprayer between your 
thumbs and see if you can dent it. 107 lb. base tinned—that’s the reason. j ) 


So you see—in asking that you say “Lowells” in Sprayers, we are giving | 
you a guarantee of quality, the finest thing a name can represent. | 


To our 

Jobber 

friends 
We are going to edu- 
cate the dealer as 
to the differences in 
Sprayers. Our policy 
of jobber distribution 
has always been a 
fixed policy and our 
service has won us 
splendid connections. 
We realize the diffi- 
culty of working out 
a real plan that will 
actually increase the 
jobber’s business, but 
we really have a plan 
so simple you could 
easily cooperate. Drop 
us a line—see what 
you think of it. 
































LOWELL SPECIALTY COMPANY 


Largest manufacturers of sprayers in the world 
LOWELL, MICHIGAN 


1. 107 lb. base tinned. 
2. Guaranteed against leakage. 
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To Help You Sell More Goods 


Bissell’s FallXmas Offer 


FEATURES Bissell’s Display-Table,an orig- Sweepers, and in addition to its striking appear- 
inal creation different, helpful, modern, ance for window, general or departmental use, this 


combining both utility and attention value handsome and sturdily constructed attention-getter 
can be used many times in a broad and profitable 
in an entirely new way. 


way for showing specials, gifts and many other 
BissELL’s Display-Table is offered gratis, but upon items. 

request only to all merchants selling Bissell Carpet THERE are no “strings”—just ask for Bissell’s 
Display-Table or Fall-Xmas Announcement 
showing Newspaper Cut and Picture Show Slide 
Service. 





2 
“ 
—_— cal 






NEEDFUL OF course, if your sweeper stock is low, now is 
i THINGS an especially good time to place specifications 
for the for your Fall and Holiday needs, because these are 





the seasons when Bissell Carpet Sweepers have 
always been most in demand. 


salt iea 





| Bissell’s Display-Table 


(It would cost you $100 to have a single one painted.) Is 30 inches long, 22 
inches wide, 17 inches high and is substantially made of heavy cardboard 
stock, about % inch thick. The decorative ‘‘Moorish’’ design is litho- 
graphed in gold, black, red, gray and light olive. Putting a carpet sweeper 
under the table makes a good setting for the sweeper and the handle 
going up through and carrying one of the two cards that go with the dis- 
play gives height. 


Both cards carry general wording, one referring to Xmas, the other for 
use any time. 


In addition there is a miniature three panel screen counter display of 
Santa Claus design for placement on shelf, counter, merchandise, etc. 















CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


Carpet Sweeper 
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No. 343 
WT. 18 lbs. 
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SIZES 
of the 
GUARANTEED 


Utility Vise 
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NOUNCING 





No. 344 
WT. 29 Ibs. 





Jaws open to 
5’, inches 





(PATENTS PENDING) . 






With these two new sizes of Yost Utility Vises, you now can supply the No. 243 
demand for larger, heavier vises of Yost quality and with Yost features. WT. '4 lbs. | 
To the Autoist, the Farmer, the Mechanic, the Man who “‘likes to tinker G 4 a 


around,” the Yost gives more value than any other Utility Vise. 


Now, the man who needs a larger vise can get it with the advanced Yost 
features and the dependable Yost quality throughout. Three sizes of the 
Yost Utility Vise in your stock means more sales and more profit. 


THESE FEATURES MAKE YOST VISES SELL 


1, RENEWABLE NUT. You can’t wear out the back jaw 
threads of a Yost. All the wear comes on a malleable iron 
threaded nut which fits into the back jaw. When worn, the 
user buys a new nut which replaces the old one and the 


vise is as good as new. 
2. CRUCIBLE STEEL JAWS. Jaw facings are of crucible 


steel, welded, deeply corrugated for gripping power, hard- 
ened and drawn in oil. You can’t hammer them loose! 





Jaws open to 
31% inches 


3. SWIVEL BASE PLATES. Yost Vises can be operated 
continuously in one place on the work bench without wear- 
ing ruts in the wood. The swivel base plate protects the 
work bench. , 

4. STEEL BEAM, SCREW AND HANDLE. Only the 
best steel means rigid strength, utmost durability. Every 
ounce of weight in a Yost Utility Vise is placed where it 
will do the most good. 





Removable Pipe Jaws are furnished with all Yost Utility Vises 





. 

No. Size Carton Width Jaw Jaws Open Holds Pipe ~ Weight 
Inches Inches Inches Inches Pounds 

343 4x6x 12 3% % to 1% 14 

343% 4x6x 12 3Y a % to 1% 18 

344 Packed Loose 4 514 %4 to lyY% 29 





We also manufacture a complete line of machinists’ vises, pipe vises, hinge-pipe vises, drsll press 
vises, combination vises, wood-working vises, gas soldering furnaces and anvtls. 


YOST MANUFACTURING COMPANY 


Meadville, Pa., U.S. A. 





Post Office Box No. 443 


Yost Utility Vise 


HOUSEHOLDS-FARMS-PRIVATE GARAGES 
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Excelsior Picture Cord 


“In union there is strength,” applied to our country a century and a half 
ago for the first time, has since been the principle of many of our established 
institutions. 


The success of Excelsior Wire Picture Cord depends upon the union of spe- 
cially selected wires, carefully braided to produce the greatest strength. 
Many years of advertising and merchandising of this long established 
product have made it a favorite with the consumer. 


What more is to be desired in picture cord than strength, the safety that it 
insures, and a good name? 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 
WORCESTER BUFFALO PHILADELPHIA DETROIT SAN FRANCISCO LOS ANGELES SEATTLE 
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The live hardware 
dealer says: 


“We Get Hungry Every. Day 





‘I spent Labor Day driving through 
a rich farm country. There was food 
enough there to last a year. 


“The trouble was, of course, that 
it wouldn’t keep a year. Here’s 


where my GOOD LUCK jar rubbers 


BOSTON 
WOVEN HOSE & om 
RUBBER CO. ‘6 : car's 
Contains, Mine. The steady advance in home canning 


Makers of these famous 
brands of Garden Hose 


which equalizes the food supply, saves 
transportation expense, and gives 


BULL DOG, delicious, wholesome fresh foods the 
aa year round, is one of the great 
Ale economic advances of our time.”’ 
Good Luck Jar Rings 
Good Luck Hose Washers 


Bull Dog Friction Tape 
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These Sargent specialties 
sell all the year round 


EM Food Choppers and Perfection Oil Gates are known 
and used everywhere. The finest material and work- 
manship go into their making— insuring long life, per- 
fect service and complete satisfaction. They are easily 
displayed on shelves and counters, and quickly sold. 
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GEM FOOD CHOPPER 
Chops everything 





THE modern kitchen is not complete 
without one—yet in your neighborhood 
there must be scores of homes where the 
wearisome old chopping bowl and knife 
are still used. The Gem Food Chopper 
is one of the things you can recommend 
and sell to women customers confident 
that you are rendering a service which 
will be really appreciated. Further- 
more the Gem has so few parts it cannot 
get out of order. It is easy to use, easy 
to take apart, easy to clean. It has self- 
sharpening cutters that cannot break. 
All parts are interchangeable. It is 
made in five convenient sizes. 


PERFECTION OIL GATE 
Guaranteed not to leak 


IN EVERY private and public garage and 
in every oil company’s station there is 
need for this Sargent Oil Gate. It can be 
connected directly to barrel or it can be 
furnished with various threads for 
attaching to pipe with couplings. 
Show your customers how smoothly 
it works, how finely fitted it is, and that 
it is guaranteed not to leak when used 
for either oil or gasoline. It has a place 
for a padlock, which you can sell with 
additional profit. These gates are also 
widely used for drawing molasses. 








Pamphlets imprinted with your name will be furnished for 
mailing and counter use. Our Co-operative Advertising Ser- 
vice Booklet will also be sent upon request. Write to-day. 


¥ a a 1) ie 
or 
LD sere SARGENT & COMPANY, Hardware Manufacturers 
te “i New Haven, Conn. 

New York: 92-98 Centre St. Cuicaco: 221-223 W. Randolph St. 
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The best way today for a 
national advertiser to help 
fobbers and retailers is by 
using Liberty. 


Because of its improved 
makeup Liberty gives ad- 
vertising a better oppor: 
tunity of being seen. 


Liberty is sold on the news- 
stands and by boys every 
week directly to the cus- 
tomers of retailers. 


Liberty advertising is there- 
fore efficient and means 
quicker sales and profits. 




















Buy Liberty every week as your index of well advertised brands 


Liberty 


Fiction - Articles - Advertising - News-Pictures + Fashions - Patterns « Sports 
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The Badger Rubber Works 


To The Dealer 
Tire Trade 


mand during the next two or three months. 


Q 


G 
& , handling a popular standard line? Are you 
z making money on your tire sales? If not you 


should consider 


BADGER 
TIRES 


This is without doubt the best proposition 
you have ever been offered. Quality is right, 
price competitive, and the profit very attrac- 
tive. This line is building a successful, per- 
manent tire business for many live dealers. 
You should get in on it too. Let us send you 
details. Give us the name of your Jobber. 




















Badger Tires are distributed exclusively through 
the Jobbing Trade 


Milwaukee, Wisconsin 




















WAGNER ORDINARY 
ALUMINUM ALUMINUM 
Wagner Alt:minum ts cast. Note how 
much thicker it 1s than ordinary alum- 
mum. That is why it will not dent, 

warp, break or burn through. 


AYBE it sings no more merrily, this silvery, shin- 
PALI 4S Origa Wlttocbbeleteoms Qc is Gulag (cmoltiante 
does sing more quickly. Like all Wagner Aluminum 
itis cast. The walls are thicker; the heat radiates more 
completely. Wagner Ware, cast in one solid piece, has 
no seams or rivets. Because it lasts a lifetime, it has 
been designed for beauty as well as service. Ask for 
this lovely, moderately priced ware in the stores. Or 
write for booklet. Wagner Manufacturing Company, 
84 Fair Street, Sidney, Ohio. 


Makers of Wagner Cast Aluminum Ware and 
Wagner DeLuxe Cast Iron Cooking Utensils. 
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The page advertisement shown above is the first of a series appearing in Good Housekeeping during the coming months. The million or 


more readers of this magazine, many of whom live in your community, are women interested in their kitchens and in quality kitchen utensils. 
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ADVERTISING 
that sells 
WAGNER 
QUALITY 


The reason that women se- 
lect Wagner Ware in prefer- 
ence to ordinary ware is not 
because it is cheaper—it costs, 
in some instances,a little more 
—but because it is better. 

faV ol ob © trod Ora ljok- tile Rel atbetel eh MEB\y Eels Wagner Ware does not 
with the Wagner Ball. Bearing Waftle pretend to compete with 
Fre) eae Mey ol tele MareleceseoMueserlel) hacen veltmattan cheap ware. It is distinctly a 
the wattle out. And, if you should be too gen- guality product, and its tre- 
erous with the batter, the lid rises. Highest mendous sale has been built 
gradeironorcastaluminum isusedin Wagner on this basis. 
Ware. It lasts a lifetime. Yet its cost is quite 
moderate. Ask for Wagner Ware in the stores. quality advertising, as befits 
Or write for booklet. Wagner Manufacturing such a high-grade product. 
Company, 84 Fair Street, Sidney, Ohio. This advertising means busi- 
Makers of Wagner Cast Aluminum Ware and ness for you. Are you pre- 
Wagner DeLuxe Cast lron Cooking Utensils. pared for it? If not, write for 


> — catalog, prices and complete 
2 | e PG details of our dealer help 


proposition. 





Wagner advertising is 


| 3 The Wagner Manufacturing Co. 
W AGNER ORDINARY cy Sidney, Ohio 
ALUMINUM ALUMINUM : 
Wagner Aluminum is cast. Note hon 
much thickerit is than ordinary alum- 
inum. That is why it will not dent, 
warp, break or burn through. 
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was Not Raised | 


\ X JHEN the Bakelite-cased Milwaukee 


Timer was announced, many were 
surprised that the price was not increased. 


f Milwaukee’s production had been only 
our or five hundred thousand timers a year, 
the price would have been higher. But greatly 
increased sales and production absorb the 
extra cost of the new Milwaukee. That’s 
why it still sells for $2.00. 


Here, in a few words, is why Milwaukee 
is making new sales records for dealers: 


Ford-type (roller) timer—“short-proof”’, 
trouble-free, more durable Bakelite case 
— nationally advertised for years — 
lowest-priced Bakelite-cased ignition 
unit on the market. 


It’s your own fault if you are not mak- 
ing real money on timers. Your jobber 


has Milwaukee. 
MILWAUKEE MOTOR PRODUCTS, Inc. 


MILWAUKEE, WISCONSIN 


New Milwaukee Features 


Bone-hard fiber race pressed Fine steel contact points with 
to a tight fit in the Bakelite welded stems. Locked in posi- 
case. Remains satin-smooth tion. Extra thick throughout 
for thousands of miles. for longest life. 

Only Bakelite caseonaFord- Famous Milwaukee Timer brush 
typetimer. MakestheMilwau- assembly. Two bronze castings, 
kee absolutely ‘ ‘short-proof”. fitted and gauged for accurate 
Puts it in a class with high- alignment. Hardened steel roller, 
priced ignition units. finished like a ball bearing. 


MILWAUKEE 
TIMER“ FORDE: 


(BAKELITE CASE) 








Display Cut-out— Free! 


Three-color Window and Counter ” parece — 
display. Holds a Milwaukee Timer ells FAST at 
from stock. New process—oil colors, $7 .00 

extra brilliant, washable. Sent free, 

postpaid. Write us direct. ($2.75 in Canada) 
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Why the Price of ~ 
the New Milwaukee ‘ / 
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“What’s Eddie 
looking so black about?” 


H, he’s sore because I won’t lend him my Starrett Com- 
bination Square—the one tool I can’t get along without.”’ 












‘Well, he’ll get over it. One of these days he’ll buy one and see 
for himself why it’s such a hard tool to borrow.” 


STARRETT 
Just as it stands the Starrett Combination Square Combination Square 
gives a man seven tool uses combined in a single No. 11 


handy, accurate tool,— Rule, Try Square, Level 
and Plumb, Depth Gage, Height Gage, Scriber 
and Miter. And when he buys the Square he is p et 
in the market immediately for the Starrett Cen- &S 
ter Head, Protractor Head and other attach- ‘ 
ments that double the usefulness of this useful 
tool. You'll find the Starrett Combination Square 
a splendid tool to push. 








Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


W orld’s Greatest Too!makers 
Manufacturers of Hacksaws Unexcelled 
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An Open Door 
to Profitable Sales 


The playgrounds of the grown-ups pre- 
sent a rich field of sales opportunities. 
The long lines of automobilists, pleasure 
bent, spread through every city and town. 
A list of prospects as far as the eye can 
reach. 














Statistics are unnecessary. Observation 
will provide the facts and enable you to 
rie ; > ’ - ai No. 806 NATIONAL Slidi d Swingi G » Door Set.  In- 
\ isualize the vast market for up to date terior installation. This ciao seen saaer oe ~y om bene = a 

into jamb against stop-allowing maximum space in garage and door 


Garage Hardware. opening. 











The convenience and economy of a private garage is indisputable. 
It has become an important factor in the upkeep of both private 
and commercial cars. And most important, the Hardware Dealer 
is the logical distributor of Garage Hardware. 


NATIONAL Garage Door Sets combine the features that compel 
customer interest. Low priced, attractive quality combinations 
selected as an investment rather than an expense—a_ necessity 
rather than a luxury. 


NATIONAL MANUFACTURING CO. 


Sterling Illinois 





We would be pleased to send you a copy of our complete catalog for your file. 
It will give you an opportunity to judge NATIONAL quality and show you a 


No. 27 Swing Door : 
Latch. One of the wav to increased sales. 

excellent features A 

which make . " . , , : ° 
NATIONAL Sets Our counter display is fully described in its pages. It will pay you to write 
favorites among ? : - . : » Be 

the garage builders. tor details. 


Regularly furnished 
with No. 806 Set 
——piso as A sepa- 
rate item of Build- 


ers’ Hardware, It Our policy of selling direct to the Hardware Dealer eliminates the costly handling 
is the aristocrat of . . i — ‘ : . P 

Door Latches, charges and avoids delays in shipment. This saving directly benefits our distributor 
Reversible for right and assures larger profits. 


or left-hand doors. 


MATERIAL SHIPPED THE SAME DAY YOUR ORDER IS RECEIVED. 
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ASSETS 


Property available for the payment of debts, or 
the adjustment of an estate. 


QUICK OR LIQUID ASSETS 


are assets readily convertible into cash. 


FROZEN ASSETS 


are slow moving lines of merchandise which can 
be turned into cash only at a distant date. 

A surplus of lawn mowers in December or a big 
stock of sleds and skis in July could properly be 
termed frozen assets. 

As the name implies they are salable goods wait- 
ing for the sunshine of seasonableness or of better 


times to move. 


DEAD ASSETS 


are obsolete unsalable goods. 


FURNITURE AND FIXTURES 


do not come under either class. They are Fixed 
Assets and of no great value except to a going 
business. Bankers and credit men eliminate them 
from financial statements. 


Watch your Frozen Assets—get rid of your Dead 
Assets—keep your Fixed Assets at a minimum. 


E. P. BEEBE. 
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One of the interesting features of the company’s 
windows are the apt sayings featured on cards in 
connection with the tools displays. 
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Tools—The Backbone 
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Here is one of the windows that help the Western 
Iron Stores Co., of Milwaukee, builds up its tool 
business to a very satisfying volume. 
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Milwaukee have met with out- 

standing success in the sale of 
tools, and—in the words of the manu- 
facturer of a well known breakfast 
food—“There’s a reason.” 

It is well to understand that this 
company sells all kinds of machinery 
and equipment, but it also specializes 
in tools for mechanics and home own- 
ers. Not only do men come to make 
purchases, but women as well. Undoubt- 
edly, the advertising done by this com- 
pany in local papers has the greatest 
effect on sales. The style’ of the ads. 
are unique, but at the same time they 
are written more or less on the depart- 
ment store plan. 

Each week a special tool of some 
kind is offered. Only the cut of the 
article appears and the reading mat- 
ter is brief and concise, but of course 
the price is printed in big, black, bold- 
face type. In the German papers the 
ads. appear in the German language 
and are similar to those appearing in 
the regular papers. 

Another feature which helps to build 
up tool sales are large windows on two 
streets of this corner store. An addi- . 
tional help is the fact that this corner 
is a street car transfer voint and prom- 
inent signs ask people to come indoors 
while waiting for the cars. 

All of these features have combined 
to build up some very fine sales, but 
probably the most satisfactory sale put 
on recently was the anniversary sale. 
A whole section of one of the daily 
newspapers was taken. It was filled 
with the ads. of the specials for the 
week. The editorial columns covered 
many phases of the hardware busi- 
ness. Tools were played up in every 
column and made most irteresting read- 
ing. Manufacturers had big display 
ads. of their products and the whole 
made a very fine piece of promotion 
work for this concern. 

The first sheet contained a quotation 
on tools that is well worth printing 
here: 

“Man is a tool-using animal. Feeblest 
of bipeds! Three quintals are a crush- 
ing load for him; the steer of the 
meadow tosses him aloft, like a waste 
rag. 

“Nevertheless he can use tools, can 
devise tools; with these the granite 
mountain melts into light dust before 
him, seas are his smooth highway, 
winds and fire are his unwearing steeds. 

*““Nowhere do you find him without 
tools; without tools he is nothing, with 
tools he is all.”—Thomas Carlyle in 
“Sartor Resartus,” chapter IV. 

One of the slogans for the anniver- 
sary was “A tool a week makes your 
kit complete.” It is estimated that 


Ti Western Iron Stores Co. of 
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of the Hardware Store 


12,000 people visited the store from Sat- 
urday to Saturday. All the machinery 
was in operation and manufacturers 
had demonstrators on hand and many 
of them were doing actual work on the 
machines. Over $1,500 in cash was 
taken in the first Saturday for tools 
alone. The balance of the week aver- 
aged $700 cash and the last Saturday 
showed a receipt of $1,000. 

Here are some of the quantities of 
merchandise sold: 





643 Universal squares. 
500 Hand grinders. 
460 Vises. 

300 Pliers. 

600 Tinners’ snips. 


Mr. Prince had the windows and store 
fixed up in fine shape for the celebra- 
tion. The background of each window 
was made in the shape of the State of 
Wisconsin, and the letters at the top— 
W I S—stood for both Western Iron 
Store and Wisconsin. Usually the dis- 
play in each window was devoted to one 
line of goods and an announcement of 
the manufacturer’s name appeared on 
a square card in the _ background. 
Green plants and flowers were used 
both in the windows and throughout 
the store with much success. 

This firm in offering one tool-a week 
as a special has built up a very fine 
business, not only in Milwaukee but re- ee - + 
ceives considerable business from read- : 4 
ers of the newspapers in other towns. 
In addition, several thousand letters 
are sent to manufacturing plants all 
through the State and they have not 
been slow to take advantage of the 
offerings. Over 2500 Stillson pattern 
14-in. wrenches were sold during the 
year. Some items, like grinders, were 
so popular that several sales did not 
take care of the demand. The ladies 
were approached in one sale with a 
special advertising on an automatic 
drill and screwdriver and the results 
were very satisfactory. Three snip 
sales during the year showed a total 
of 1600. 

One of the very interesting features 
of the windows are the apt sayings 
which are used at the bottoms, next 
to the glass. Folks walk all the way 
around the store to read them all. In- 

- cidently, they cannot pass up the good 
looking displays. Some of the windows 
used for the anniversary are especially 
worthy of close inspection. The one 
showing squares not only interested 
actual users, but most everybody 
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In connection with its attractive window displays the 
company advertises its tools extensively in the 
English and German local newspapers. 











stopped to see how artisans used them. 

Pedestals were made and each one oa Gere 8 

marked at the bottom to show how the OIG Eee ee Cee PE ey ; 
combination square was used for The company has an unusually large clientele of 





marking, depth, mitres, plumbs, levels, women tool buyers as a result of its effective win- 
etc. dows and advertisements in the local papers. 
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In This Article You Will Find Valuable Suggestions on 
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Selling the Farmwife Her Kitchen 


HERE are the farmhouse 
W kitchens of yesteryear? 

The old-time picture of the 
huge fireplace, with its iron crane 
and kettle, straight-backed chairs, 
scoured table and floor—all of these 
remind one of these bygone days and 
there is always a savour of homely 
comfort connected with them. 

But what of their convenience for 
the farm housewife? 

This is a buried part of the picture 
which is seldom thought of and now 
that this older generation is rapidly 
passing, its utility is rarely brought 
up for experienced comparison with 
modern conveniences. 

The farm housewife is no differ- 
ent in many respects, from any other 
housewife. 

The duties .and tasks of all are 


more or less similar, but there is this: 





By A. H. Van Voris 


one big and important difference— 
conditions require her to spend more 
time in her kitchen than is called 
for from her town or city sister. 

Hence her kitchen, or her work- 
shop if you please, must be a well- 
organized institution. 

The mere task of keeping it clean 
and orderly is no small matter, with 
the men of the place, fresh from 
barn, stable or field, tracking in and 
out, despite the best of intentions to 
make as little extra work as possible 
for this indoor partner. 

The spring of the year is invari- 
ably the time fcr getting things into 
shipshape order and the hardware 
dealer can well afford to make a per- 
sonal application of this situation. 

Granting that the modern farm 
kitchen demands modern treatment, 
why not begin by considering one of 





the most essential parts of its in- 
terior finish—the floors? 

Your average farmwife is very 
neat and tidy and since her kitchen 
sees sO many of the daytime and 
evening hours of the household, it 
comes in first rank for attention. 

Thousands of farmhouses built 
two or three decades or more ago 
have floors of unmatched, smooth 
boards of soft wood. 

Where linoleum has not been used 
to cover this floor, the obvious treat- 
ment and a simple one at that is 
inside floor paint. 

Surely, at this season, with intent 
of an advance campaign for March 
and April, a special impetus on floor 
paint will not be without real value. 

Doubtless your regular stock of 
paint includes a line of assorted 
popular floor colors. 
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If you plan to issue literature to 
your mailing list in the near future, 
why not secure a good supply of 
folders on this paint, from your 
manufacturer and make _§ special 
mention of this item in your letter 
which accompanies the mail pieces? 

If this circular incorporates a 
small color card, so much the better, 
for in this event, the farmwife will 
find it a very easy matter to select 
the color she likes best, check it, 
mark the quantity desired and send 
it to town with the morning milk 
truck. 

Your letter might suggest the best 
sized brush for floor painting, with 
prices of the different grades which 
you have, with an added reminder of 
sand paper and steel wool. 

The more modern farmhouse 
might have matched flooring in the 
kitchen and this housewife might 
have been using floor oil, instead of 
paint. 

We learn that some merchants mix 
a special floor oil for these kitchens, 
composed of two parts of linseed oil 
one of turpentine and one of floor 
varnish, which mixture can be ap- 
plied with a mop or cloth. 

Floor wax keeps the floors well 
filled and saves wear, too, and so is 
calculated to be of general interest. 

Still thinking about kitchen floors 
but passing for a moment from the 
farmwife to the all-American house- 
wife, it is estimated that there are 
eighteen million of them doing their 
own housework. 

Kitchen floors must be kept clean 
and this hard, disagreeable task 
brings a tremendous sales possibility 
to the hardware dealer. 

The floors must be _ regularly 
scrubbed and mopped and after you 
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have sold the mop, mop stick and 
pail, the big opportunity comes to 
you in the mop wringer. 

Surely for farmwife and all others, 
here is a splendid labor saver. 

Somehow, we always connect 
thriftiness, cleanliness, neatness and 
order with old New England and to 
give an interesting bit of proof of 
the possible increased  salability 
(and continuous sales) of this last 
mentioned item, here are some fig- 
ures secured from one manufacturer. 

During 1923, in the States of 
Maine, Vermont and New Hamp- 
shire, one mop wringer was sold to 
every 57 people in this territory with 
an expressed reason for this remark- 
able condition being that years ago, 
the section was thoroughly can- 
vassed and the merchants heartily 
enthused on the merits of the article. 

The figure for the preceding years 
tells a story of exceptional merchan- 
dising and continued sales naturally 
denote that the dealers keep this 
product well in the foreground. 

Many farm kitchens have painted 
walls and woodwork. 

The smoke of the winter’s cooking 
and baking, butchering and trying- 
out lard has dulled and stained these 
walls, ceilings and woodwork con- 
siderably and in the spring, many 
of these kitchens will be crying aloud 
for refinishing. 

Your circular letter and news- 
paper advertising can bring atten- 
tion to this fact in a tactful manner 
with a result of further sales for the 
Paint Department. 

Now is a very opportune time for 
planning a good display of aluminum 
or enamel kitchen utensils. 

With the annual house-cleaning 
period but a few steps in advance, it 





AT 


is to be expected that in many a 
kitchen, certain over-worked uten- 
sils will be forever discarded. 

Of course, they must be replaced 
with new ones and there is scarcely 
a kitchen in the land where there is 
really a complete equipment. 

An effective campaign for selling 
more kitchen utensils this spring 
doesn’t simply mean that you want 
to sell more of them. 

It means that you must bring 
about a condition wherein your local 
housewives, farmwives and town- 
wives feel that they need more 
utensils and, like store merchandis- 
ing for all products in general, they 
must be seen in your windows, in a 
special store table display and above 
all, your potential customers must be 
told about it in your newspaper ad- 
vertising or in some particular di- 
rect mail advertising that you under- 
take for this very purpose. 

If department stores find that it 
pays them to spend their thoasands 
in advertising for seasonable sales 
events, is it not logical that the in- 
dividual hardware merchant can 
profitably follow their example on his 
own scale, for these various cam- 
paigns of local import? 

Cater to the farm housewife now. 

Hardware dealers in our smaller 
towns will recognize that later on 
her duties will so materially increase 
and hold right through the Fall har- 
vest season, so that she will have 
neither time nor inclination to attend 
to the delights of making her 
kitchen more attractive and livable. 

And being human, and thus ap- 
preciative of your interest, is she 
not apt, next time, to remember that 
your store is a good place to buy her 
other housefurnishing equipment? 


A Window Display That Stopped ’Em 


of the country, HARDWARE AGE editors see many 
things which merchants would like to know about. 
The display panel which is illustrated in connection 
with this article offers a suggestion for either interior 
or window display, not only of the goods shown but 


T their calls upon the hardware trade in all parts 


other lines of hardware merchandise. 


It formed a part of the exhibit of Hibbard, Spencer, 
Bartlett & Co., at the Illinois Retail Hardware con- 
vention in Chicago. The wood work is white and the 
background dark green felt. Shelf brackets are placed 
on each panel to support small shelves large enough 
to hold the merchandise displayed. These shelves are fe 
also covered with the fabric. Merchandise placed on (i | @@'e"erere 
the shelves makes a most attractive display. ay ter, 

This idea could be worked out with little trouble — 
and very small cost for the back of a window. 
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that they fail to see the pennies. They work 

much harder to get a single round silver dollar 
from a single sale than they would to make several 
dollars from small sales. It is all a matter of vision 
and the position the merchant takes when he looks 
over his business field. 

Some of the leaders in business made their money 
in big lots; others accumulated it slowly; still 
others have made millions from pennies. The cir- 
cumstances which surrounded these men and their 


GS ita merchants hold the dollar so close to the eye 
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ability to visualize the field in which. they were 
working has had much to do with their ultimate 
success. The ones who saw fortunes in pennies were 
just as ambitious as those who swung only the 
million dollar deals. 

Two of the largest buildings in the United States 
were built from profits accruing from 5 and 10 cent 
sales. 

One of the first things the hardware merchant who 
specializes on small items must do is to arrange his 
goods so they will be accessible to customers; where 
the greatest number of people can see them. In other 
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Don’t Miss the Pennies 
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words, profits are made by catering to the conve- 
nience of people. 

Conditions of merchandising have changed rapidly 
and the successful merchant must change with the 
times. Customers buy where they get service. 
Women are inclined to buy where they can shop 
around and look at the merchandise without the 
feeling that somebody is going to pester them until 
they buy articles they do not want or need. Just 
enough attention renders the customer a greater 
amount of service than too much attention, which 
tends to take away the customer’s individuality. 

Department stores have demonstrated this and 
they know it is profitable to put merchandise where 
people can “look it over.” Hardware dealers are 
rapidly realizing the same thing in their own busi- 
ness. They know that it is impossible to get their 
overhead much lower, and the only remedy is to in- 
crease the sales and the turnover. To increase sales 
the number of customers must be increased, and the 
number of customers depends upon the variety of 
needed merchandise offered for sale and the kind of 
service rendered once they get inside the store. 

One of the best means for increasing the number 
of customers and sales is the open display of small 
hardware. One look at the counters used by the 
Raymer Hardware Co., St. Paul, Minn., will show 
how this firm handles the problem of getting small 
merchandise out where it can be seen. Every 
counter along the side of the store is fitted with 
bins or compartments and each one of these is price 
tagged in plain figures and filled full of merchan- 
dise that is needed every day by nearly everybody 
that comes into the store. Such an arrangement 
saves clerk hire, because the customers wait upon 
themselves to a large extent, and also increases the 
sales on profitable items. 

Mr. Raymer has a counter in his basement de- 
partment in front of his plumbing goods. He says 
that before he put all of the little plumbing acces- 
sories out where they could be seen he sold com- 
paratively few of these items. Now it is a different 
story. Repeat orders for more stock go in each week 
and things like fuller balls, washers, gaskets, etc., 
sell the year round. The plan brings more people 
into the store, because they know they can find what 
they need without doing a lot of explaining to the 
salesman who tries to dig from some box the article 
he thinks is wanted. 

If you have one display table, put in more. There 
is enough merchandise to fill them and the added 
variety will increase interest and sales. The base- 
ment department of the Raymer Hardware Company 
is filled with display counters, as well as the first 
floor of their store. They have found that displaying 
the merchandise in this manner has not cheapened 
their reputation. In fact, it has increased it, because 
they serve more people. They still sell a large vol- 
ume of high priced hardware and do it just as easily 
as any hardware store. When a customer comes in 
for a drawer pull and an electric socket they can 
give him quick service, and they have no trouble in 
handling his larger orders. 
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An Effective Arrangement of Stock 
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This illustration shows how the Warner Hardware Co., of Minneapolis, is now featuring its 
steel goods. A great saving in space has been effected by the use of separate bins, which 


are arranged along the three walls of a separate room or booth. 
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This booth devoted to saws, vises, tool chests, drills, grinders, etc., puts before the mechanic 
in an effective manner the merchandise he uses in his business. The ceiling is painted white, 


and the woodwork a medium oak. 
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“The Quick and Dead” Among Jobbers 


By “ The Sales Manager” 


HIS article is suggested by a circular letter 

sent out to the jobbing trade by the presi- 

dent of a safety razor company. When I 

read this circular letter, I had to laugh. 

The circular hits the nail squarely on the head. This 

safety razor company is having exactly the same ex- 

perience we all have in selling goods to “the quick 
and the dead.” 

This circular goes on to state that while in some 
instances jobbers report they can not sell the goods 
at all, anether jobber in the same town or in a nearby 
city is selling the goods like hot cakes and is 
calling for new supplies. The president of this safety 
razor company is shifting his stocks from the “dead” 
jobbers to the “quick” jobbers. 

I know another concern distributing its goods 
through jobbers scattered all over the United States. 
Recently I had luncheon and a long talk with the sales 
manager of this house, as well as several other sales 
managers. I referred to the circular letter issued by 
the safety razor manufacturer. “The same thing is 
absolutely true of my line,” replied one sales man- 
ager. “The majority of our jobbers are doing very 
well with our line. Sales, everything considered, are 
entirely satisfactory. On the other hand, about 25 
per cent of our jobbing customers are certainly ‘dead 
to the world.’ Just how to handle them is a problem.” 
“But,” I inquired, “if you study these ‘dead’ job- 
bers, they must have some characteristics in common. 
Just why are they ‘dead?’”’ My sales manager friend 
scratched his chin and said, “Of course, the main 
trouble with these ‘dead’ jobbers is the fact that they 
have ‘dead’ sales managers in charge of a force of 
‘dead’ salesmen.” “But what do they say,” I asked, 
“when you show them the records of other jobbers on 
your line in neighboring territories?” “Oh,” he re- 
plied, “they just shake their heads and do not say 
much of anything. Really,” said the sales manager, 
“I do not think they believe me. They actually can 
not understand how other people are able to sell 
goods.” 

I brought up this same question with other sales 
managers, viz., “Why are certain jobbers ‘dead to the 
world’ when it comes to pushing a special line of 
goods?” Here are some of the answers I received. 
I hope these answers will not give offense. I have 
taken them down verbatim from various salesmen and 
sales managers visiting the jobbing trade. If any 
jobbers do not agree with the statements made by 
these sales managers, suppose you just ask any manu- 
facturers’ representatives who call on you their ex- 
perience with their jobbing customers. 


* % * * 


“There are exceptions, of course, but most of these 
‘dead’ concerns are old houses, managed by old men 
living on their past reputations. Even if they have 
a good sales manager who is young, these old men 
will not give him any authority. They hold all the 
power and authority ih their own hands. These old- 





timers hang on with a death grip. They are smothering 
all progress and development in their businesses. 
They pride themselves upon the fact that they are 
‘conservative.’ Yes, if you will study the 25 per cent 
of the jobbers who can not move your goods, the 
chances are you will find them in this class.” 


* * * x 


“The houses that are doing the business in the 
country are those who have infused young blood into 
the business, these young fellows having been sold 
stock or in some manner interested in their profits. 
The selling pace today is entirely too swift for chalky 
bones. When I study the successes in merchandising 
in the country—and there are a great many of them 
today—I find almost invariably that these notable 
successes are being made by young men.” 


* * * *% 


In my investigations on this subject, I talked to the 

head of a house who is himself an old man. “What 
do you think of this charge,” I asked him, “that the 
old men are stopping progress?” “Well,” he an- 
swered, with a twinkle of the eye, “of course, there 
are old men and old men. You know, there are some | 
young old men and I happen to be in that class.” 
Then he paused and said: “All of us old men who 
have been fairly successful, and by that, I mean have 
kept out of the poor house, are rather favorably in- 
clined toward those methods upon which we have built 
up the businesses we have. By the same token, as we 
grow older, we are rather opposed to new ideas. 

“I will never forget,” said he, ‘how in my own 
business I put in a sales manager. Our line, as you 
know, is a highly specialized product. It takes well 
trained men to sell the goods. I had built up our busi- 
ness with about twenty salesmen and I knew all about 
the results of each man. I knew each man personally. 
I carried everything in regard to our sales in my 
head. Now when I decided to devote more time to 
playing golf and put in a sales manager, he sprung 
this idea of giving each salesman a budget. Instead 
of talking about sales in dollars and cents, he switched 
to points. I believe each point was $25. I was not 
favorably impressed by the change, but since I had 
hired this sales manager, I made up my mind to let 
him carry out his plans. It developed after a few 
months on the budget system that our sales became 
larger than they had ever been before. I attended 
salesmen’s meetings and I listened. to their talks. I 
heard the men talking about points instead of dollars. 

Then in the sales manager’s office there was a large 
blackboard with the record of each salesman. If the 
salesman did not do any thing for a week, his record 
was blank. In the old days I think I would have in- 
sulted my salesmen if I had talked to them about a 
blackboard of their results. Somehow, we seem to 
know each other too well for this kind of sales man- 
aging, but at these meetings with the new sales man- 
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Duluth, Minn., responded to a 

sale in the middle of Novem- 
ber to the tune of $10,000 in cash 
within five days. The Kelley-Duluth 
Co. called it an “Old Fashioned 
Sale,” and it made sure the news 
got around. Terms were strictly 
cash—no charges. Presents of a 
$100 electric dishwasher, a Mauser 
rifle, an automobile robe, 50 ft. of 
hose and reel, a set of tools, floor 
varnish, a Mah Jongg set and a bath 
spray were offered to stimulate in- 
terest. The windows were un- 
trimmed except for the presents 
which were displayed in them. 

Bins were built over the show 
cases as shown in the illustration. 
The size of the compartment varied 
according to the merchandise to be 
displayed. It is worthy of note that 
these bins or racks just fitted over 
each case and the front and rear 
boards extended over the edge of 
. the case enough to make the rack 
perfectly solid. 

The goods were taken out of regu- 
lar stock and if the items were out 
of date or shop worn, they were 
marked down to a price that was 
bound to get attention. For in- 
stance, there were eight boys’ coast- 
ers that originally cost $3 but which 
had not been sold at any figure. So 
as a leader in the sale they went out 
at 50 cents each. Wire picture 
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hooks that had not sold at 10 cents 
went for a penny a package. 

In each one of the bins on top of 
the show cases, the original selling 











During the Sale 


Bins like that shown above were 
used with much success by The 
Kelley-Duluth Co. during its 
“Old Fashioned Sale.” These 
bins were admirable for dis- 
playing small items, and they 
were used on top of counters 
and show cases. 








price was shown and crossed out, 
with the sale price underneath. The 
bins were made of white “g in. pine 
boards, nicely dressed, but un- 
painted. They were 12 in. wide, 30 
in. long and 5 in. deep. These bins, 
full of merchandise on every counter 
in the store, gave the impression of 
“large doings.” When the. sale 
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closed on Saturday night 2000 peo- 
ple were present for the distribution 
of the presents. The sidewalk and 
street were jammed and three of the 
lucky ones were standing outside the 
store. It took five policemen to 
handle the crowds and the street 
cars made slow progress past the 
store. . 

A peculiar thing happened which 
demonstrated the value of showing 
prices. , Not until the newspaper 


= ads began carrying the sale prices 


did business assume healthy propor- 
tions. Saturday, payday, showed 
sales greater than the three pre- 
vious days combined. 

According to J. C. Neipp, man- 
ager, the next sale will be planned 
to stretch over two paydays, which 
will include a Saturday for the peo- 
ple paid weekly and either the first 
or fifteenth of the month for those 
paid twice a month. 

Mr. Neipp says, “In the sale we 


have learned several things. First, 
display your bargains and price 


them in the window. Second, use 
prices in your newspaper advertis- 
ing. Third, try to stretch the sale 
through two paydays.” 

There was some talk of calling the 
sale an “Out of Season Sale,” but it 
was felt that such a name would not 
attract the interest desired. The 


(Continued on page 53) 
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Here Is a Story You Will Enjoy. It Describes— 





‘Parrish Day” From the 
Customer's Viewpoint 


She 
over the words, but a big friendly 
man beside her heard, and sang out 


Nearly every hardware retailer 
has read of the big Parrish Day at 
Hamilton, Mo., conducted by Frank 
Parrish & Son., hardware dealers. 
This story which has been syndicated 
throughout the country in the daily 
papers is built around one of the 
“Parrish Days.” It is published 


with the permission of Victor F. 
Lawson, publisher of the Chicago 
Daily News. 

“No. 264! Two, six, four! No. 
264.” 

Molly gasped and turned pale. 


That was her number. She clutched 
her bit of pasteboard in a sticky 
hand. No, she wouldn’t stand up 
before all those people even for that 
beautiful shiny new stove. But, oh, 
she couldn’t lose it, either. She must 


just go on up there in her shabby 
dress and hat of five years ago— 
there he was calling again— 

“No. 264—two hundred and sixty- 
four—are you here? Hold up your 
ticket—come 
here, eh?” 


right this way—not 





“It’s me.” almost choked 


—‘Over here! Coming! Right 
here!” 
Molly never quite remembered 


just how she was hurried and pushed 
along by kindly hands to where the 
smiling proprietors of the hardware 
store stood her up where everybody 
could see “Mrs. Molly Brown of 
Oakdale, who draws the first gift, a 
copper-clad range.” 

The crowd cheered and shouted as 
they did every year when on the 
Parrish anniversary the hardware 
firm of that name presented twelve 
gifts to the holders of as many lucky 
numbers. The other fortunate ones 
soon gathered in response to the 
calling of their numbers and Molly 
found her ordeal over, and nothing to 
do but watch the range lifted into 
the Brown farm wagon, ready for 
the trip home. 

“Wasn’t it lucky you had to bring 
wheat in today, and now we can 


take the range right out with us?” 
she chattered to Tom as they jogged 
along. 

“Surely is,” agreed Tom, heartily. 
“And you were a little grouchy about 
coming in the wagon, too, if I re- 
member. I never was so surprised 
as when I saw you get the first prize. 
Say—” Tom hesitated and looked off 
toward nothing in particular—‘“Say, 
Molly, you better get a better-looking 
hat—and that dress somehow doesn’t 
seem as nice as the other women 
wear.” 

Molly laughed and promised to 
see what she could do in the way of 
dressing up the next time they went 
to town, but she felt cheered, too. 
Luck had changed, indeed. And Tom 
was noticing things as he hadn’t done 
for—how many years! No more blue 
hours. 

There was a reason for the blues, 
too, besides the old one of a rut and 
constant travel therein. A home- 
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An Old Fashioned Sale 


whole idea was, however, to reduce 
the stock of out of season merchan- 
dise which would ordinarily be car- 
ried over the winter. Mr. Neipp 
also said, “We believe a sale of this 
kind can only be a big success by 
having the out of season merchan- 
dise at attractively low prices regard- 
less of cost. Don’t attempt a big 
sale without big attractive bar- 
gains—it won’t work.” 

Study of the arrangement of 
the windows of this firm is worth 
while. This picture was taken 
shortly after the big sale. The ex- 


(Continued from page 51) 


treme right window advertised dog 
sundries, featuring dog _ collars, 
foods, leads, etc., and was used just 
prior to the Duluth Dog Show. The 
large dog was loaned by the Victor 
dealer and set the display off just 
right. 

The next part of the window dis- 
played winter auto accessories, and 
in the center window, just at the 
entrance, radio sets and parts were 
featured. The window at the left 
of the entrance contained a display 
of specially priced goods for that 
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particular week and the window at 
the extreme left contained winter 
suggestions of oil stoves, gas heat- 
ers, weather strips, stove pipe and 
sundries. The Kelly Duluth Co. be- 
lieves in plenty of good windows at 
all times. 

The cash registers showed 4910 
cash sales during the “Old Fash- 
ioned Sale,” and actual cash totaled 
over $10,000. This is a great way 
to stimulate business and clean out 
the slow sellers as well as the out of 
season merchandise. 


A New Sales Feature for Children 


Special Silver Plated Ware Gift Sets in Unique Cartons Attracting 
Unusual Attention Throughout Trade 


Oneida, N. Y., has recently 
added to its line, and placed a 
children’s novelty on the market 
which is already attracting unusual 
attention in the hardware trade. 
These new additions to the Oneida 


Ton Oneida Community, Ltd., 


which are illustrated with nursery 
pictures in color. 

For the older children the manu- 
facturer has provided an equally 
inviting gift package which includes 
the three most useful pieces—the 
child’s knift, fork and spoon. 

















line are babies’ and children’ gift 
‘sets in both “Community” and 
“Tudor” plate. They are packed in 
special decorative cartons and may 
be displayed and sold by the retailer 
as they come from the factory. The 
sets are furnished in assorted, best- 
selling patterns. 

Carton No. 44, “Community” plate, 
for instance, contains six baby’s 
spoons and two baby’s sets in assort- 
ed, best selling patterns, packed in 
small individual boxes, the covers of 


The Oneida Community, Ltd., has 
also prepared and printed for the 
first time a unique and useful little 
gift book for children, entitled, 
“When Cinderella Dined with the 
Prince.” This little book, is beauti- 
fully illustrated in color, and the tale, 
as the title implies, is a fairy story, 
written in simple language, which 
subtly teaches the lesson of correct 
table-manners in a way the child will 
remember. 

This little booklet was prepared 


with the idea of helping retailers to 
interest prospective customers. The 
company suggests to the retailer that 
he send out letters to persons he de- 
sires to attract to his store, and 
invite them to call for the book spe- 
cially reserved for them. 

These books are sold to dealers at 
the nominal price of $2.50 per hun- 
dred. Suggested copy for letters, 
and also miniature illustrations of 
the book, for enclosures, will be fur- 
nished without charge upon request. 


Radio Firm Starts 
Chicago Factory 


The WorkRite Manufacturing Co. 
has opened a Chicago factory to take 
care of increasing sales of the com- 
pany’s new super-neutrodyne radio sets. 
The company already has plants in 
Cleveland and Los Angeles. 

Officials of the company announced 
yesterday they have taken out export 
licenses under the Hazelton patents for 
sale of the sets in foreign countries. 
Neutrodyne sets are said to be practi- 
cally the only ones which fully comply 
with Britsh law forbidding use of radi- 
ating radio receivers. 


Watches Presented Officials 


American Fork & Hoe Co. 


At the time of the annual meeting 
of the stockholders of The American 
ork & Hoe Co., Cleveland, Ohio, a ban- 
quet was held at the Kirtland Country 
Club, where gold watches were pre- 
sented to three of the officials, Messrs. 
Kretsinger, Cowdery and Russell, in 
recognition of their fifty years in the 
steel goods business. 
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Chapter XXVIII 
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HERE are many unusual and interesting events 
‘Lin my hardware life that for one reason or an- 

other I have not touched upon. It has been my 
desire from the beginning not to write unkind things 
—not to write anything that would cause unhappiness. 
There are a host of worth-while hardware men with 
whom I have come in contact that I have not men- 
tioned. Many of these men in high and low places 
have accomplished unusual things and it would have 
been a pleasure to write about them but if I did this, 
my articles would draw out to an unconscionable 
length. 

For instance, as I draw to a close, I think of that 
master salesman and sales manager, Mr. N. A. Glad- 
ding, with Messrs. E. C. Atkins & Company. We have 
been friends for many years. First we were traveling 
salesmen together. Then we became sales managers. 
Later we were officials in our respective houses. I 
have met “Gus” in all parts of the world. Every- 
where he was surrounded by many friends and was 
always working for the interests of his house. I hap- 
pened to drop in to New Orleans at Mardi Gras time. 
I could not get a room in the crowded hotel. There 
was “Gus” with a suite. He ordered up a cot and I 
slept in his parlor. He knew everybody in town. 


What a wonderful time we had—dinners in the French 
restaurants and dancing at the Rex balls! 

Then it happened one day I was walking along one 
of the narrow streets in Havana, Cuba. Along came 
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“Gus.” So we called on the hardware trade together 
and tried eating the Spanish dinners. We went to 
The Danzon and studied the peculiarities of Spanish 
dancing. Those were great days—not to mention the 
nights! ’ 

San Francisco suffered the great earthquake, fol- 
lowed by the fire. My house sent me out there post- 
haste. When I arrived, San Francisco was still burn- 
ing. I stopped at the Hotel Athens in Oakland. This 
time, by good luck, I happened to get a double room 
with a bath. As I stood in the ruins of the devoted 
city, there came “Gus.” I took him over to my hotel 
and the first thing he did was to take a bath. One of 
his friends invited us to dinner at the Country Club. 
This club was a sight. People were sleeping on cots 
in every part of the club. They were refugees from 
San Francisco, but what courage these people showed! 
How cheerful they were in the face of this terrible 
catastrophe! We were entertained at dinner at this 
Country Club by the president of the Bohemian Club. 
Many of the men we met had been ruined by the 
earthquake and fire but I never heard a single com- 
plaint. They all talked of their future plans. They 
said that a new San Francisco would rise from its 
ashes, like the Sphinx, greater and stronger than ever 
before. San Francisco has so risen and this was due 
to the indomitable spirit and courage of these business 
men. Such courage and enterprise is a great thing 
to see. When one is depressed and doubtful, it gives 
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him ‘confidence in the future to see how these Western 
Americans can take disaster and rise again to greater 
heights after the bludgeoning of fate. When I was 
with them, I could not help but think of the lines of 
the poem: 


“I am the captain of my soul— 
My head is bloody but unbowed.” 


Just this week “Gus” telephoned me here in New 
York. He had just returned from Europe. I do not 





N. A. Gladding 


think he saw very much of Europe. He was too busy 
meeting the customers of Atkins saws! I asked him 
to have luncheon with me. No—he could not; he had 
to entertain an Australian customer and his wife for 
luncheon at The Hardware Club. After luncheon I 
met him there with his customer. We spent all of a 
Saturday afternoon chatting delightfully about busi- 
ness adventures in all parts of the world. 

I believe if I should be called upon to award a laurel 
wreath to the greatest sales manager I have ever met, 
I would without hesitation place this wreath on the 
brow of Gus Gladding. As all of his friends know, 
he is a prince of good fellows. He is a story-teller 
beyond compare, but the curious thing with Gus is 
that he has never allowed his good fellowship to ruin 
him as a practical, up-to-date go-getter in the way of 
sales. Then I have noticed, too, that Gus Gladding’s 
friends are almost always his customers. I am sure 
the thousands of hardware men who know Mr. Glad- 
ding will agree with me that there is only one Gus and 
that we will never in this world see his like again! 

Of course, I fully realize after writing this article 
that he may cut me off his list of friends. He never 
seeks self-advertisement but all of us remember that 
wise saying, “If God will protect me from my friends, 
I will take care of my enemies!” 

Then there appears before me the smiling face of 
Dennis A. Merriman. Dennis and I have also met 
everywhere under any and all conditions. I always 
address him as “My dear D.A.M!” Wherever the 
hardware battle has raged the fiercest, there always 
was Dennis. Like King Henry of Navarre, his white 
plume could be seen in the thickest of the fight. 

What a wide acquaintance he must have in the hard- 
ware trade—always interested, always cheerful, al- 
ways happy! Dennis certainly is entitled to the love 
of his many friends. One reason he is so popular is 
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because he never forgets a friend. Time after time 
when he has been in New York—when he was busy 
attending Steel Corporation meetings and helping de- 
cide whether to declare an extra dividend or not on the 
Common Stock, he has been thoughtful enough to ring 
me up and just say “Hello.” 

My dear Dennis, may you live long and prosper and 
continue to help Steel Common go higher and higher! 
(It was 109 today and I haven’t a share!!) 

Then out of the past looms the handsome figure of 
Colonel William Enders of The Simmons Hardware 
Company. I can remember when I was a boy and our 
family attended Dr. Rutherford’s Presbyterian Church 
on Eleventh Street in St. Louis that Billy Enders used 
to be there to walk home with some of the belles of 
St. Louis. He was one of the handsomest young men 
I ever saw. It is needless to say how popular he was 
with the belles of that day. However, he has lived 
and is still living at The St. Louis Club as a bachelor. 

Colonel Enders for many years traveled in Texas 
with headquarters at Dallas. Afterward he was 
brought home and made a sales manager for the State 
of Texas. There is not a hardware man who has ever 
lived who knew more hardware men in Texas or who 
knew more about the trade of Texas than Billy End- 
ers. In St. Louis our desks were near each other and 
whenever a Texan came to St. Louis, he always made a 
bee-line for the Colonel’s desk. 

How the Texas salesmen loved and still love their 
sales manager! It was not necessary for him to ever 





Dennis A. Merriman 


wield the Big Stick. He ruled some twenty-five sales- 
men just by the power of affection. His word to them 
was absolute law. When he called for certain results, 
these salesmen got the results or left their bodies on 
the field of battle! 

In the management of The Simmons Hardware 
Company, the State of Texas was just left to Enders. 
When we had conferences, he spoke for Texas. 

Then in business and outside of business, there is 
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Cleveland Washing 
Machine Mfr. Seeks 


National Sales 


The G. F. Mitchell & Sons Co., of 
Cleveland, Ohio, after three years’ 
operation in limited territory, is or- 
ganizing its “Washrite” sales force for 
national distribution. The company an- 
nounces the appointment of William 
Campbell as director of sales. 

Mr. Campbell comes to the Mitchell 
organization with ample experience and 
a record for substantial success in the 
washing machine industry. For four 
years he has been a prominent figure 
in the trade through his connection 
with the Trojan, prior to which he was 
with Eden three years specializing in 
sales promotion work with dealers. 

The Mitchell Washrite washer has 
been the subject of considerable dis- 
cussion since 1920, when the first of 
these machines was placed upon the 
market, backed by the manufacturer’s 


claim of a new and superior principle | 


of washing agitation and greatly sim- 
plified mechanism. Notwithstanding 
the interest the machine then created, 
the Mitchell company refused to enter 
the market broadly until the merits of 
the product had been proved by field 
tests and practical service experience 
extending over aterm of years. Flatter- 
ing success, according to the mannfar- 
turer, has attended this policy. The 
machine, they say, has earned for itself 
an enviable record for performance in 
its three years of restricted sales and 
is now a “well seasoned” product of 
established and proved reputation. 


Winchester-Simmons Co. of 


Philadelphia in New 
Quarters 


The Winchester-Simmons Co. of 
Philadelphia, Pa., recently moved to 
its new warehouse at 1050 No. Dela- 
ware Avenue. The move _ involved 
twenty-five thousand different items of 
stock, running into millions of articles. 

Located in a modern, reinforced con- 
crete building in one of Philadelphia’s 
widest and most convenient thorough- 
fares, the new home of the Winchester- 














building there has been installed a six 
car, private siding connected with the 
Pennsylvania Railroad and the Phila- 
delphia and Reading Belt Line. On 
the East Allen Street side of the build- 
ing there are six truck loading doors 
for inbound and outbound truck de- 
liveries. 

The principal unit of the new group 
of buildings is an eight story, rein- 
forced concrete building with walls con- 
structed largely of glass sash, flooding 
every corner of the interior with day- 
light. The second unit is a four-story, 
daylight, reinforced concrete building, 
devoted exclusively to the storage of 
household goods. Between the two 
buildings is an ideally located two-story 
building devoted to packing and —_ 
ping. A valuable basement extends 
under all three units and is used for 
the storage of heavy hardware. 


Hardware Men Stand High in 
Congoleum Display 


Contest 


That a hardware man took second 
prize in the recent Congoleum Window 
Display Contest, and that four other 
hardware men took third prizes, is an 
interesting indication of the increasing 
popularity of congoleum among hard- 
ware dealers. 

Frank J. Reynolds of the Imperial 
Valley Hardware Co., Brawley, Cal., 
was the man who won a Ford touring 
car for having next to the best window 
display of congoleum among dealers in 
towns of less than 25,000 population. 
The four who won traveling bags for 
their displays, were: Harry P. Ohlin, 
Franzen Hardware _ Co., 
Calif.; Madison Prince, Imperial Val- 
ley Hardware Co., branch in Calexico, 
Calif.; Geo. F. Mott, Jr., of Geo. F. 


| Mott, Riverside, Calif.; J. T. Lochridge 





Simmons Co., offers much that the old | 
location on Arch Street failed to sup- | 


ply. 


Primarily the move was made to 


afford the customers of the Philadel- | 


phia house an improved service. 
For six months all available loca- 
tions in the city were studied and the 


location finally chosen offers a maxi- 


mum of convenience to customers and 
speed in executing their orders. The 
new warehouse is readily 
from all parts of the city over traffic- 
free streets for automobiles, and 


accessible | 


is | 


convenient to the Girard Avenue ele- | 


vated station and Girard Avenue trol- | 


ley lines. The completion of the new 
Delaware River bridge will also link 
it with its New Jersey customers. 

On the Delaware Avenue side of the 


'of Lochridge & Ridgway, Mayfield, 
| Kentucky. 


Hundreds of other hardware dealers 
competed in the contest which was with- 
out doubt one of the largest and most 
successful window display events ever 
staged by a manufacturer. Twenty- 
five thousand dollars worth of prizes 
was distributed by the Congoleum Co. 
to the contestants. Every entrant who 
failed to win a major prize received a 
folding camera as a memento of the 
occasion. 


Isaac Biusk. Presiden 
Republican Club 


Isaac Black, sales manager. Russell 
& Erwin division, American Hardware 
Corporation, New Britain, Conn., and 
president American Hardware Dealers’ 
Association, last week was unanimously 
elected president of the Third Ward 
Republican Club, New Britain. He 
succeeds Fred M. Holmes, president 
North & Judd Mfg. Co., New Britain. 
Mr. Black is interested in many projects 
outside the hardware field, and because 
of the years spent in travel about the 
country, is one of the best known Con- 
necticut business men. 


Riverside, , 





Promising Outlook 
for Glass Plants 
Reported 


Glass factories have had a compara- 
tively short summer shutdown in south- 
ern New Jersey this season, and some 
of the automatic bottle-blowing plants 
virtually have kept in constant opera- 
tion. Ali plants are expected to be 
running again by early September. 

Extensions have been made to some 
of the established plants during the 
year, but no new factories have been 
started. Virtually all of the small 
independent glass factories in South 
Jersey, once quite numerous, have gone 
out of business. 

Within less than a decade factories 
at Clayton, Williamstown, Quinton, 
Swedesboro and Newfield, most of them 
for many years important glass manu- 
facturing centers, have been closed. 
Most of these plants have been dis- 
mantled and will not be operated again. 
They all made hand-blown ware. 

Factories where there are unions 
have posted notices that the present 
wage agreement, which expires Sep- 
tember 1, has been renewed. Some of 
the big plants are operated as open 
shops ol have their own wage scale. 

Automatic bottle-blowing machines, ~ 
which turn out hundreds of gross of 
ware a day, have wrought radical 
changes in the glass manufacturing in- 
dustry in South Jersey in recent years. 
The first machine made one bottle at 
a time and was regarded as a wonder- 
ful achievement. The latest models 
make small bottles in clusters and the 
output of ware has been greatly in- 
creased. 

The old line of glassworkers is rapid- 
ly vanishing, although hand blowers 
are still in demand for certain kinds of 
ware. Few apprentices have taken up 
the trade, and the demand now is for 
expert mixers and machinists rather 
than for hand glass blowers. 


Swank Hardware Co. 
Insures Employees 


Life, accident and health insurance 
has been provided for the 130 employees 
of the Swank Hardware Co. of Johns- 
town, Pa., under an arrangement 
whereby the workers and employer 
jointly pay the premiums. 

The insurance was written by the 
Metropolitan Life Insurance Co., New 
York City, under the group plan. The 
policy provides $1,000 life protection 
for each of the insured workers and 
guarantees each a weekly payment of 
$10 for a maximum of twenty-six 
weeks in case of sickness or accident. 
Should any insured employee become 
totally and permanently incapacitated 
from sickness or accident before reach- 
ing the age 60, he will receive the full 
amount of his insurance in monthly in- 
stallments, and further premium remit- 
tance will not be required. 
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New Builders Hdw. 
House Organized 


in Cleveland 


The Midland Hardware Co., 1743 
Chester Avenue, N. E., Cleveland, Ohio, 
was formed August 1, as an exclusive 
builders’ hardware and supply house, 


| firm consolidated with the Luektemeyer | 
Co. Two years later 


ware Corp. was taken over 


_Hutchisson became a director of the 


Luetkemeyer Co., and was in charge of 


buying cutlery and sport goods. He 


catering to the needs of dealer, con- | 


tractor and architect. W. J. Kitzerow 
is president; H. J. Hoffman, vice-presi- 
dent; L. V. Auth, secretary, and J. F. 
Geissenhainer is treasurer. L. E. Hen- 


ninger and F. E. Foltz are associated | 


with the company as salesmen. 


The officers and salesmen were all | 


formerly connected with The Luetke- 
meyer Co., Cleveland. 
was a director of that company and 
buyer in charge of the builders’ hard- 
ware department. 
associated with him as salesmen in that 
department, working under his direc- 
tion. 


Mr. Kitzerow | 


The other men were | 


It is interesting to note that the | 


length of service shown by these men | 


in their former connection varied from 
10 to 28 years. 


New Ray Hardware Co. 
Formed in Florida 


W. A. Ray, who was president of the 
W. A. Ray Hardware Co., Pensacola, 
Fla., which company lately filed a peti- 
tion in bankruptcy, and Luther G. Ray, 
who has for a number of years been 
president of a_ successful hardware 
business at Florala, Ala., have with 
others, formed a company which will 
operate at Pensacola as The Ray Hard- 
ware Co. They have purchased all the 
assets of the W. A. Ray Hardware Co., 
and have leased the building formerly 
occupied by the old concern. 

The new company will be incorpor- 
ated with the following officers: 

. A. Ray, president; L. G. Ray, 
vice-president; William L. Ray, secre- 
tary; Margaret Ray, treasurer. 

Sufficient financial arrangements 
have been made, it is said, to enable 
them to discount all purchases and to 
handle in a jobbing way the business 
of their territory. 

A complete stock of general hard- 
ware, mill supplies, automobile hard- 
ware, ship chandlery and farming im- 
plements will be carried, according to 
announcements. 





Hutchisson City Sales Mer. 
for George Worthington 


Effective Sept. 1, Harry Hutchisson 
becomes city sales manager of The 
George Worthington Co., Cleveland, 
Ohio, hardware jobber. 

Mr. Hutchisson was formerly presi- 
dent of the Luektemeyer Co., an office 
which he held from 1918 until the re- 
cent purchase of this company. His 


first hardware experience was as trav- 
eling salesman for Lockwood, Taylor 
& Co., Cleveland, in 1896. In 1908 this 


department in the business. 


introduced at that time an electrical 
appliance and sundries department, 
which later became the largest single 





Harry Hutchisson 


At the 


Mackintosh Hard- | 
and Mr. | 


— as 


Business Improving 
Bank of Commerce 


Holds | 


It is increasingly clear that business 


‘in the fall will be satisfactory, says 


| business 


the National Bank of Commerce in 
New York, improvement in sentiment 
has run ahead of actual improvement 
in volume, but events justify the bet- 
ter feeling. Usually the volume of 
is either increasing or de- 


creasing and we are now at the be- 
| ginning of an upward movement. 


The production of most manufac- 


turing industries has long been at a 


low level. 


Stocks of goods have been 
slowly lessened in some lines, while in 
practically all consumption has ap- 
proximated production. Money is 
cheap. The position of farmers is 
materially better. It seems a safe as- 


sumption that order is soon to succeed 
'the chaos which has existed in Euro- 


pean finance and currency ever since 
the beginning of the World War. 
After a long period of slow busi- 
ness, moderation is not likely to be 
popular, but it is nevertheless im- 


portant that facts be recognized now 


death of August Luetkemeyer in 1918 | 














he became president of the company. 

Mr. Hutchisson was one of the found- 
ers of the Electrical League of Cleve- 
land; served two years as its president 
and is now treasurer. He is also presi- 
dent of the Manufacturers’ 
chants Board, Cleveland Chamber of 
Commerce. 





Imports New Rifles 


A. F. Stoeger, Inc., recently received 


rather than later. The large gold re- 
serves of the United States are at 


all times a potential basis for credit 


inflation, although it has been proved 
that their mere presence does not 


_necessarily bring about this result. 


and Mer- | 


Many of the manufacturing indus- 
tries of the country have a productive 
capacity which thus far is in excess 


of the combined demand of American 


a large assortment of “Over and Un- | 


der,” and three-barreled guns, Ameri- 
can calibres exclusively. 

A. F. Stoeger, Jr., is now in Europe 
at the Merkel factory in Suhl, Ger- 
many, to get a special insight into the 
making of “Over and Under” guns, 
“Drillings,” etc. From there he will 
proceed to the D. W. M., which makes 
the celebrated Luger pistol, which his 
firm also distributes in this country. 





Southern Traveling Man 


Goes Into Retail Business | 


Thomas H. Booth, for several years 
a traveling salesman with both the 
Simmons Hardware Co., and the Shap- 
leigh Hardware Co., St. Louis, Mo., is 
going into business for himself at 
Tupelo, Miss., 
sporting goods, cutlery and specialities. 
Before becoming a traveling salesman 
Mr. Booth had extensive experience in 
the retail hardware business, having 
organized the Wakeman, Booth Hard- 
ware Co., Arcadia, La., of which he 
was at one time president. He later 
sold his interests to go on the road. 
The name of the new company which 
he heads will be Thomas H. Booth Co. 


handling hardware, | 





consumers and export possibilities. The 
temptation to over-produce may there- 
fore prove to be very great. 

No shortage impends, either of fin- 
ished goods or of raw materials, and 
no basis exists for development of a 
sensational demand. With every rea- 
son to expect better business this fall 
there appears no basis for a boom. 





Ohio Dealer Buys Out 
Partner and Reorganizes 


O. F. Deal recently purchased the 
entire interest from his partner, Frank 
S. Crawford, in the firm of Crawford 
& Deal, Canton, Ohio, hardware mer- 
chants. Mr. Crawford has retired from 
active business for the present. Mr. 
Deal has incorporated the business 
under the name O. F. Deal Hardware 
Co., and has instituted a cooperative 
profit sharing plan whereby each em- 
—— has a financial interest in the 
usiness and will, of course, receive a 
proportionate amount of the profits. 

The business was started 15 years 
ago with two employees and 1200 
square feet. Today there are 17 em- 
ployees and 11,880 square feet. The 
firm does a large general hardware and 
sporting goods trade in Canton and 
through Stark County. 








tie ale, 





o8 





HARDWARE AGE 


September 4, 1924 


Department of Commerce Comes to 


Aid of Retail Merchant 


Secretary Hoover and Dr. Klein Plan Exhaustive Research 
Concerning Retailers’ Problems—Trade Com- 
mission Approves Cost Accounting 


WASHINGTON, Aug. 31, 1924. 


ECRETARY HERBERT HOOVER 
S of the Department of Commerce 
and Dr. Julius Klein, director of 
the Bureau of Foreign and Domestic 
Commerce, have decided that the retai! 
merchant is not receiving the attention 
at the hands of his Government to 
which he is entitled. They have there- 
fore determined in connection with the 
reorganization of the domestic com- 
merce division of the department to 
gather and compile “timely, accurate 
and substantial information designed 
to help the American merchant with 
his more difficult retail store problems.” 
Much research work has already 
been undertaken pursuant to the new 
policy of the department and at an 
early date there will be published a 
pamphlet entitled “Budgetary Control 
of Retail Stores” which will be the 
first of a series of bulletins embodying 
the results of the department’s re- 
search. The information contained in 
this and the succeeding issues will be 
the results of studies of a character 
never before attempted by a Govern- 
ment institution. Concerning the scope 
of the research undertaken and the 
manner of the presentation of the re- 
sults obtained, Director Klein says: 


Scope of Department’s Plan 


“Underlying fundamental principles 
governing the importance of budgetary 
control, rather than numerous com- 
plicated forms and statistical data, are 
discussed in the new report. The in- 
formation which is now almost ready 
for publication clearly explains the 
necessity of its use and pictures the 
ultimate results that may be experi- 
enced in the building of a successful 
retail business. 

“The practical rather than the 
theoretical viewpoint has been secured 
as a result of constant consultation 
with leaders in the business. Previou; 
surveys and studies have been inaugu- 
rated from the viewpoint of costs, at- 
tacking the problem from the stand- 
point of technique and _ procedure, 
rather than with the idea of present- 
ing facts and suggestions affording a 
clear and thorough understanding of 
the economic high-lights that must 


By W. L. CROUNSE 


serve as a basis for all retail activities 
in the effort of the retailer to serve 
his community as a true ‘Purchasing 
Agent.’ ” 


Motto Is: “Service to Community” 


Lawrence A. Hansen, formerly As- 
sistant Secretary of the Retail Trade 
Board of Boston and afterwards Man- 
aging Director of the Massachusetts 
Retail Merchants’ Association has had 
charge of the collection and editing 
of the data. Mr. Hansen is a keen 
advocate of community consideration 
in connection with all retail problems 
saying that “service to the community 
must be one of the first considerations 
of the retailer if he is to clearly per- 
form his assigned duties as purchasing 
agent for his clients.” 

Other studies which are now nearing 
completion deal with “Community Ad- 
vertising,” “Retail Store Location” and 
“Cancellations and Returns of Mer- 
chandise.” According to Director 
Klein, such work as _ these studies 
present “can only be viewed as the 
forerunner of much larger and broader 
activities carried on under the direc- 
tion of skilled organizers who under- 
stand the needs of the business man 
and the procuring of the practical facts 
in fulfilling the retailers’ needs for 
substantial information with regard to 
his business.” 


Trade Commission Spanked Again 


The Federal Trade Commission has 
been subjected to another spanking, the 
punishment being administered in this 
instance by the United Typothete of 
America, International Association of 
Master Printers. The net result of 
the encounter between the Commission 
and the printers is the promulgation 
of a memorandum in which the Com- 
mission recognizes the legality, the 
necessity and the economic soundness 
of the use of cost accounting systems 
by producers and by organizations of 
producers. 

The outcome of this clash will have 
far-reaching consequences. Cost ac- 


counting methods of varying scope 
have been employed by a large number 
of national trade associations and al- 
though some of the systems employed 
have been clearly legal, while others 





have been used for undeniably illegai 
purposes, there has been a broad twi- 
light zone within which because of the 
objects sought to be advanced a large 
proportion of the systems employed 
have been shrouded in much legal un- 
certainty. 

Nearly five years ago the Commis- 
sion began an investigation of the 
cooperative cost finding and cost ac- 
counting methods employed by the 
Typothetz and in August, 1923, issued 
a cease and desist order against the 
organization requiring it to abandon 
the most important features of its 
work. Believing that its cost account- 
ing methods were legal and vitally 
necessary for the stabilization of the 
printing industry, the Typothete 
brought a proceeding in the United 
States Circuit Court of Appeals to 
compel the Commission to modify its 
order in such manner as to permit the 
respondent organization to continue to 
prosecute the essential features of its 
work. 


Takes the Back Track 


This action on the part of the Typo- 
thetze resulted in a truce with the 
Commission during which the testi- 
mony taken in the original proceeding 
together with other evidence offered 
by the organization have been care- 
fully reviewed. The Commission has 
finally agreed to the desired modifica- 
tion of its original order and in a letter 
addressed to the Typothetz defines its 
present position in part as follows: 

“It was not the intention of the 
Commission to disturb in any way the 
educational work which the association 
was instituting in the field of cost 
accounting. The Commission has a 
number of times gone on record as 
approving the methods of trade associ- 
ations to inculcate in their members a 
recognition of the necessity of proper 
cost accounting as essential to the con- 
ducting of business, and endeavored in 
making its order in this case to leave 
the cost accounting work of the United 
Typothete of America, in its educa- 
tional phase, wholly undisturbed.” 

In view of the modification of the 
Commission’s original order the suit of 
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General Market News 





Sales Not Large, But Steady 
Stream of Small Orders 
Continues to Grow 


LTHOUGH jobbers throughout the country are not getting 
many large orders, they are receiving a steady and well 


sustained stream of small ones. 


A stronger buying move- 


ment is expected to develop this fall, and both manufacturers 
and jobbers express confidence that fall and winter business 
will be substantially better than it has been for several months. 
No major price changes were announced during the week. 

The observance of Labor Day in most sections of the country 
caused a slight lull in trading. The volume of August business 
did not come up to expectations, although it is believed to have 
been better than that of July. One of the reasons advanced for 
the slight falling off in August sales is that the vacation period 
prevented the full development of market possibilities. 

The price situation, generally, is fairly firm, although some 
observers believe there will be advancing tendencies during the 


fall. 


Collections are said to be fair; deliveries are reported to be 


satisfactory and no serious shortages exist. 





Advances in Chicago Market 


Not a great deal of price activity was 
reported in the local market this week, 
although prices are said to have a 
firmer undertone than last week. Gal- 
vanized tubs advanced, as will prices 
are firm and all price cutting has 
ceased. Linseed oil advanced 3 cents 
per gallon and white lead advanced one- 
quarter cent per pound. 





Price Reductions in Boston 


Price changes may be in the making 
now that manufacturers and distribu- 
tors have finished their vacations. Time 
will tell. The past week brought out 
few changes of importance. Of those 
reported the declines have it. On the 
up side there is a further appreciation 
of %c. a pound in sheet lead. On the 
down side there is a drop of 2c. a pound 
in sash cord and slight reactions in 
some kinds of carriage and wagon 
hardware and in stable brooms. Job- 
bers have made a belated reduction in 
rubber hose of approximately %c. to 
le. to apply to next season’s prices, 
manufacturers having made the change 
some time back. 





Upward Price Tendencies in 
Cleveland 


Vacation period of salesmen continues, 
causing heavy mail business. Futures 
improving. Market considered very 
firm with indications that there will be 
no important reductions but possibly 
advances in certain lines. Opinion is 
expressed that the trade is preparing 
for a good fall business. Turps eased 
off 4 cents: white lead is up % cent. 





Twin Cities Market Quiet 


No changes of any importance were 
made in the Twin Cities market during 
the past week. Fundamental condi- 
tions remain the same. Business is 
more active than it was but there is 
still a good deal of room for improve- 
ment. 

The agricultural situation continues 
to grow better, and if it continues 
merchandising business will gain in 
volume. No price changes were re- 
ported during the week. Collections 
are fair and stocks moderate. 





New York Market Steadier 


Steadier conditions prevail in the 
New York wholesale hardware market, 
although no new prices were announced 
by manufacturers or jobbers on major 
lines during the week. Small house 
changes are being made by New York 
firms to meet competitive conditions. 


Interest in futures is small. but some- | 
Jobbers gen- | 
erally in this section anticipate a good 


what better than it was. 


fall business. August sales, it is be- 
lieved, were not as large as they were 
expected to have been. Retail stocks 
in this vicinity are small. Jobbers’ 
stocks are fair. 





Hardware Sales Improve 0.9 
Per Cent in Pittsburgh 
District 


Jobbers here are not getting many 
large orders, but they are getting a 
steady and well sustained stream of 
small ones. There is a complete ab- 


sence of either labor troubles or of | 




















labor shortages in manufacturing cen- 
ters, while transportation conditions 
are as perfect as it is possible for them 
to be. Under the circumstances there 
is no good basis for fears about secur- 
ing supplies promptly as wanted and 
take out of the picture the possibility 
of materially higher prices in the near 
future, and the answer is provided as 
to why buying is being gaged closely 
by real rather than by possible require- 
ments. 


This is a healthy sort of demand and, 
while it does not mean full night 
and day operations of manufacturing 
plants, at least it saves grief on the 
part of jobbers and retailers in the 
case of a miscalculation as to the 
amount of goods that will be taken. 
There are few in the hardware trade 
who would not prefer to have a steady 
business than one which went up like 
a rocket and came down with corres- 
ponding speed to be followed by a lull 
that is both nerve and patience taxing. 


Report of the Federal Reserve Bank 


for the Cleveland-Pittsburgh district 


for July shows that hardware sales in- 
creased 0.9 per cent over June. Mean- 
while the trade in this district is find- 
ing collections averaging fair, which 
must be considered as a favorable state 
when it is considered that the Pitts- 
burgh district embraces a good many 
coal mining districts and that industry, 
as is well known, has been going 
through a very severe depression. 
Business is improving in guns and 
loaded shells and the makers of stove 
pipe and elbows and of roofing ma- 
terials moving a good many goods. 
There is strength in products of lead 
and the other metals, but local jobbing 
prices of galvanized and black sheets 
have dropped $3 per ton, this in keep- 
ing with lower mill bases than because 
of the lack of demand which still is 
described as good. Recent reduction in 
window glass by the leading producer 
has been followed by even steeper price 
cuts by independent companies. Re- 
cent advances in Trimo wrenches have 
not yet been applied to local jobbing 
prices, resale discount here holding 
around 66 to 68 per cent off list. 





Automobile Sales by Re- 


tailers Improve 


With the new model season rapidly 
approaching an end and the outlook 
growing brighter for greater business 
in agricultural areas the automobile re- 
tail sales situation shows distinct im- 
provement. There continues a better 
demand for dealers, this reflecting a 
stirring of buying interest on the part 
of consumers. 

After their experience with accumu- 
lated stocks during the spring of the 
year dealers are not disposed to take 
more cars than retail demand justifies. 
Manufacturers, on their part, will reg- 
ulate production programs solely by 
sales conditions in the field. 
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Shelf Hardware and Mill Supplies More 


(Boston office of HarRDWARE 


ITH the ending of the official vacation period the 
\ \ New England retail hardware trade has settled 
down to putting its house in order for fall and 
It is placing orders for shelf hardware 
with more frequency, but as might be expected the real 
buying movement has not gathered much momentum as 
There is, nevertheless, an improvement in the job- 
indicating the market is on the 
right track. Mill supply houses also note an improvement 
in sales; not large, to be sure, yet an improvement. 
of the buying of such supplies comes from machine shops 
and manufacturing plants, which is taken as an indication 
that industrial New England is getting busier. 
In the heavy hardware field things remain more or less 
It is confidently felt, however, another 


winter business. 


yet. 


bers’ weekly turnover, 


quiet. 


BROOMS.—No. 8 mixed stable brooms 
are now quoted at $10.50 a dozen by the 
jobbing trade, contrasted with $11 here- 
tofore. The $11 price went into effect 
early in July and represented an ad- 
vance of approximately 20 per cent. 
CARRIAGE HARDWARE. — Richard 
Eccles Co., carriage and wagon hard- 
ware, is out with a new list of prices 
showing a drop of about 10 per cent in 
a few items, notably clips. 
CHAIN.—Jobbers are calling the at- 
tention of the retail hardware dealer te 
the fact that some sizes of regular tire 
chains are adapted to certain sizes of 
balloon tires, consequently retail stocks 
to be complete will not have to be much 
larger than heretofore. Below is a list 
of sizes of balloon tires for existing rim 
diameters and the standard sizes which 
afford a proper fit (figures in inches): 


Ballon tire 
chain same as 


Nominal size of 
ballon tire 
] 


31 x 4.40 ol x 4 
32 x 4.95 32 x 4% 
83 x 4.95 83 x 4 
3 x 4.95 o4 x 4 Ii, 
33 x 5.77 33 x 5 
34 x 5.77 34x 5 
35 x 6.60 35 x 5 


The demand for tire chains is improv- 
ing, but not active. Another month 
should witness a free movement of 
stock out of jobbers’ hands. For other 
kinds of chain business is running about 
equal to a year ago. 

We quote from 


stocks: 

Tire Chains.— McKay and Weed 
makes, 1 to 11 sets, 30 per cent dis- 
count; 12 to 49 sets, 35 per cent dis- 
count; 50 sets and more, 40 per cent 
discount. 

Machine Chains. —Twist lengths, 
fe-in., 15c. per Ib.; %-in., 13c. per 
lb.; i, -in., 12%c. per. lb.; long or open 
length link chains, 7s-in., 16%c. per 
Ib.; \%-in., 15¢. per Ib.; #-in., 1l4ec. 
per Ib.; *.-in., 12%c. per lb.; %-in., 


lle. per Ib. 

Proof Coil Self-Colored Chain.— 
‘g-in., $14.65 per 100 Ib.; %-in., 
$12. 85; fe-in., $11.20; 
v5 -in. _ a 45; 1 - in., 

%-in., $9.40; %- in., 

“For less than 100 lb. about 2c. per 
lb. additional is charged. 


Boston jobbers” 


Cable.—7,-in., $14 per 100 lb. net; 
y%-in., $12.25; Yf-in.., he 75; %,-in., 
$9.10: ye-in., $9; %-in $8.55: By - in. 

40. 
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war business. 


Much 


fortnight 


CHOPPERS. Advance order for food 
and meat choppers are quite satisfac- 
tory and numerous retail dealers are 
buying for current needs. .In a retail 
way, sales are picking up, but should 
shortly be even better for mincemeat 
making time is not far distant. 


We quote from Boston jobbers’ 
stocks: 

Food Choppers.—lUniversal line, No. 
0, $1.25 each net: No. 1, $1.52; No. 2, 
$1.86; No. 3, $2.87. Russwin line, No. 
1, $18.23 peor doz. net; No. 2, $22.28; 
No. 3, $28. 

Meat a line, No. 
$23, $2 each net; No. 331, $3.38; No. 
$33, $3.72; No. 304, $5.91; No. 344, 
$9.45 

CLOCKS.—Last year was one of the 


largest on record for the sale of clocks 
in the hardware trade. Jobbers are 
confident 1924 will equal 1923 in sales, 
and have prepared themselves according- 
ly. Retail stocks are uneven, some deal- 
ers having little on hand, while others 
are comfortably well off. Collectively, 
the retail trade is evincing considerable 
interest in futures, but buying really 
has not started. 
We 
stocks: 
Clocks.—New Haven line, Telltale, 
in case lots of 50, $1.24 each net; in 
less than case lots, $1.30; radium dial, 
in case lots, $1.98; im less than case 
. Tom-Tom, in case lots of 
5; in less than case lots, $2.20; 
radium, in case lots, $2.80; in less 
than case lots, $2.20; radium, in case 
lots, $2.80; in less than case lots, 
$2.85. Thrift, in lots of 12, 94c.; less 
than 12, 98c.; in case lots of 50, 85c.. 
Relay, in case lots ‘ot 25, $2.15; in less 
than case lots, $2.2 Vii iliant, in case 
lots of 50, $1.29; in ‘lene than case lots, 


quote from fJoston jobbers’ 


$1.36; radium, in case lots, $2.13; less 
than case lots, $2.24. Tornado, No. 


4570, in case lots of 50, 95c.; in lots of 
12, $1; in lots of less than 12, $1.05. 


COUPLINGS. — Several months ago 
manufacturers of shaft couplings ad- 
vanced prices, but not until the past 
week did jobbers take similar action. 
New jobbing prices follow: 


We quote from Boston jobbers’ 
stocks: 

Shaft Couplings.—Unfinished, 1\%- 
in. eye, $2 per pair net; 1%-in., $2.20; 
1%-in., $2.40; 15%-in., $3.50; 1%-in., 
$4; 2-in., $6.50. 


FISHING TACKLE. — Those retail 





Active in New England Market 


will see a marked improvement in the demand for tron, 
steel and the many other things handled by such jobbers, 
for it is common knowledge that stocks in retail and large 
users’ hands are small. 
they might be, yet they are not as slow as they have been 
at previous periods this year. 
of confidence as heretofore in all branches of the hard- 
Some of the best prognosticators of busi- 
ness cycles go so far as to state that we are entering a 
cycle of four or five years of mighty good business. 

More and more interest is being evinced by the hard- 
ware trade in New England week. 
Hardware Dealers’ Association will hold group meetings 
this month in Massachusetts, Rhode Island and Maine. 
Good talkers have been secured for these meetings and 
the retail hardware dealer and his clerks will *unquestion- 
ably secure much helpful material if they attend. 


Collections are not as good as 


There is still the same note 


The New England 


dealers usually doing a sizable fishing 
tackle business are showing a lively in- 
terest in goods for fall use. Here in 
New England the fish and game com- 
missions have stocked up brooks and 
ponds with large numbers of various 
kinds of fish. Interest in fishing is 
spreading, notwithstanding people of to- 
day have many other things to take up 
their attention. Both jobbers and the 
large retail operators are confidently 
looking forward to a free movement 
of merchandise in the closing months 
of 1924. Prices for fishing tackle have 
not changed materially, and, according 
to usually well informed interests, they 
are not likely to this year. 


FOOTBALLS.—More interest is being 
shown by the retail trade in footballs, 
yet sales to date are somewhat behind 
those of a year ago. Schools and col- 
leges open this month and cooler days 
are just ahead of us. The minute the 
college football season opens youngsters 
will want a pigskin to play with. 


We quote from Boston jobbers’ 
stocks: 

Footbalis.— Boys’ complete with 
bladders, No. 3, $9 per doz. net; No. 


4, $12: No. 5, $15. 
Bladders.—For No. 3 and 4 foot- 
per doz. net; for No. 5, 


balls, $3.50 
$4.50. 


FRUIT PICKERS.—There has been a 
sudden letdown in the demand for fruit 
pickers. Many points in New England 
last week experienced extremely high 
winds accompanied by heavy rains. In 
various localities every vestige of fruit 
on trees was knocked to the ground. 
This incident may explain the slowing 
up in retail sales, which is reflected in 
the wholesale market. 


We quote from 
stocks: 


jobbers’ 


Fruit Pickers.—Peerless, No. 299, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 


GALVANIZED WARE.— The move- 
ment of seasonable galvanized ware out 
of jobbers’ stocks is gathering mo- 
mentum, that of pails being especially 
noteworthy. Prices remain firm and 
unchanged. 


Boston 
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HOSE AND ACCESSORIES.—Jobbers 
have reduced prices on rubber hose for 
next season 4c. per foot, thereby meet- 
ing new lists issued by manufacturers 
some time ago. Hoze nozzles hereto- 
fore jobbing out at $6.25 a dozen are 
now $6. Revised prices on rubber hose 
follow: 


We quote from 
stocks: 


Boston jobbers’ 
Rubber Hose. — %-in., in 50-ft. 
lengths, Commercial, . per ft. net; 
Pointer, 8c.; Leader, 9c.; Olympia 
(wire wound), 944c.; Good Luck, 10c.; 


Vim, 10c.; Milo, lle. ; Bull Dog, 13c. 
For 25-ft. lengths add 4c. per foot. 

Reels. — Hose, Reel-Ezy, $18 per 
doz. net; Victor, $2 each net; Wirt 
& Knox, $3.75 each net. 

Lng — Bulldog, friction, 45c. per 
Ib. net 

Washers.—Good Luck, 60c. per 
gross net. 


Sprinklers.—Rain King, $2.33 net. 
Nozzies.—Boston, $6 per doz. net. 


LANTERN GLOBES.—A better in- 
quiry for lantern globes is reported by 
the jobbing trade. Current buying is 
for immediate and future retail require- 
ments. 


We quote from Boston jobbers’ 
stocks: 

Lantern Globes.-—Dietz line, in 5 
dozen lots. Blizzard fitzall locnob, 


$1.10 per doz. net; Blizzard fitzall loc- 
nob ruby, $3; D’Lite locnob, $1.15: 
D’ Lite, locnob ruby, $3; Little Wiard 
locnob, $1; Junior Blizzard, $1.05. In 
lots of less than 5 dozen. Blizzard, 
$1.25; Blizzard ruby, $3.20; D’Lite, 
$1.30; DL "as ruby, $3.25; Little Wiz- 
ard, $1.15 Junior Blizzard, $1.20. 
LAWN RAKES.—With autumn and its 
falling leaves only a short distance 
away, retail dealers are taking a grow- 
ing interest in lawn rakes. Their stocks 
and those of the jobbing trade are con- 
siderably smaller than a year ago. 
We quote jobbers’ 
stocks: ‘ 
Lawn Rakes.—Wood bow, 
doz. net; steel bow, 


PICKS AND MATTOCKS. — Retail 
dealers in a few instances are placing 
orders for picks and mattocks, and there 
is buying by large users as well. Con- 
trasted with a year ago sales are satis- 
factory. 
We 
stocks: 
Picks.—Railroad, 40 and 10 per cent 
discount; contractor’s, 40 and 5 per 
cent discount. Grub hoes, 40 and 10 


per cent discount. Mattocks, 40 and 
10 per cent discount. 


PLUMBERS’ TORCHES.—A smatter- 
ing of advanced orders for plumbers’ 
torches have been booked by the job- 
bing trade here. Another month should 
see a general improvement in business, 
according to the wholesale houses. 
Both wholesale and retail stocks are no 
more than comfortable. 
We quote 
stocks: 
Piumbers’ Torches.—N: U. line blow 
torches, No. 9, $6.08; each net; No. 38, 


$5.76; No. 39, $6.05; No. 43A, $5.76; 
. 92, $6. 79; No. 105, $3.60; No. 


from Boston 


$8.75 per 


quote from Boston jobbers’ 


from Boston jobbers’ 


205, 


PRESERVING ACCESSORIES.—Pre- 
serving accessories are going fairly 
good these days. Retail purchases are 
conservative, but cover a fairly large 
assortment of stock. Some of the re- 
tailers, however, carried over fairly 
sizable stocks of some things from last 
year. 


We quote from Boston 
stocks: 
Preserving Accessories. — Rubbers, 


jobbers’ 
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Good Luck and Mason, 80c. per gross, 

in case lots; 75c. per gross with 5 per 

cent discount, in ten “eng lots. 
Kettles. — Aluminum, 4-qt. 95e. 


each net; 5-qt., $1.01; 6-qt., 1.18; 8 - 
oe $1.35. Cast iron, 4-qt., $1.37; 6- 
qt., $1.50; 8-qt., $1.87; 12-at., $2.30. 


No covers included 


PRESSES.—Interest in presses is re- 
viving, although there is no real pep 
to the current bookings. Jobbers’ stocks 
are not large, however, consequently 
the market is in a healthy condition. 


We quote from Boston jobbers’ 
stocks: 

Presses. — Fruit. Brownie, 8-qt., $4 
net; Dutcher, No. 00, $6. 75: No. 0, 
$8.50; No. 10, $12; No. 20, $19. 


SASH CORD.—With the exception of 
spot, sash cord has been reduced 2c. a 
pound by both manufacturers and job- 
bers. Less than a month ago the mar- 
ket advanced 1 to 3c. a pound. The un- 
settled condition of the market is due 
to the ups and downs of the raw cotton 
market. The demand for cord, say job- 
bers, is quite satisfactory, and promises 
to continue so throughout the fall due 
to building activities. 
We 
stocks: 


Sash Cord.—Acme, No. 6, Sle. ¢ 7. 
r No. 7, 52c.; Nos. 8, 9, 10 and 12, 53c. 


quote from Boston jobbers’ 








Sachem, No. 7, 47¢c. a lb.; No. 8, 50e. 
Samson spot, No. 7, 85c. a Ib.; Nos. 
8, 9 and 10, 84e. 
Editor HARDWARE AGE, 
New York City. 
We did not receive HARDWARE 
AGE for July 31st. It is like read- 
ing a continued story. We do not 


want to miss a single copy. 
Please send us the issue referred 
to. 
Very truly yours, 
F. R. MARSHALL, 
The Long Bell Lumber Co., 
Weir, Kan. 








SHEETS.—Now that consumers and 
retail dealers are fairly well convinced 
that prices are more likely to be higher 
than lower, there is an improved de- 
mand for all kinds of sheets.  Indi- 
vidual orders are small, but most every- 
body is buying often. Jobbers’ stocks 
are moderately large and well assorted. 


We 
stocks: 


quote from Boston jobbers’ 


Sheets. — No. 10 blue annealed, 
$4.61%; No 28 black, $5.75; No. 28 
galvanized, $6.90 per 100 lb. 

SIDEWALK CLEANERS. — Jobbers 
are endeavoring to round up forward 
bookings for sidewalk cleaners. So far 
their efforts have been only fairly suc- 
cessful. They say, however, that re- 
tail dealers indicate they will cover 
quite freely within the next two months. 

We quote jobbers’ 
stocks 

Sidewalk Cleaners. — Wallingford 
a No. SCX7%, $8.50 per doz. net; 

IC, $10; No. RRSC, $5. Swineford 
yo vadtow or pushers, No. 375, $10. 
SK ATES.—Endeavors of the jobbers to 
interest the retail trade in ice skates so 
far have met with little success. The 


from Boston 
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roller skate season was quite successful 
and it is believed wholesalers and re- 
tailers cleaned up well. Report has it 
quite a few of the retail trade carried 
over sizable ice skate stocks last win- 
ter. If that is true, the present apathy 
of the trade is understandable. 


We quote from Boston jobbers’ 
stocks: 

ice Skates.—Boys’, key, toe clamp, 
85c. to $3 per pair; girls’ strap heel, 
key toe clamp, $1.10 to $3 per pair, 


Roller Skates.—Union Hardware Co. 


line, No. 2, 70c, to 76c. per pair, net; 
No. 3, 75c. to S2e.; No. 10, $1.10 to 
$1.20; Nos. 4, 5 and 6, $1.65 to $1.90. 

Skating Outfits.—Boys' and men’s 
sizes, 3 to 11 inclusive, $4.25 to $6. 5U 
per outfit. Girls’ and women’s, sizes 


3 to 8 inclusive, oe to $7 per outfit. 


SNOW SHOVELS. 
of snow shovels have been compara- 
tively small, but that might be expected 
at this time of the year. Contrasted 
with a year ago, prices are reasonable, 
all things considered. Retail stocks 
are believed to be small. The jobbing 





trade, therefore, is optimistic regard- 
ing the future. 
We quote from Boston jobbers’ 
stocks: ; 
Snow Pe ¥ pected gd boys’, with 
tip, No. 67,“°$4 per doz. net; single steel 
tips No. 53, $7.60; double steel tip, No. 
69, $8.60; malleable tip, No. 68, $9.70; 
Crescent, $10.20: Pathfinder, $10.20. 
Ruggs line, steel, long handle, Hib- 
bard, No. 500, $5 per doz. net; steel 
L-handle, $6; split wooden D-handle, 
$6. Massachusetts, long handle, $8.75; 
malleable D-iandle, $9. New Eclipse, 
galvanized, No. 29, $12.80 Menzie, 
spring steel, $12. 


WASH BOILERS.—A fair demand for 
wash boilers is noted. Individual or- 
ders usually concern a small amount of 
stock, yet the weekly aggregate busi- 


ness booked makes quite a showing. 
We quote from Boston jobbers’ 
stocks: ‘ 
Wash Boilers.—Tin, No. 81, $23.50 
per doz. net; No. 91, $25.25; No. 82, 
$26.25; No. 92, $28. Copper, No. 128, 
$42 per doz. net; No. 129, $45.50. 


WATCHES.—With retail stocks gen- 
erally down to narrow ‘margins, job- 
bers anticipate a big fall season on 
watches. Jobbers’ sales last year in 
quite a few instances broke all rec- 
ords. Then, it will be recalled, every- 
body had more or less difficulty in get- 
ting enough stock, so far behind were 
manufacturers on orders. This year, 
it is said, manufacturers are well pre- 
pared to take care of all business 
passed on to them, and jobbers have a 
good assortment of watches in stock. 


We quote from Boston jobbers’ 
stocks: 

Watches.—Yankee, $1.17 each net; 
Eclipse, $2; Junior, $2.33; Midget, 


2.33; Elm City, 98c. 
WEATHER STRIP.—Al!though the va- 


cation season is hardly ended, orders 
for weather strip are in order. With 
the tremendous amount of home con- 
struction throughout New England the 
past year, there should, according to 
jobbers, be a good public demand for 
weather strip this fall and winter. 


We quote from Boston jobbers’ 
stocks: 

Weather Strip.—Page's felt, S88e. 
per doz. pieces net. Bosley felt 
clincher, double contact, full bundles 
of 500 ft., No. 70, 5c. per ft. list; No. 
71, 5e.; No. Tle. Full bundles of 
250 ft., No. 74, 10c. per ft.; No. 75, 
12c. Discount, 65 per cent. Spring 
bottom strips, rubber edge, 30-in., $5 
per doz. net; 36-in., $5; No. 12, $5.65. 
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Upward Price Tendency in Chicago Market— 


Continued Improvement in Mail Orders 


(Chicago office of HARDWARE AGB) business on a more satisfactory basis. 

USINESS conditions in this section are improving Prices, as a whole, are continuing steady and in some 
oo“ by week. The notable change of the week cases advancing tendencies have been reported. There 
seems to be a reluctance in announcing advances just as 
there was in passing on the reductions some months back, 


in mail orders. The size of the volume which came into message tage Sage ca age th tain fut 
this jobbi ete dual h ae ut is is h ely e to the ra er uncertain future con- 
is Jobbing center during the week indicates that dealers ditions as it is not felt that business has yet definitely 


are enjoying enough of a demand to warrant them send- turned the corner or started on the upgrade. 
ing in rush orders for replenishments before the regular Wire products production is continuing on a 50 per 
salesmen have time to get around. Furthermore, the cent basis in this district and is somewhat heavier than 
mail orders are heavier and contain more items than in it was a few weeks ago. Steel mills are finding inquiries, 
weeks past. sales and specifications the heaviest in four months. It 1s 
This development seems to be conclusive proof that, believed that considerable rail buying is imminent. Rail- 
particularly in the agricultural regions, a much better road car buying is continuing to show strength. From 
feeling exists which is backed by money due to the sale almost every business standpoint, conditions have shown 
of crops at much higher figures than was anticipated a very marked improvement in this section during the 
earlier in the year. It is also gratifying to-note that past 30 days. The notable improvement, however, has 
crops are much heavier than was forecast, and this to- been from the agricultural sections, which makes for a 
gether with good prices is doing much toward putting better balance with industrial activity. 


was the increased interest on the part of retailers 


AUTOMOBILE ACCESSORIES.— sets, case lots. $7,80 doz.; steel bit- | FRUIT PRESSES AND CIDER 
Summer tourist trade has been respon- Soe domes Geer Gee ee MILLS.—The demand continues very 


sible for a good volume of business. sets, $3.25 per set; cylinder front heavy, with many rush demands for de- 


door sets, $7.50 per set. li 

We quote from jobbers’ stocks, - a : : . ivery. 
f.o.b. Chicago: : CHAIN.—AIl chains are selling in bet- We quote from jobbers’ stocks, 

Spark Plugs.—Splitdorf, 50c. each, ter volume. f.o.b. Chicago: Juicy fruit presses, 
regular, 58c. each; Champion X, 45c. 3-qt., $3.40 each; 6-qt., $4.20 each; 
each; lots of 100, 41c. each, Cham- We quote from jobbers’ stocks, 12-qt., $5.75 each; Enterprise, No. 6, 
pion Blue Box line, 53c. each. A. C. f.o.b. Chicago: %-in. proof coil chain, 5.50 each; No. 12, $7.30 each; Junior, 
Titan, _58c. each; lots of 100, Séc. $.50 per 100 lb.; Tenso coil chains, 10 each; medium, $13 each; senior, 
ee ee a 50-10 per cent discount; No. 00-4% $18 each; extra large, $28 each. 

Spot Lights.—Anderson, No. 3280, electric welded cow ties, $2.75 per Cider Mills. —- Junior, $21.75 each; 
$6.50 each; Stewart, $5.67 each. OZ medium, $25.50 each; senior, $38 

i rm. A. Electric (Ford), $4 ‘ each: self feed, $16 each. 
each. = 

Jacks.—Reliable Jacks, No. 46, $2.50 COPPER RIVETS AND BURRS.— GaryaniIzED AND TIN WARE.— 
each; in lots of 10, $2.25 each; Ajax, Local prices are steady, although the Wash tubs advanced With manufac- 
No. 6, 90c. each: National Standard, general market is quite firm. ’ s , 
No. 21, $1.20 each. wa turers’ prices firm for 60 days or longer, 

umps.—Rose 1%-in. cylinder, We quote from jobbers’ stocks, ice cutting is eliminated, and prompt 

$1.55 each. — f.o.b. Chicago: Copper rivets and —— utting . . a P A 

Chains.—Non-skid, dozen pair lots, burrs, 40-10 per cent discount. delivery of pails especially is a consid- 


t0 Der cent discount, P™* °** — BAVES TROUGH AND CONDUCTOR ration. 

size cord tires, $1045 cach: reguiar  PIPE.— Heavy summer rains have = ¢ \Y° (iicago: Competition galvaniz~ 

Sah bias coke; col mane tobes, an” Lower peiocs kave aloo balped to sf gutvoninal Gaasms, Sten seamen oe 

30 x 3%, $1.50 each. Se prices have also helped to ceanbed. 8-qt., $1.95 doz.; 10-qt., $2.20 
AXES.—The situation has not changed stimulate sales. ' doz.; 12-qt., $2.40 doz.; 14-qt., $2.75 


, doz. ; galvanized washtubs. No. Me 
: Ww te from bbers’ stocks, 
for some weeks. Lower priced grades fo. ? ‘hic 7 a R ag we lap joint 6.35 doz.; No. 2, $7.15 doz.; No. 3, 
.0.b. Chicago g p j 
. . 0 ft. Cc 8.35 doz.; 1-bu. galvanized baskets, 
are showing the heaviest demand. gutter, 5-in., $4.50 per 100 ft.; Cor- $6.75 doz.: 1%4-bu., $8.25 doz.;: 5 gal. 
; rugated conductor pipe, 3-in., $4.85 1 ined olfea i nadl te t 
We quote from jobbers’ stocks, per 100 ft.; Plain ridge roll, 1%-in., gaivanized oil-cans, galvanized breast, 
f.o.b. Chicago; First quality single $3.80 per 100 ft.; Corrugated con- $7.75 doz. 
= a eee, & ” ci8 een, ductor elbows, 3-in., $1.36 doz. GARDEN HOSE AND LAWN 
doz. base; double bitted, OZ. ane : 
base; good quality black unhandled ELECTRICAL AND RADIO MER- SPRINKLERS.—Sales continues very 
axes, same weight. single bitted, $13 CHANDISE.—Radio receivers are be- backward. 
doz. base; single bitted handled axes, . . - 
$15 to $22 per doz., according to qual- ginning to move freely. Demand for We quote from jobbers’ stocks, 
ity and grade of handle. electrical heaters is becoming brisk. na Calcege:, —— — A hy 
. quality, molde ose, -in., c. 
BOLTS AND NUTS.—Local prices are We quote from jobbers’ stocks, per ft., %-in., 13c. per ft., 3-ply, 
unchanged, although the market has -" 6 a — ; ped %-In., ‘ 10¢. 
. ectrica —No. , i. . per -ply, 
shown considerable strength. rubber covered wire, $7.25 per 1000 ek. tate. Tee 
We quote from jobbers’ stocks, “> ° >; %-i 14c. per ft.; 5-ply, 
f.o.b. Chicago: Carriage bolts, cut 50 per 100 ft.; good quality wrapped, %-in., 9c. per 
thread, 50-5 per cent discount; small 44-in. brush brass key ft.; %-in., lle. per ft. Lawn sprink- 
carriage bolts, rolled thread, 50-10-5 ; a saan; see-wey plugs, lers, Rain King, 428 Page, amy 
er cent discount; machine bolts, cut , ; , ountain sprinkler, OZ.; nbow, 
tnrend. 50-10-5 per cent discount: one-piece attachment plugs,  18c. 38-in. high, $24 doz, 


, ine each; two-piece attachment plugs, 

ak bor Gone Manoa: ahanaes wale. i, cach; Gry ous, tems « , 8 6GCLARS AND Purest tne reeusee 

es per cent adlscount; lag screws, —— each; less than case lots, 34c. prices announced last week have stimu- 
“9 per cent discount. Radio Supplies.—Radio B batteries, lated sales. 


BUILDERS’ HARDWARE.—Prospects No. 766, $1.40 each; No. 767, $2. We quote from jobbers’ stocks, 


continue so bright that little change is each. f.o.b. Chicago: Single strength A, 


: . ae wr ; ; 25-in. bracket, 88 per cent discount; 
expected in this line. FILES.—Sales continue to be good single strength A, 34 to 40-in., brack- 


We quote from jobbers’ stocks, We quote from jobbers’ stocks. et, 86 per cent discount; single 
f.o.b. Chicago: 3% x 3% steel butts, f.o.b. Chicago: American files, 60-10 strength A, all other brackets, 85 per 
old copper and oul brass finish, $3.66 per cent off list: Nicholson files, 50 cent discount; double strength A, all 
per doz. pair; x 4 steel butts, old per cent off list; Nicholson files, 60-10 sizes, 86 per cont discount. Putty— 
copper and dull ‘inca finish, $4.92 per per cent off list: Black Diamond files, Pure grades. $3.75 per 100 Ib.; com- 
doz. pair: heavy steel bevel inside 40-10-5 per cent off list. mercial, $3.40 per 100 Ib. 
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Why let a home builder 
cut down on his hardware 
and be extravagant on other 
materials when a few words 
will remind him that good 
hardware will outlast a 
dozen other items? McKinney 
advertising is stressing this 
fact. Join forces with it. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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HATCHETS.—The demand is moder- 
ate, although it has shown some im- 
provement on the popular priced 
grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLES, HAMMERS.—Prices are 
| considered reasonable, being 20 to 25 
| per cent below prices at this time in 
1923. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Demand is very 
good, with firm prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz. No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—A sat- 
isfactory volume of sales continues. 


We quote from jobbers’ stocks, 
f.o.b. Cnicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
4% -ft., $4 doz.; 5- ~ & $4.80 doz.; X 
4%%-ft., $2.40 doz.; ; 5- ft., $2.80 doz. 

Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
o-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 
t., $5.75 doz.; XX bent, 4%-ft., $4.50 
aes 5-ft., $9.50 doz.; X bent, 4%- 

$3 doz.; 5-ft., $3.40 doz. 

“laaneee Fork ‘Handles. —Bent, best 
grade, 4-ft., $4.75 doz.; 414-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz. : xX bent, 4-ft., $2.60 
doz.; 4%%-ft., $2.95 doz. 

Garden Hoe Wandies.XX 4%-ft. 
$3.45 doz.; X 414-ft., $2.40 doz. 

Garden Rake Handiles.—XX 5'-ft., 
$5.25 doz.; X 5'4-ft., $3.25 doz. 

Shovel Handies.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D-handles, best grade, $7.95 
doz.; X grade, $6 doz. 

Spade WHandies.—D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Sales are said to be heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales con- 
tinue on a fair basis. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 
$4.85 list; 2-qt. $5.65 list; 3-qt., $6.75 
list; 4-qt., $8.25 list; 6-qt., $10.45 list; 
8-qt., $13.50 list; 10-qt., $18 list; 12- 
qt., $21.55 list; 15-qt., $25.60 list: 20- 
qt., $33.20 list; 25-qt., $42.60 list; 
Are tic 1-qt., $4 list; 2-qt., $4.60 list; 
3-qt., $5.55 list; 4- -at., $6.80 list; 6-qt., 
$8.60 list; 8-qt., $11. 10 list. All the 
above less 50 per cent discount. Auto 
Vacuum freezers, 1-qt., $3.30 each; 2- 
qt., $4 each; 3-qt., $5.30 each; 4-qt., 
$6.65 each. 

LAWN MOWERS AND GRASS 
CATCHERS.—<An interest in future or- 
ders in this line is now being mani- 
fested. The new prices are lower than 
for the past season. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 101% -in. wheels, $8.65 
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each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21l-in. mowers, 
$7.60 doz.: ; plain bottom canvas, for 
12 to 16-in. mowers, $5.90 doz. 


NAILS.—The demand for nails 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
3.55 per keg base; cement coated, 
2.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
wr and longer; $2.50 for shorter than 

n. 


OIL STOVES.—Sales were slow in 
starting, but have shown satisfactory 
improvement, although the season as a 
whole has not been exceptionally heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner. $36 list each; 
3-burner, $45 each list: 4-burner. 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 3c. per gallon. White lead ad- 
vanced 4c. per pound. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
a gg per gal., 5-barrel lots, $1.15 per 
ga 


Linseed Oijl.—Boiled, barrel lots, 
ot per gal., 5-barrel lots $1.17 per 


Sane 


S 


ral. 
Turpentine.—PBarrel lots, $1.04 per 
a 


Denatured Alcohol.—Barre!l lots, 55c. 
per gal. 
White Lead.—100-lb. kegs, $14.75; 
50-Ib. kegs, $7.65: 25-lb. kegs, $3.90; 
12%-lb. kegs, $2.00. 
Dry Paste.—Barrel lots, 6c. per Ib. 
Shellac.—(4-lb. goods), white, $3.50 
per gal.: orange, $3.25 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are exnected to 
show steady improvement from now 
until Christmas. 


We quote from jobbers’ ‘stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167. $12 
doz.; No. 168, $14 doz.: No. 183, $12 
doz.: No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.: 
No. 197. $14 doz. 

Pie Plates.—No. 202. $6 doz.: No. 
203. $7.20 doz: No. 209, $7.20 doz. 

Tea Pots.—2-cun. $20 doz.; 4-cup, 
$24 doz.: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROOFING AND PAPER.—The active 
sales continue. Red rosing sheathing is 
stronger, and the recent decline may 
soon be canceled. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best tale surfaced, $2.35 per 
square; medium talc surfaced, $1.65 
per square; light tale surfaced, 95c. 
per square; red rosin sheathing, $55 
per ton. 


ROPE.—A very good demand continues. 
_ are holding firm. 


— from jobbers’ stocks, 
cn Cc sews: No. 1 Manila, stand- 
ard brands, 17% to 19%c. per Ib.; 
No, 2 Manila, 16% to 18'%c. per Ib.; 
No. 1 sisal, 14% to 16%c. per Ib.; 
No. 2 sisal, 13% to 15%c. per Ib. 
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SASH CORD.—Sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
doz. hanks. 


SASH PULLEYS.—Sales continue fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Prices are believed to be at 
the low point. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
— list; japanned, 74-5 per cent new 
list 


SLEDGES AND WEDGES.—Prices are 
mene up and the demand is good. 


uote from jobbers’ stocks, 
Lob - Chicago: Striking or black- 
smiths’ sledges, 5-Ib. and heavier, 
10c. per lb.; Common wood choppers’ 
wedges, 7c. per Ib 


SOLDER AND BABBITT METAL.— 
The demand is holding steady at the 
recent advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $36 per 100 Ib.; medium, 45-55 
solder, $35 per 100 Ib. ; tinners’ 40-60 
solder, $34 per 100 ib.; high speed 
babbitt metal, $20 per 100 lb.; Stand 
ard No. 4 babbitt metal, $12 per 100 
lb. 


STEEL SHEETS.—Local prices are 
very low and demand continues fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ib.; 28-gage 
black sheets, $4.50 per 100 Ib. 


STOVE PIPE, ETC.—-Fall shipments 
are going out rapidly. Prices are 
changed, but firmer. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 18c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


WIRE GOODS.—Fencc sales have 
shown a very decided improvement 
after a very dull spring and summer 
demand. The general demand for wire 
products is still good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 Ib.; No. 9 
galvanized plain wire, $3.90 per 100 
lb.; catch weight spool galvanized 
cattle or hog wire, $4.25 per 100 Ib.; 
80-rod spool galvanized hog wire, 
$3.67 per spool. Polished fence 
staples, $4 per 100 Ib.; 12-mesh black 
wire cloth, $2.10 per 100 sq. ft.; 12- 
mesh galvanized wire cloth, $2.45 
per 100 sq. ft.; 14-mesh bronze wire 
cloth, $6.20 per 100 sq. ft.; galvanized 
before poultry netting, 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—Only a fair volume of 
sales is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount: Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 

Snap-On Wrenches.—Radio and 
electrical set, $4; No. 101 Master 
Service set, $15.25; No. 302 Heavy 


Service set, $14.85; No. 404, Universal 
Socket set, $7; No. 505-B Screw Driver 
set, $3.40: No. 900 Square Socket set, 
$3.70. All Snap-On wrenches less 40 
per cent discount. 
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WQVALITY LEAVES 








As Silent and Sure 
as the Close of Day 


The inevitable close of day is no more silent nor more 
sure than the positive operation of all doors equipped 
with the— 


R-W Door Closer and Check 


Six sizes, suitable for every door from the light screen 
frame to heavy outside doors which are required to 
close against a strong draft. 


The R-W Door Closer and Check is made and assembled with watch- 
like precision. Many notable features are included in its construction, 
such as instant adaptability to right or left hand doors; simple adjust- 
ment of closing pressure controlled by a single milled screw; arrange- 
ment which prevents spring from being wound beyond the safety limit; 
high lubricating property of special liquid, and leakproof construction. 








All these advantages plus the R-W imprint, which is the “sterling 
mark’’ of standard hardware, combine in the production of the perfect 
door check and closer. Write to Dept. A for catalog containing com- 
plete line and detailed descriptions. 





Showing simple adjustment of 
closing pressure accomplished by 
the fingers without tools, 


Also exclusive manufactur 

ers of Slidetite Garage Door 
Hardware,R-W IDEAL 
Elevator Door Hardware, 
AiR-Way Multifold Win- 
dow Hardware, and other 
nationally-advertised items 


of builders’ Hardware. 
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Mail Orders Heavy in Cleveland Market— 
August Sales Ahead of Last Year 


HE Cleveland hardware market is firm. Important 
price reductions are not expected. There is a feel- 
ing that some advances may come in the fall. Mail 
orders are very heavy, due to the fact that many sales- 
men are still on vacation. Sales volume for August, 1924, 
is exceeding by good margin business done in same month 
last year. Futures are better. Collections are fair. Re- 
ports from farming districts show improved conditions. 


AUTO ACCESSORIES AND TIRES.— Boy Red EXP TESS oo. $b 86 ber don.: 


: $8.65 per doz 
Tire sales are very good. General ac- 


cessories are moving. Prices in both 
lines steady. Stocks ample. 
We quote from jobbers’ 


wheels, No. 38, 


stocks, 


No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
$2.20 each; No. 40, doz. 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
11, $5.40 each; No. 43, $6.40 each. Na- 


For the past two months there was an increased de- 
mand for broken packages. This practice seems to have 
died out, dealers are placing regular orders, not heavy 
but well assorted. On such items as grass catchers and 
lawn mowers jobbers are receiving instructions for spring 
delivery. Ice skates, sleds, snow shovels and kindred 
winter goods are being considered. 


Garden Hoe Handiles.—XxX, 4% ft., 
$3.30 per doz.; X, 4% ft., $2. 40 per doz. 
Garden Rake Handles.—XX, 6 ft., 
$6.25 per doz.; X, 5% ft., $3. 25 per 


Shovel Handles.— Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, best grade, 


No. 06, 


f.o.b. Cleveland: Millers Falls, No. 145 . 5 

tional Flyer Coaster, roller bearing $7.95 per doz.; X grade, $6.25 per doz. 
jacks, $4.75; Reliable jacks, No. 1, double disc wheels, No. 51, $5.70 each; Spade Handies.—D handles, best 
$2.33; No. 2, $3.33, in lots of 12; Derf No. 53, $6.90 each grade, $7.75 per doz.; X grade, $6.25 


sp: irk plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for !ess than 
1080 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes; 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. item 


AXES.—The between seasans demand 


No. 12R, $7.95; 


Janesville Brand, No. 11R, $8.70; 
13R, $7.20 each. 


FREEZERS.—Orders are scattered and nnaei: Gaiam: 
not heavy, but the continued warm 
weather is making this a good retail 


Jobbers quote f.o.b. Cleveland: 


per doz. 
ICE SKATES.—Dealers are showing 
Prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each; same, 
nickel plated, No. 1624%, $1. 10 each: 
hockey, screw clamp, No. 524%, $1.20 


is light. 
considerable business in axes. 
orders call for September delivery 
most cases. 


BOLTS AND NUTS. 
bers are holding prices, 
offerings are stiffer. 


BUILDER 
mand; prices steady. 

COASTER WAGONS. 
tinues fairly active. Prices are firm 
and stocks in good condition. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.: un- 
handled, $14.50 per doz.; double bit- 
ted, handled, $24.50 per doz.: un- 
handled, $20 per doz. 


BINDER TWIN E.—The demand is fall- 
ing off. 


Prices are steady. 


Jobbers quote f.o.b. Cleveland: 

Sti andard, first quality binder twine, 
$5.87% per bale. White sisal, first 
quality binder twine, $5.87% per bale. 
Second grade, $5.62% per bale. 





Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads. 
60 and 10 per cent off list: smal! 
rolled threads, 60, 10 and 10 per cent 
off list; carriage bolts, large and 
small, cut threads, 60 and 2% per 
cent off list; stove bolts, 80 per cent 
off list; hot pressed nuts, $4 off list. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50: size 
14 x 32, $6.43; size 14 x 34, $7.03: size 
16 x 38, $7.73: size 18 x 40, $8.33 each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 
disc wheels, $5.70; size 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in., 
disc wheels, $7.15; size 18 x 40, 10-in. 
disc wheels, $7.55 each. 

jowman All-steel line, size 13 x 
32% No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity each. 

Sherwood Spring-Coasters. rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55: size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10. $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 3314 per cent. 

American National Line—American 


Jobbers have already booked 
These 


Job- 
though factory 


S’ HARDWARE.—Active de- 


-Demand con- 


White Mountain Freezers, triple ac- 
tion type, 1-qt. size, $2.40 each; 2-qt. 
size, $2.80 each; 3-qt. size, $3.35 each; 
4-qt. size, $4. 10 each: 6- -qt. size, $5.20 
each; &-qt. size, $6.75 each. 
Lightning Freezers, double action 
type, lqt. size, $2 each; 2-qt. size, 
$2.50 each; 3- at. size, "$2. 85 each: 
6§-qt. size, $4. 25 each; g- -qt. size, $5.60 
each. 

Auto Vacuum Freezers, 2-qt. size, 
$6 each: 3-qt. size, $8 each; 4-qt. size, 
$10 each. These are list prices sub- 
ject to a discount of 33% per cent. 
Blizzard Freezers, single action type. 
1-qt. size, $1.85 each; 2-qt. size, $2.20 

each; 3-qt. size, $2. 60 each: 4- -qt. size 
$3.20 each; 6-qt. size, $4 each. 

Polar Freezers, all metal, 1-qt. 
size, $12 per doz. 


GRASS CATCHERS.—Two weeks ago 
one factory announced that next year’s 
prices will be the same as 1924 quota- 
tions. This announcernient met with 
fairly large response for next spring 
delivery. 
GUNS AND AMMUNITION. — The 
trap shooting season is at its height in 
many sections. Hunting season opens 
shortly. Trade in guns and shells is 
active. Hunting clothing is in fair de- 
mand. 


HANDLES (AGRICULTURAL AND 
TOOL).—Prices are firm, sales light, 


and stocks ample. 

Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special — second growth hickory, 
$5 per do 

"Hatchet and Hammer WHandles.— 

1, 90c. per doz.; finest growth 
hic kory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, ry ft., $4.50: & 
ft., $5.50 per doz.; XX, 4% ft., $3.80 
per / tat xX, 4% Ray $2.40 per doz.: 
p+ ee ft., $4.65 per doz.; X, 5 ft., 
$2.80 per doz. 

Hay Fork Handies.—Bent, chucked 
and bored, 4% ft., $7.50 per doz.; 5 ft.. 
$8.50 per doz.: Xx, be , of 
per doz.: X, bent, 4% ft., $2.90 per 
doz.; XX, bent, 5 ft., $5.25 per 
doz.:; X, bent, 5 ft.. $3.30 per doz 

Manure Fork Handles. —Bent, 4 ft., 
$475 per doz.: 4% ft., $5.10 per doz.; 
XX, bent, 4 ft., $4 per doz.: 4% ft.. 


$4.30 per doz.: X. bent. 4 ft., $2.50 per 


doz.; 4% f 


t., $2.90 per doz. 


NAILS 


cents, but is 


STOVE PIPE 


each; same, nickel plated, No. 424%, 
$1.60 each: ladies’ hockey skates in 
corresponding grades, $1.45 and $1.85 
each. 


Jobbers quote as follows, Cleve- 
land: 

Nails, less than carload lots, stock 
shipments, $3.40 per keg: No. 9 gal- 
vanized wire, $3.75 per 100 Ib.: No. 9 
annealed wire, $3.30 per 100 lIb.; and 
cement coated nails, $2.85 per 100 lb.; 
polished fence staples, $3.85 per 100 
lb.; galvanized fence staples, $4.30 
per 100 lb. Miscellaneous nails, 70 per 
cent off list. Cut nails, $3.50 per keg. 

Wire brads, 70 and 10 per cent off 


list 

Rien => 100 lb. spools, galva- 
nized, $4.3 Lyman 4 point cattle 
wire, Ree! spools, $3.64; same, hog 
wire, $3.92. American special, hog 
wire, $2.73. Prices on barbed wire are 
base, stock shipments. 


PAINTS AND OILS.—Lead has ad- 
vanced % cent; turpentine eased off 4 
expected to recover. 
Mixed paint sales very good. Brushes 
active. 


Jobbers quote f.o.b. Cleveland: 

Turpentine, in bbls., $1.04%; less 
than bblis., $1.163, per gal. 

Linseed oil in bbls., $1.16; less 
than bbls., $1.26. Boiled, 2c. extra 
per gal. Denatured alcohol, 66c. per 
gal. in wood bbls 

English Feoatian red, in bbls., 3%4c. 
per Ib.: in 100-Ib. kegs, 4%4c. per lb. 

White Ry = in 100-lb. kegs, 14%c 
per Ib.; 50-Ib. and 25-lb. kegs, 15ce. 
per Ib.; in 12%-lb. kegs, 15%c. per Ib.: 
in 500-Ib. lots 10 por cent discount; 
other prices are net 


SASH CORD.—Steady demand; recent 
advance has not affected sales. 
satisfactory. 


Jobbers quote as follows, Cleve- 
land: 

Sash cord, No. 8 and larger, Samson, 
88c. per lb.; Silver Lake, 88c. per Ib.; 
Forest City, 55c. per Ib.; Yale, 5ic. 
per lb.: Aetna, 45c. per Ib.; Seine 
twine No. 12 in hanks, 64c. to 67c.: 
2-ounce ball, 66c. to 69c.; 1-Ib., ball, 
§2c. to 65c. 





(Continued on page 76) 





AND WIRE.---Prices steady; 
demand fair; stocks in good condition. 


Stocks 





AND ELBOWS.—Job- 
bers nnd not anmevmnes new prices, 
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The Floor-Covering Sale of the Year 


This year’s Congoleum Sale Week —Octo- 
ber 6th to October | 1th— will bring record- 
breaking profits to the thousands of hardware 
merchants who are now carrying Congoleum, 
just as it will to Congoleum dealers in other 


fields. 


If you're selling this popular floor-covering, 
the special advertising behind Congoleum 
Week will enable you to do a normal two 
months’ business in six days’ time. 


If you haven't yet tried out Gold-Seal Con- 
goleum, here’s your chance to do so without 
the slightest risk. Congoleum Week will give 
you the quickest possible turnover on your 
money and put you in line for a steady flow 
of easy Congoleum sales. 


Two years ago we held a tremendously profitable nation-wide 
Congoleum Sale Week, but very few hardware men shared in the 
winnings. At that time only a small number realized that Gold-Seal 
Congoleum Rugs are a logical line for the hardware merchant. 


Send for the Big Broadside 


Fulldetailsof Congoleum Week areexplained 
in the 10-page Giant Broadside prepared espe- 
cially to show you how to extract every pos- 
sible dollar of profit from this mammoth Sale. 


It will tell you all about the 5% Advertising 
Allowance; the enormous newspaper and 
magazine campaigns which will advertise 
Congoleum Week in virtually every city, town, 
and village in the nation; the $7,500 Window 
Display Contest; the Free Selling Helps. 


Write any of the jobbers below for this Giant 
Broadside. Don't delay! October 6th is not 
very far off. Send for your copy of the Con- 
goleum Week Broadside at once. 

If you don’t deal through any of the following jobbers, 


write to the Hardware Division, Congoleum Company, 
Inc., Morris Building, Philadelphia, Pa. 


Order Gold-Seal Congoleum from these Jobbers 


EASTERN JOBBERS 


Johnson & Nichols — 
Hardware Co. . ‘ 
& Dowse Co. 

& Dowse Co. 

Knight Hardware Co. . 
igh seag es & Brother . 

F >. May ardware Co. 
Persinger Hardware Co. 

Rice & Miller 

Swank Hardware Co. . 

Talbot, Brooks & Ayer - Portland, Me. 
John B. Varick Co. Manchester, N. H. 
CENTRAL JOBBERS 
. Cleveland, Ohio 

. Detroit, Mich. 
Louisville, Ky. 
Atchison, Kan. 
Evansville, Ind. 

Kalamazoo, Mich. 
Quincy, Ill. 

St. Paul, Minn. 

- Little Rock, Ark. 
° Milwaukee, Wis. 


Providence, R. I. 
Beckley, W. Va. 
Boston, Mass. 

' Springfield, Mass. 

- Lewiston, Me. 
New Haven, Conn. 
Washington, D. C. 
Williamson, W. Va. 
Bangor, Me. 
Johnstown, Pa. 





W. Bingham Co. 
Buhl Sons Co. 
Belknap Hardware & Mfg. Co. 
Blish, Mize & Silliman Hwe. Co. 
Boetticher & Kellogg Co.. 
dwards Chamberlain Co. 
Excelsior Stove f- " 
Farwell, Ozmun, Kirk & Co. 
ones Bros. Hardware Co. 
Wm. Frankfurth Hardware Co. . 
Harper & McIntire Co.  . . Ottumwa, Ia. 
Harper & MciIntire Co. . ‘Cedar Rapids, Iowa 
Hibbard, Spencer, Bartlett & Co. o oa hicago, Ill. 
Janney, ‘Semple, Hill & Co. . . Minneapolis, inn. 
[coalieradiglihnen Hardware Co. enderson, Ky. 
Marshall-Wells Co. ; Duluth, Minn. 


Miller-Jackson Co. . 
Morley-Murphy Hardware Co. 
Northern Hardware & Supply _— 
J. Pritzlaff Hardware Co. . 
Saginaw Hardware Co. . P 
Standart Bros. Hardware Corp. 
Townley Metal & Hardware Co. 
Van Camp Hardware Co. 

m. Volker & Company . 
Weiss-Muessel Co. . : 
Woodward Hardware Ca. ‘ 


WESTERN JOBBERS. 


Arizona Hardware wend Co. 
Marshall-Wells Co. . 


Oklahoma City, Okla. 
‘ reen Bay, Wi 
Menominee, Mich. 

e Milwaukee, Wis. 

Saginaw, Mich. 
Detroit, Mich. 
Kansas City, Mo. 
Indianapolis, — 
Kansas City, 
— Bend, Ind. 
Cairo, il. 


Phoenix, Ariz. 

Spokane, Wash. 

. Portland, Ore. 

2 Seattle, Wash. 
‘ Salt Lake City, Utah 

‘ Los Angeles, Cal. 
San Francisco, Cal. 


Seattle, Wash. 


Marshall-Wells Co. 
Schram & Ware, Inc. ‘ 
Strevell-Patterson Hwe. Co. 
Wm. Volker & Company . 
Wm. Volker & Company 
Wm. Volker & Company . 
SOUTHERN JOBBERS 
Momsen-Dunnegan-Ryan Co. 
Morrow-Thomas Hardware Co. 


Nash Hardware Co. 
Richmond Hardware Co. 





El Paso, Texas 
Amarillo, Texas 
Fort Worth, Texas 
‘ Richmond, Va. 
- Greenville, S. C. 
. - Tampa, Fla. 
Houston, Texas 
allas, Texas 


Sullivan-Markley Hardware Co. 
Tampa Hardware Co. . ; 
Wm. Volker & Company . ° . 
Wm. Volker & Company . =. -« 
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Sell More Razors by Using the Genco 
Silent Salesman Case 


100 Per Cent Profit on Every Razor Sold. 


Nationally Advertised and Absolutely Guaran- 
teed. 


This Assortment Consists of 12 of the Best- 
Selling Razors in the Geneg Line. 


These Assortments Can Be Procured Through Your 
Jobber. If He Cannot Supply You, We Can. 


GENEVA CUTLERY CORPORATION 
Geneva, N. Y. 
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CHRADE ()AFETY 
Push Button knife 


No Breaking of 
ager na 4I5 







Sure to sell on sight. 
Absolutely safe in pocket snd in use 





of convenience you can’t beat i 
Easily operated with one hand. 
The safety slide locks the button. 

ou can't afford .o be without it. 
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Manufacturers of Supertor Pocket Knives 
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ASSORTMENTS 








Nos. 1775-1776-1781-1782 


Makers of Super-Quality Cast Shears 

and Scissors mounted on Display Cards 
and packed in cartons 

“Their sharp cutting edges go with them and stay with / 


them” 
~- 








TRADE “aan 


THE ACHE SHEAR COMDANY i 


BRIDGEPORT, CONN..U.S.A. 


‘e758 THE LARGEST MANUFACTURERS OF 1g? 
SHEARS AND SCISSORS IN THE WORLD 


6 La 
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NEW CARDED i) 








If it is a tweezer, we make it. 
Your satisfaction is our guarantee. 


Bullock Mfg. Assoc., Springfield, Mass. 








STANDARD SINCE 1865 


For 58 _years Priest’s Clippers 
have given universal satisfac 
tion. one sell so readily te 
Barbers and Horsemen. We 
make both kinds. = 


American Shearer Mfg. “ened bk —— 
Nashua, N. : 












Everything in Pocket Knives 
“Hammer Brand” 


Pocket Knives 
Made by 


New York Knife Co. 
Walden, N. Y. 











Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE o you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, jet the trade 
know the kind of a store you are looking for. 
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Aeewalione of a Cilleey Siletmin 


The Line that Creates New Customers 


ERCHANDISING cutlery, 
gift goods and specialties is 
interesting and profitable— 

when well done there is an instant 
appeal and response. Cutlery is one 
of the attractive lines in the hard- 
ware business. With a little thought 
and interest cutlery can always be 
made a decidedly profitable part of 
every hardware store. 


A Line That Attracts 


Aside from the net profit made 
in buying and selling cutlery wher- 
ever this attractive part of the hard- 
ware business is thoughtfully han- 
dled, it is found that cutlery can 
be used to attract and create new 
customers as well as interesting and 
increasing the trade and good will 
of established customers, which 
naturally leads to increased sales of 
other items. 

No other line of merchandise lends 
itself so readily to creative’ sales 
effort. A pretty gown on a sweet 
woman attracts attention. The sweet 
womanliness holds and creates in- 
terest, acquaintance, friendship. 
Good cutlery if it is well displayed 
is the pretty gown to the hardware 
store. It attracts attention to itself 
and the store, and if it is backed up 
with quality of workmanship as well 
as material it creates new customers 
and holds the old ones. 


Cutlery Department or Cutlery Counter 


What does that mean—what 
should be included in such a depart- 
ment? That depends upon the size 
of the store, its location and oppor- 
tunity for business. In the store of 
one of the leading hardware mer- 
chants of Wilkes-Barre, Pa., there 
is a cutlery department 16 ft. by 
16 ft., right in the center as one 
enters the front door. In that de- 
partment in addition to cutlery, there 
is an attractive display of refillable 
pencils, fountain pens, watches, 
clocks, vacuum bottles, flashlights, 
key rings and cases, combs, brushes, 
thermometers, can openers, cork 
screws, ash trays, toilet articles and 
sets, flasks and a good assortment 
of plated ware. The four sides of 


this department are enclosed with 





By JOHN CASSIN—A Man Who Knows 


floor display cases filled with cutlery, 
while the display of the most of the 
afore-mentioned specialties and gift 











Cassin Says: 


“Good cutlery if well displayed 
attracts attention to itself and to 
the store and if backed up with 
quality workmanship it creates 
new customers and holds old 
ones. No other line of mer- 
chandise lends itself so readily 
to creative sales effort.” 








goods is obtained by pyramiding 
shelves in the center of the square 
formed by the floor cases. 

This store seemed to be selling 
more cutlery and kindred goods than 
any other store in Wilkes-Barre and 
it appears that there were more 
people going in and out of the store 
than there are in the other stores. 


Cutlery in the Smaller Towns 


I wondered how this theory of 
making cutlery and specialties draw 
trade would hold good in small 
towns, so I accordingly went to 
Pittston, one of the real coal mining 
towns of Pennsylvania. Sure enough, 
the hardware store that the most 
people were using had a good dis- 
play of cutlery and specialties—in 


that store I saw a variety of all the 
specialties handled by the Wilkes- 
Barre store with the exception of 
fountain pens, pencils, combs, 
brushes, ash trays and flasks. 


Conditions Different—Results the Same 


As Pittston is but a few miles 
from Wilkes-Barre, I wondered if 
this store might be influenced by 
what its larger neighbor was do- 
ing; so, with the thought of being 
free from the influence, I went to 
Stroudsburg, that beautiful progres- 
sive little town on the Delaware at 
the head of the Water Gap. (What 
a beautiful place to live in, espe- 
cially if you have just left the coal 
regions). A survey of the town 
showed the same condition; the 
hardware store that had the most 
people going in and out of it was 
the one that had a good display of 
cutlery and specialties. This store’s 
stock included all the previously 
mentioned items except pens, pen- 
cils, combs, brushes, ash trays and 
toilet articles. 


A High Percentage of Cutlery 
Customers 


During the fifty minutes I was in 
that store I noted the sale of three 
pocket knives, one for $1 and two 
for $2 each; two alarm clocks, one 
bread knife at $1, one dozen stain- 
less knives and forks at $12, and two 
flashlights. These sales were made 
to six people, three of whom pur- 
chased other items. During this 
fifty-minute period seventeen people 
purchased merchandise. Six of the 
seventeen purchased cutlery and 
specialties and two purchasers of 
hardware on their way out of the 
store examined and inquired about 
a new bread knife that was prom- 
inently displayed. 


Size of Town Doesn’t Count 


Using cutlery and specialties in 
order to create sales and what goes 
to make up a cutlery department, 
large or small, is not entirely a mat- 
ter or size of town or store, or loca- 
tion. Fifteen years ago the cutlery 
department of our Wilkes-Barre 











70 


friend consisted of an 8-ft. show- 
case and the top of it. Today the 
size and prominence of his cutlery 
department can only be justified by 
the part that cutlery and specialties 
have contributed to his present busi- 
ness, averaging $600,000 annually. 
Yes, he is a real merchant, with the 
knack of having good men around 
him. 


Possibilities Everywhere 
In the New England States, 
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throughout the great Middle West 
and Western States, along the Pa- 
cific Coast and down South, there 
are many Wilkes-Barres, Pittstons 
and Stroudsburgs. The names, of 
course, are different and sometimes, 
because of the twang of the Yankee, 
the drawl of the Southerner or the 
brisk enunciation of the Westerner, 
you may think the people are dif- 
ferent—but basically they’re not; 
they are merchants in business to 
serve their communities, to render 
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service; to borrow the motto of 
that great order of Rotarians, “He 
Who Serves Best Profits Most.” 

Can there be a better or more 
pleasurable business than bringing 
to the attention of the people of 
each community the serviceable gift, 
cutlery and specialty merchandise 
that adds to their convenience, 
pleasure and enjoyment? 

“Salesmen sell more of the mer- 
chandize they know the most about.” 








A Clever Cutlery Display : 


corks. 


An electric fan was placed in the window 


N artist knows just where to put a little touch 
A of color or a highlight that will make his pic- 
: ture a success. The successful merchant knows 
just where to put a little extra effort which will 
make his profits larger. 

There is no denying that cutlery is one of hard- 
ware’s decidedly profitable lines and the successful 
hardware dealer is the one who has a good trade on 
cutlery items. Find a hardware dealer who makes 
money and you will find a live cutlery stock. 

To illustrate how easy it sometimes is to increase 
sales of profitable goods and how little effort it 
requires, read what an Arkansas hardware dealer 
did. He had seen pocket knives stuck into corks, 
and then balanced on pins stuck in wood or corks, 
and even on other pins. So he got some bottles, 
put pins in the corks and stuck some pocket knives 
into wood pieces, which were then balanced on the 


near these exhibits, but out of sight, and the wind 
revolved the balanced knives. Of course, folks 
stopped to look and speculate. 

The first day this display was made in the window 
this dealer sold 36 pocket knives, which was a great 
many more than he would ordinarily sell in a week. 
The remarkable thing about it was that 18 of these 
knives were sold after supper to men who happened 
to be going by the store. 

A good pocket knife appeals to man and boy alike. 
Show either of them a new knife and 75 times out 
of 100 they will buy it, because the one they have 
is no longer desirable in face of the new one which 
they have examined. Good cutlery represents quality 
merchandise and the sale of high-grade edge goods 
makes lasting friends and good customers. 








the Typothetz has been dismissed. In 
a statement to the public the organiza- 
tion describes the outcome as one that 
may be regarded in industrial circles 
as a victory for better business 
methods and the stabilization of 
industry. 


Criticizes Tax Appeal Board 


The American Institute of Account- 
ants, which will hold its annual meet- 
ing in St. Louis on Sept. 15, has a rod 
in pickle for the recently organized 
Tax Appeal Board appointed pursuant 
to provisions of the tax reduction law 
enacted at the recent session of Con- 
gress. The Institute alleges that the 
intent of the farmers of the provision 
establishing the Board of Tax Appeals 
has been nullified by the nature of 
the appointments made and the plan 
of action outlined in the recently issued 
announcement of the rules adopted by 
the board. 

Numerous specific complaints have 
been made that the board has been 
taken over almost bodily by the In- 
ternal Revenue Bureau and in effect 
made an agency of the Treasury De- 
partment in spite of the fact that it 
was intended to be a court of appeals 
for taxpayers dissatisfied with the de- 


Washington News 


(Continued from page 58) 


partment’s rulings. These _ critics 
assert that President Coolidge’s 
transfer of the power of appointment 
of board members from the White 
House directly to the Treasury Depart- 
ment has made it possible’ for the 
Internal Revenue Bureau to administer 
the board as a mere departmental divi- 
sion functioning for the purpose of 
sustaining the bureau’s rulings. 

It is also alleged that in the make- 
up of the board places have been given 
to men formerly employed as experts 
by the Internal Revenue Bureau whose 
bias is naturally in favor of the Gov- 
ernment and against the appealing 
taxpayers. In certain instances it is 
said these experts are themselves the 
authors of rulings from which tax- 
payers are now seeking to appeal. 

Bureau officials are disposed to re- 
gard the charges concerning the new 
board as exaggerated statements hav- 
ing little foundation in fact. The 
policy of the board, it is claimed, is 
to treat both taxpayer and Govern- 
ment with equal fairness and to allow 
no miscarriage of justice that can be 
prevented. 


Farmers’ Small Financial Returns 
Farm income studies have just been 





completed by the United States De- 
partment of Agriculture which bear 
out the popular impression that Ameri- 
can agriculture since the slump of 
1920 has not yielded a commercial in- 
terest return on its invested capital or 
a fair wage for the average farm 
operator and his family. They attempt 
to measure the extent to which the 
farming business has been going 
behind. 

The low point of the depression, it 
is shown, was touched in 1920-21. 
There was some improvement in the 
following year. In the last two years 
the improvement has been quite notice- 
able, and the department says indica- 
tions are that it will continue. 

The department has estimated for 
the 5-year period the return on all the 
capital invested on agriculture. It 
puts this rate at 6.2 per cent for 
1919-20; 0.6 per cent for 1920-21; 1.4 
per cent for 1921-22; 3.1 per cent for 
1922-23; and 3.1 per cent for 1923-24. 
Even this meager showing was only 
made by valuing the labor of farm 
operators and their families at no more 
than the current rate for common 
labor. While agricultural capital as 
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N THE Faultless Demonstrator, 
your customers can see—you can 
demonstrate — actual Faultless casters. 
One each of the four kinds of wheels 
and the three popular sizes. No profit- 
killing spoilage, from constant handling 
of stock. 


Your customer’s answer to three simple 
questions from the Faultless Caster 
Chart, gives you the exact number of 
the caster they need — immediately. It 
cuts out the time wasted in hauling 
down a dozen different kinds and sizes 
of casters, and speeds up your sales. 


Faultless Casters sell easily, because the 
quality is there. They make a profit, 
because there is no sales-time lost, or 
spoilage to “write-off!” Stock them 
—it pays! 
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Faultless Caster Company 
Evansville, Indiana 
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FAULTLESS: CASTE 


Makers of Quality Casters for a Third of a Century 
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Moderate Improvement Continues 
in New York District— 
Confidence Stronger 


ODERATE improvement con- 
M tinues in the New York whole- 
sale hardware market. Jobbers 
believe that the general situation is 
somewhat steadier. Few price changes 
of any importance were announced. 
Jobbers, however, continue to make 
house changes on various items to meet 
competitive local conditions. 

Although it is generally believed that 
the volume of August business was 
somewhat better than that of July, few 
of the local jobbers have figures avail- 
able, and those who have made early 
estimates intimate that the increase dur- 
ing the past month was not as much 
as had been anticipated. One of the 
main reasons for this, it is said, is be- 
cause the vacations of many of the 
salesmen caused a slight falling off in 
the number of orders. This, of course, 
is only a temporary condition, and with 
the ending of the vacation period it is 


expected that stronger buying will de- 
velop. 

Jobbers in this market are looking 
forward with anticipation to a fair vol- 
ume of fall business. Early September, 
it is believed, will indicate more com- 
prehensively what may be expected. 
Some of the local wholesalers believe 
that higher prices are likely on many 
items, specifically builders’ hardware, 
bolts and nails. 

The advance of 5 per cent on bolts 
announced a week ago has not been 
made effective as yet by all of the local 
jobbers. Some believe that further ad- 
vances are likely from time to time, be- 
cause bolts have been lower, it is said, 
than production costs have warranted. 

The Labor Day holiday has caused a 
slight falling off in the wholesale mar- 
ket, though many retailers report im- 
provement of sales. Collections are 
said to be fair. Stocks are for the most 
part small. 





Nails Slightly Stronger 


The weakness that has existed for 
several weeks in the nail market seems 
to be disappearing and stronger tenden- 
cies are observable. Concessions are 
still reported, but many jobbers in New 
York anticipate slightly stiffening 
price tendencies this fall. Buying con- 
tinues to be limited to active require- 
ments, but more inquiries, it is said, 
are being made. 


Jobbers’ quotations to retailers, 
f.o.b. New York: — 
Nails.—Wire nails, $3.75 base per 


keg. 
Cut nails, $4.15 to $4.35 base per keg. 
Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 


Roofing nails, 1 x 12, plain, $5.20 
per 100 lb.; galvanized, $8.20 per 100. 

American felt roofing nails, %*% x 
1014, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


Batteries Still Active 


Good demands continue in the local 
market for this item. Prices are firm 
and stocks fair. 


Jobbers’ quotations 
f.o.b. New York: 

Batteries.—Red seal, 26c. each. 

Radio batteries, No. 771, 42c. each; 
No. 763, $1.05 each; No. 768, $1.33 
each; No. 764, $1.22 each; No. 766, 
$1.40 each; No. 767, $2.62 each. 


to retailers, 


Pail Interest Stronger 


Jobbers report a stronger interest is 
developing for galvanized pails. A good 
fall business in this line is anticipated. 
Prices are holding and stocks are in 
good condition. 


Jobbers’ uotations 
f.o.b. New York: 


to retailers, 


Galvanized pails, 8-qt., 19\44c. each; 
10-qt., 22%4c. each; 12-qt., 24%c. each; 
14-qt., 274¢c. each; 16-qt., 334¢c. each. 








Cleaners - Inactive 


Little interest has developed as yet 
for sidewalk cleaners. No bvying of 
any extent is being done on futures. 
Prices are steady and stocks ample. 

Jobbers’ eetees to retailers, 

f.o.b. New York: 

No. 24, $4 per doz.; No. 26, $5.95 

per doz.; No. 27, $8 per doz.; No. 28, 

$9.50 per doz. 


Tree Stand Queries 
Reported 


Although futures of all kinds are 
slow, jobbers report more queries are 
being received. The following quota- 
tions are being made on Christmas tree 
stands: 


Jobbers’ quotations 
f.o.b. New York: 

Tree Stands (Crown).—No. 2, 66c. 
each; No. 3, $1.10 each. Gem, 365c. 
each. 


to retailers, 


Scoop Orders Growing 


Better interest is reported for furnace 
scoops. Stocks are fair, prices firm 
and jobbers anticipate good fall busi- 
ness in this and kindred lines. 


Jobbers’ ewes to retailers, 
f.o.b. New York: 

No. 2 steel “D” handle, $5.50 per 
doz.; No. 2, wood “D’’ handle, $7.25 


per doz.; long handled (furnace 
scoops, $5 per doz.; Ideal ‘‘D’’ wood 
and long handle, $10 per doz. 


Bolts Quiet but Stronger 


Although some makers advanced 
prices 5 per cent a week ago, local job- 
bers, with some exceptions, have made 
no change in their quotations. It is ex- 
pected, however, that local wholesale 
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houses will make the advance effective 
shortly. Some authorities in the local 
market believe that it is likely addi- 
tional advances will be made on bolts 
during the fall. The reason for this 
belief is that present prices, as well as 
prices that have prevailed for some 
time, are lower than production costs 
warrant. 


Jobbers’ uotations to. retailers, 
f.o.b. New York: 

Boits.— Common _ carriage bolts, 
— 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 


per cent; large, 50 to 50-10 per cent. 

Lag screws, 50 to 50-10 per cent. 

Stove bolts, 75-10-5 per cent; both 
flat and round head. 

Sink blts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 32% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 
cent. 

Round head iron rivets, 
cent; 10-in. rivets, 
60-10 per cent. 

Cap screws, 80 per cent. 


Sash Cord Weaker 


Some individual holders in the local 
market have reduced prices on sash 
cord about 3c. per lb. This is not a 
marked drop but a local change made, 
it is said, to meet competition in this 
vicinity. There is, however, a weaker 
tone to the general market. 


Jobbers’ quotations retailers, 
f.o.b. New ; 

Sash cord, Phenix brand, No. 7, 
49%4c. per lb. base; No. 8, 48%c. per 
lb. base. 7 

Sash cord, Etna brand, No. 7, 42c. 
per lb. base; No. 8, 41c. per Ib. base. 
Prices vary in different parts of the 
city according to quality and brand. 


Butts Selling Well 


Activity continues in this market for 
butts of all kinds. The same is true 
of garage door sets. Prices are hold- 
ing, stocks are fair. 


Jobbers’ uotations 
f.o.b. New York: 

Butts —3% x 3% 
per pair; in less than 
“«" pair. 

arage Sets.—(Stanley, 1776J). Lots 

of 6, $2.95 per set. In lots of less 
than 6, $3.10 per set. 

Garage Holders.—(1774J). $2. 


40 per 


60-5 per 
black and tin, 


to 


to retailers, 


case lots, 2414c. 
case lots, 2614c. 


Stove Goods Attract 
More Interest 


Slight increase in interest was re- 
ported during the weck for stove goods 
of all kinds. Stocks are said to be am- 
ple, prices are firm and a more active 
market is expected to develop within a 
few weeks. 


Jobbers’ 
f.o.b. New ,; 
Dampers, 4% in., 10c. each: 5 in., 
10c. each; 5% in., lle. each; 6 in., 12c. 
each; 7 in., 18¢c. each. 
5 Seg Op ees ‘a in., 13c. 
n., c. each; n., 16%c. 
6 in., 18c. each. *% : "2 
Stove lifters, 1 in., 6c. each; 


— each. 
tove pipe collars, 4 in., 3c. 
4 in., 4c. each; 5 in., 4%c 


Gesatene to retailers, 
ork: 


each; 
each; 


2 in., 


ane: 
. each; 
af in., 5c. each; 6 in., 5%4c. each. 

tove boards, 24 x 24, $7.90 per doz.: 
26 x 26, $8.55 per doz.; 28 x 28, $9.60 
per doz.; 30 x 30, $11.40 per doz.; 32 
x 32, $13.45 per doz.; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 
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It Gets the 


Business 


We consider the Mirro Dis- 
play Stand one of our best 
salesmen. We believe this 
stand has increased our alu- 
minum sales 100%.—Moran 
Hardware Co., Moran,Texas. 


It sells more Mirro, saves 
time in clerking, takes up 
very little floor space.— Faltei- 
sek-Kubicek & Co., Bloom- 
ing Prairie, Minn. 


‘ 
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We did not realize that we 
were losing sales daily till we 
received this new way of dis- 
playing Mirro. We sold $50 
worth the first two weeks and 
have been going very good 
ever since.—Hennon & 
Whieldon Hardware Co., 
New Castle, Pa. 


We are selling items that we 
would never stock before be- 
cause we thought we could 
not sell them in our locality. 
—Schmidt Hardware Co., 
Madison, Wis. 


We think enough of the Mirro 
Display Stand to have an- 
other on the way unsolicited. 
—Scull, Swain & Wallace 
Co., Sherman, Texas. 


Never dreamed that the 
housewives would choose so 
many small aluminum uten- 
sils. The stand sells more 
than the clerks.—Brown 
Hardware Co., Berea, Ohio. 





An extra salesman. given free 


Read above what dealerssay aboutthe Mirro This stand, illustrated above, is given abso- 
Display Stand Deal. These enthusiasticcom- lutely FREE with this deal. It is a $21.50 
ments are typical of hundreds of letters we value. The 204-piece selection, including 





have received from the 3500 dealers who have 
bought this deal. 


These dealers have found the way to build 
up, on a solid, permanent basis, their sales 
of high-grade aluminum. Here are the fac- 
tors that account for their success: 


Nationally known Mirro quality; a complete 
assortment to stimulate buying of many 
profitable articles that most dealers do not 
ordinarily stock; and the Mirro Display 
Stand to make it easy for customers to sell 
themselves. 


stand, costs $98.00. It will retail for $148.20 
($173.50 in extreme Western and Southwest- 
ern states)—a fine margin, with the stand 
thrown in for extra good measure! 


Don’t wait any longer and lose profits that 
this deal could be making for you. Give your 
order to the Mirro salesman, or write or wire 
us. If you have already bought, reorder 
missing items so as to keep the stand work- 
ing to full efficiency. Or buy an additional 
complete deal, as scores of dealers have 
done. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


CMIRRO 





The Finest Aluminum 
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Tackle Blocks More Active 


Since the advance of 10 per cent a 
week ago more interest has been shown 
this item. Prices are holding and stocks | 
are fair. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Tacklk blocks, single, 3-in., 42c. 
each; 4-in., 5lc. each; 5-in., 54c. each; 
6-in., 66c. each; 7-in., 78c. e each : 8-in., 


99c. each; 10-in., $1.65 each. 

Tackle blocks, double, 3-in., 78c. each; 
4-in., 96c. each; 5-in., $1.05 each; 
6-in., $1.20 each; T-in., $1.44 each; 
8-in., $1.71 each; 10-in., $2.70 each. 


Calls for Shelf Brackets 


Inquiries and orders are reported for 
shelf brackets. Stocks are said to be 
small, prices firm. 


Jobbers’ quotations to 
f.o.b. New York: 

Shelf bracke ss 3 x 4, 71/6c. per 
pair; 4 x 5, 9%4c. per pair; 5 x 6, 
12 1/6c. per pair; 5 x 7, 14c. per pair, 
6 x 8, 16%c. per ante’ 7 x 9, 20%c. 
per pair; 8 x 10, 22%c. per pair: 10 x 
12, 33c. per pair: 12 x 14, 51%c. per 
pair; 16 x 18, $1.21%c. per pair. 





retailers, 


Demands for Axes 
Increasing 


Jobbers report an increase in the 
number of orders listing axes. Prices 
are firm, stocks are said to be fair, and 
the general expectation is for a good 
volume of business in this line. 


Jobbers’ uotations to retailers, 
f.o.b. New York: 

Long Island axes (Kelly), 214 to 
3 Ib., $19.25 per doz.; onnecticut 
pattern, 2% to 3% lb., $19.25 per doz.; 
3% to 3% Ib., $19.25 per doz.; 3% to 
4 Ib., $19.85 per doz.; 4 to 5 Ib., 
$20.40 per doz. Columbian pattern, 
3% to 4% Ib., $20.40 per doz. ; 4 lv 
5 lb., $21 per doz.; 4% to 5, lb., 
$21.65 per doz.; 5% Ib., $22. 26 per 
doz. Champion pattern, 3 to 4 Ib., 
$16.25 per doz.: 3% to 4% Ib., $16. 55 
per doz.; 4 to 5 Ib., $17.65 per doz.; 
4% to 5, Ib., $18. 25, per doz.; 5% Ib., 
$19.40 per doz. . 

New England pattern (Plumb), 2% 
to 3% Ib., $19.60 per doz.; 3% to 4 Ib., 
$20.05 per doz.; 4 Ib., $20.05 per doz.; 
Jersey pattern, 31 to 3% Ib., $19.60 
per doz.; 3% to 4% Ib., $20.05 per 
doz.: 4 to 5 lb., $21 per doz. 


Cider Presses in Demand 


Demands continue in good volume 
for cider presses. Suburban dealers re- 


confined to 


item. 


ago more 





port good sales. Prices are firm, stocks 
are somewhat smaller. 
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Jobbers’ uotations to retailers, 
f.o.b. New Yor 

Cider presses (Boss), No. 1, $6.25 
each; No. 2, $7 each; No. 2%, $9.50 
each; No. 3, $12 each; No. 4, $15.50 
each. All of these have either wood 
or iron bars. Presses with hinged 
tubs add $1.50. 

Cider crushers, $6.25. 

Fruit presses, 2 qt., $2.98 each; 
4 qt., $4.85 each; 6 qt., $6.50 each; 
12 qt., $9 each. 


Screw Sales Fair 


Interest in screws is more or less 
immediate requirements. 
Jobbers say that stocks are in reason- 
ably good shape, and that prices are 
holding well. 


Jobbers’ uotations to. retailers, 
f.o.b. New York: 

Screws, flat head, 
screws, 70-10 per cent. 

Round head steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Fiat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%4-20-5-5 per 
cent. 

Round head nickel plated, 62%4-20- 
5-5 per cent. 

Round head brass, 6714-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


steel machine 


More Activity in 
Weatherstrip 


Better buying is reported for this 
however, are 
small. Stocks are ample, prices firm. 


Actual orders, 


Jobbers’ uotations to. retailers, 
f.o.b. New York: 

Weather Strip.—Double edge, 60- 
10 per cent; special, extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent. 

ood and rubber, No. 0, $18; No. 1, 
$18; No. 1%, $25.50; No. 2, $29; No. 4, 
$36: No. 7, $43.50; all per 1000 ft. 

Flexible rubber strip, No. 8, $1.90; 
No. 9, $2.30; No. 10, $3.05; No. 11, 
$3.80, all per 100 ft. 

Metallic, No. 38, $2.15; No. 39, $2.55; 
~~, a. on 90, all per 100 ft. 


18, $2.15; "3 19, $2.75; 
No. “30, $3 15, all oo 100 


Square Mesh Active 


Since the reduction of 50c. a week 
interest has been shown 
square mesh wire cloth. Present prices 
are holding, stocks are fair. 





September 4, 1924 


Jobbers’ 
f.o.b. New 
Square — hee 2 x 2, $4.50 per 
. 3, $4.75 per 100 sq. ft.; 
4x 4, $5 per 100 sq. ft.; 6 x 6, $5.50 per 
100 sa. ft.; 8 x 8, $6 per 100 sq. f 


Solder Firm 


Although no change was made dur- 
ing the past week on solder, prices are 
firm, and further advances, it is said, 
are not unlikely. The reason for this 
is the strengthening of the tin market. 
Demands are said to be fairly strong 
and stocks are fair. 


Jobbers’ uotations to retailers, 
f.o.b. New York: 

Bar solder, 38c. per lb. Strip solder, 
43c. per lb. Kester solder, acid or 
rosin core, 62%c. per Ib. 


~ —__cne to retailers, 


Buck Saws Moving 


Buck saws are being moved in small 
quantities to suburban and rural dis- 
tricts. Stocks are reported adequate 
and prices firm. 

Jobbers’ uotations to 

f.o.b. New York: 

Buck Saws.—30-in. blades, No. 50, 

80c. each; No. 40, $1.20 each; No. 45, 

$1.28 each. 


_ bucks are being quoted at 54c. 
ea 


Quotes on Winter Goods 


Ames long-handle snow shovels are 
being quoted locally at 82c. each. Sled 
backs are being quoted at 75c. each. 
Snow pushers are being quoted: 18-in., 
$1; 24-in., $1.40; 31-in., $2.75 each. 


Wire Quiet 


Practically all buying that is being 
done at the present time for wire goods 
is confined to pick-up requirements. 
Most prices are holding; stocks are 
broken. 


Jobbers’ uotations to 
f.o.b. New York: 

Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 

Wi re.—Annealed Lime Wire, 12-lIb. 
+ page plain, No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 

aleanhond wire, Ete. 16, $1.08; No. 
18, $1.25; No. 19, $1.3 

Galvanized steel ian. 100-Ib. bun- 
dles, No. 4, $5.75; No. 6. $5.75; No. 8, 
i :75; No. 10, $6; No. 12, $6.35; No. 14, 
6.65: 10-Ib. bundles, No. 6, $7.50: No. 
$e $7.55 Pea Se. 10, $7.80: No. 12, $8.10; 


rctailers, 





retailers, 








A justice of the peace out in Cedar Rapids, Iowa, 
has been eminently successful in his vocation (or 
is it his avocation?) of tying marriage knots. 
ing the past thirty years he has performed nine 
hundred marriage ceremonies. Invariably, and upon 
every occasion, he has kissed the bride. 
inquisitive person once asked him what he did if 
the girl happened to be a “poor looker,’ 
“It makes no difference,” 
“IT shut my eyes and smack ’em just the 


was prompt and certain. 
he said. 
same.” 


The world, and particularly the merchandising 


Keeping Going 


By A. Rowden King 


Dur- 


When an 


> his answer 


world, has little room or use or patience for the 
half-way retailer-hero who is deterred in his re- 
solves to make a record by any small details, such 
as a lack of pulchritude or a surplus of torpedos. 
Increasingly, the quitter is finding himself edged 
out of the selling field. Mr. I’m-Afraid, Mr. It’s- 
Too-Much-Trouble, 
Enough-For-Me are, beyond the shadow of doubt, 
finding themselves relegated to the Tall Timbers of 


and Mr. Old-Ways-Are-Good- 


Mediocrity and superseded by those who are willing 





and anxious to pay the price and make the effort. 


























September 4, 1924 HARDWARE AGE 75 








Architects, Contractors 
and builders are reading 
about the Truscon Home 
Building Products in the 
pages of the publications 
illustrated. Are you on 
the other end of the line 
ready to receive their in- 
guirtes? 






Barc HITECTVR Al 


~CORD 









Capitalize on These Far 
Reaching Sales Helps 


It's the live, fast moving stocks, plus repeat orders, which 
result in rapid turnovers and mounting sales. 


Selling Truscon Home Building products means more than 
the handling of a good line. It means live inquiries and the 
opportunities for profits on seven home building essentials 
under one trademark, with the consequent repeat orders on 
each. , 

Truscon makes it profitable for dealers to sell Truscon Home 
7 . Building Products because of the wide sales and advertising 
ruscon Copper Steel Basement 


Windows—shown in two sizes cooperation furnished— and every dealer can capitalize on 
these far reaching sales helps. 
Extensive advertising in national mediums and trade papers 
LEH 








features the Home Builder's Encyclopedia. All inquiries 
are sent to dealers and copies of the book are mailed from 
Youngstown. In addition your sales force is shown through 
the sales manual *‘Pro and Con, ' sent free to Truscon dealers, 
how to sell metal lath and other Truscon products. 


[f you are not benefiting by this dealer cooperation write us 
Truscon Hy-Rib Metal Lath for our dealer plan. 








TRUSCON STEEL CO., YOUNGSTowN, OHIo 


Warehouses and Offices to serve dealers from Pacific to 
Atlantic. For addresses see phone books of 
principal cities. 





Truscon Metal Corner Bead Canada; Walkerville, Ont. Foreign Div. L, New York 








TRUSCON 


con ments > nal Truscon Conger tert Standard HOME BUILDING PRODUCTS 
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Cleveland Market Infermation 


(Continued from page 66) 


but continue to quote as per following 
schedule: 


Jobbers quote f.o.b. Cleveland: 


Security blued, 28 gage, 3 in., $3.35: 
4 in., $3.50; 5 in., $3.80; 6 in., $4; 
7 in., $4.65. 

Elbows, Security wine, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 in., 
_ £0; 6 in., $1. 55; 7 in., $2. 10; all per 


yl hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 


Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. cent off list: 

Crystal boards, wood lined, oblong ; 
shape, 20 x 30 in., $1 per doz.; 24 x 
36 in., $16.65 per doz.; 26 x 32 in., $16 list 


per doz. Putty, pure. in 12%-Ib. lots, $6.75 
per cwt.; in 20-Ib. kegs, $6 per cwt.; $3.70. All Snap-On wrenches less 40 
in 100-lb. lots, $5.50 per cwt. Com- 


Crystal boards, paper lined, square 
Shape, 24 in., $6.65 per doz.; 26 in., 


$7.25 per doz.; 28 in., 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
$8.30 per doz.; 24 x 
; 26 x 30 in., $10.50 
per doz.; 28 x 30 in., 


WINDOW GLASS.—Distributors ex- one brand created interest in wrenches. 
pect a large window replacement trade Stocks steady. 

next month. Present demand is fairly 
large. Prices are unchanged. 


Jobbers quote o> Serene: , 
f a rackets, single 
closed with funnels, $6.50 per doz. A and B, 85 per cent off list: same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
double AA _ paper $15.25; No. 202 heavy duty set, $8.8 


Stove pipe in crates of 25 joints, Seg * lle = 


Window glass, 


wrapped, 85 per cent off list; lights, No. 303, 
AA paper wrapped, 85 per cent off 


mercial grade, in 12%-lb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 

in 100-Ib. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per lb. 


WRENCHES.—Steady, but not large, 
demand continues. Recent advance in 


$8.10 per doz.; 


$10.75 per doz. 


Jobbers quote, f.o.b. Cleveland: 

Trimo takes discount of 65 and 10 
per cent. Coes take discount of 40 and 
10 per cent. 

Snap-On wrenches f.o.b. Pitts- 
burgh, No. 50, radio and electrical 
set, $4: No. 101, master service rt 


Ford master service mal 
$14.85; No. 404, flexible socket set, 
$8.75: No. 505B, screw driver blades, 
$3.40; No. 900 set, square socket, 


per cent f.o.b. Pittsburgh. 


Consistent Demand for Goods in Pittsburgh 
—Jobbers Foresee Continued Improvement 


(Pittsburgh Office of HARDWARE AGE) 


OBBERS here are not getting many large orders, but 
they are getting a steady and well sustained stream 
of small ones and derive a full measure of satisfac- 

tion from that fact, when allowance is made for the fact 
that there is no very good reason why the retailers should 
be buying very far ahead of actual requirements. There 
is a complete absence of either labor troubles or of labor 
shortages in manufacturing centers, while transportation 
conditions are as perfect as it is possible for them to be. 
Under the circumstances, there is no good basis for fears 
about securing supplies promptly as wanted and take 
out of the picture the possibility of materially higher 
prices in the near future and the answer is provided as 
to why buying is being gaged closely by real rather than 
by possible requirements. This is a healthy sort of de 
mand, and while it does not mean full night and day 
operations of manufacturing plants, at least it saves 
grief on the part of both jobbers and retailers in the case 
of a miscalculation as to the amount of good that will 
be taken. There are few in the hardware trade who 
would not prefer to have a steady business than one which 
went up like a rocket and came down with corresponding 
speed to be followed by a lull that is both nerve and 
patience-taxing. Report of the Federal Reserve Bank 
for the Cleveland-Pittsburgh district for July shows that 
hardware sales increased 0.9 per cent over June. Mean- 
while, the trade in this district is finding collections aver- 
aging fair, which must be considered as a favorabie state 
when it is considered that the Pittsburgh district em- 
braces a good many coal mining districts and that in- 
dustry as is well known has been going through a very 
severe depression. 

Toilet clippers and hair-bobbing sets have been having 

a brisk sale in this territory and stand out as the leaders 
in point of activity. Business is improving in guns and 
loaded shells and we find the makers of stove pipe and 
elbows and of roofing materials moving a good many 





AUTOMOBILE ACCESSORIES. 


in the face of dullness in other lines. 
BICYCLES.—It is expected that 1925 
prices will be announced soon. Annual 


Tires convention of the cycle trade will be 
still are the bulwark in this division of held in Atlantic City early this month. 
the trade, showing a sustained demand There are intimations of lower prices, 
but official advices are yet to be issued. 
BOBBING SETS.—The hair bobbing Ular part of milady’s boudoir furnish- 


practice is so common that toilet clip- 


goods. There is strength in the products of lead and the 
other metals, but local jobbing prices of galvanized and 
black sheets have dropped $3 per ton, this in keeping with 
lower mill bases than because of a lack of demand, which 
still is described as good. Recent reduction in window 
glass by the leading producer has been followed by even 
steeper price cuts by indenendent companies. Recent ad- 
vance in Trimo wrenches has not yet been applied to local 
jobbing prices, resale discount here holding around 66 
to 68 per cent off list. 

It is still uniform testimony of steel manufacturers that 
orders are increasing in size and number and by compari- 
son with the July record, August will show a substantial 
gain in business. There is no question but that the steel 
industry is moving up both in sales and plant activities, 
but the gain does not mean that business yet is good, 
since July was the low month of the year both as regards 
sales and production of steel. Steel consumers are not 
anticipating their needs and the mills are very easily turn- 
ing out and shipping what is required. Few mills, except 
possibly of line pipe can boast of any backlog business, 
and a production of ingots at the rate of about 55 per 
cent of capacity is proving quite ample. Sentiment is 
cheerful, but it is not founded so much on the size of 
current demands as it is on the expectation that the re- 
sult of the national election will be favorable to business; 
that the high prices of farm products will create a de- 
mand from a source that for the past few years has been 
a minor factor in steel business and that the application 
of the Dawes plan in the settlement of the German repa- 
rations will mean a demand for American raw materials. 
Getting the advanced prices recently announced in foun- 
dry pig iron is not proving at all easy; all makers did not 
advance and then a good many consumers covered or were 
given protection at the lower figures and there is not 
much demand left to fill. There is more demand for coal! 
for domestic use than recently and this has enabled a 
number of mines, long idle, to resume. 


pers and hair bobbing sets comprising 
a pair of clippers, pair of barber shears, 
a regular type comb and a special bob- 
bing comb, now are regarded as a reg- 





DOTHHTOTT TAO TEL TE aeeeee 


(Continued on page 78) 
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Masterpiece 
/ Flashlights: 





































THE DOUBLE-DUTY 
Two Flashlights in One! 





A Bull’s Eye at one end, with outer 
convex lens, which gives a diffused 
light over a wide radius. 


A Spotlight at the other end, with 
focusing reflector and lens— throws a 
clear, sharp beam of light over 300 feet. 





* * x 


ELL your customers they need never 
be in the dark. If one bulb burns out, 
switch on the other. Or you can burn both 
at once, lighting the way ahead as well as 
the path behind for those following you. 


Write concerning this YALE flashlight 
3302E, giving us the name of your near- 
est jobber. 


Increase your Flashlight Sales! 


The complete YALE line of flashlights is 
comprised of 21 different models. All are 
equipped with the famous Three Way Switch 
and have eight or more distinctive YALE fea- 
tures—each one a convincing Sales Talk in 


itself. 
YALE MONO-CELLS 
Fit All Standard Tubular Flashlights 


HE patented construction of the YALE 
Mono-cells makes a short circuit impos- 


sible in a flashlight. 
They are “‘chock”’ full of dark-dispelling energy. 


YALE ELECTRIC CORPORATION 


Chicago Brooklyn San Francisco 




















78 





DULUTH 





Worry NOW 
About Your 
December 3st 
Balance Sheet 


NSTEAD of waiting until Decem- 
ber 31st to find out if you lost 
money this year—determine now 
that you are going to make money. 


Determine that you are going to 
increase your sales for the balance 
of this year, and for the years to 
come, without increasing your 
overhead. 


You can if you install Duluth 
Equipment, which will make it easy 
for you to increase your sales at 
least 25%. 


Duluth Equipment will make your 


store more attractive, so that more | 


people will trade with you. It will 
display your stock better, so that 


each customer will buy more. It | 
will make it easy for people to shop, | 


so that each sale will take less time, 


and fewer clerks can handle the | 


increase in business. 


With these facts in mind, now cer- 
tainly is the time for you to think 
about your 1924 balance sheet. For 


there is still time for you to install | 


Duluth Equipment, and, by increas- 


ing your holiday business, show in- | 


creased profits for the year. 


As your first step—write today for 
our book, “Showing Is Selling,” 
and Catalog No. 19. They will 
Start you “worrying” about your 
1924 Balance Sheet along right 


lines. 


DULUTH SHOW CASE co. 
DULUTH. MINN 


When your store is Duluth Equipped, your sales 
for the year will increase. No guesswork here 
—<it's a certainty. 
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ings. Bobbing sets are priced by job- SPORTING GOODS.—Steady increase 
bers at $2.50 each, to retail at $3.50. is observed in the movement of guns 
BOLTS, NUTS AND RIVETS.—De- and loaded shells, but hunting clothing 
mands upon jobbers are not so great }* not yet moving with any freedom. It 
that they have to make fresh demands has been the practice of retailers to buy 
upon producers. Factory prices are rea- the latter only as needed, and it looks 
sonably firm, since makers stopped go- "°W 4S though this practice would con- 


fter business at the expense of ‘tinue, especially as manufacturers give 
— , evidence of being able to meet demands 


profits. : 
upon them with promptness. 
We quote out of jobbers’ stocks, P P P 

gag Bm - are ee STOVE PIPE AND ELBOWS.—Good 

acnine oits, Sma roiie reaqds, ° ° ° ° 
60, 10 and 10 per cent off list; all sizes business is being done here, although it 
= areets, 60 =o = is mostly in the shape of specifications 
ist; carriage olts, sma rolle , , , 
threads, 60 and 10 per cent off list: against orders placed earlier in the 
ow sizes = oe = age cent = year. The prices amnounced at the 
ist; nuts, hot-presse ank or tapped, . : 
4c. off list; ¢c.p.c. and t. bank or opening of books are holding. 
tapped, 3.60c. off list; rivets, small We quote polished blue nested 
wagon and tinners, 60 and 10 per stove pipe from Pittsburgh ware- 


cent off list. neues, No. 28 sage, Sci $15. oo 
10 ts; e ’ . er OZ. 
METALS AND METAL PRODUCTS. Nickehed ‘Swe ‘pine, 4 in., PBC. per 
—Much strength marks this division of joint; elbows, 75c.; collars, 40c. 
the market. Lead sink traps have ad- SHEET STEEL.—Business is good, but 
vanced again, with 1%-in. now priced prices have been marked down in keep- 


at $1.40 each and 1%-in. at $1. Acid jing with lower mill prices. 


core solder also is higher with 1-lb. Prices out of Pittsburgh jobbers’ 
spool 62 - D-DD. ol at Cc. stocks: Galvanized flat, No. gage 
” at BC, b. spo . 59% $5.60, base, per 100 lb. corrugated, 
ond lb. Lead er are higher. — No. 28 gage, 2% in., $4.80 per square, 
other advance of 10c. per bag has been in lots of 1 to 9 bundles; one pass- 

. cold rolled black, No. 28 gage, $4.50, 
made in shot. Sheet copper, demand base, per 100 Ib.; galvanized conduc- 
for which is brisk in connection with — pipe, 3 in., No. 29 gage, $4.80 per 


fall roofing repairs, is up to 21%c. per 

lb. for lots of 300 lb. out of jobbers’ Lg — mire a a 

stocks and 1c. per Ib. less on direct ship- ™@M@ 38 ODSerV or both products. 

ments from the mills. Sheet zinc is ee > er rt “te for furnaces ~ = 
; ahead and roofing repairs against the 

Se eee ee NY a a hardships of winter find reflection in 


sheets. 
: the demand for ternes. 
I AINTS AND _VARNISHES.—Recent We quote roofing ternes, 40-lb. I-C., 
prices are holding, with a good busi- $22.5 50 oe bee: 112 sheets, 20 x, 28-in., 
: rom Oo ers warenouses,; urnace 
ness for the time of year reported. plate, 20 x 28-in., $13.50 per 100 Ib. 
Prices to retailers: WINDOW GLASS.—Independent pro- 
Ready mixed paints, best grades, : . 
$2.85 per gal.: lower grade, $2.25: ducers are going several points lower 
white lead, 14. T5e. per lb. in 100-Ib. j 
lots; 10 per cent less in lots of 500- than the aap aiatal named recently by the 
ib. Or more and an extra 5 per cent leading producer, and the effect of the 
less for lots of a ton or more; turpen- price competition is keeping down pur- 
, 05 ; lin- 
See See eee See ee oe chases. All makers find business slack, 


seed oil, $1.16 per gal. in barrel lots. 


Rain Hampers Business in North- 
west—Retail Buying Active 


the weather acting as a deterring factor in the 

threshing situation. Steady rains until the end of 
the week have kept the threshers from operating, and as 
a result little grains in Minnesota have been turned into 
cash. In some sections the situation is acute, as the grain 
is growing in the shock. In the Dakotas and in Montana 
there has not been so much rain, and the harvest is going 
forward much better. Yields are far better even than was 
predicted, and the farmers are well pleased, the situation 
for them showing rapid improvement. 

The attitude in the cities is one of waiting until the 
harvest and the threshing is completed. All eyes are, 
figuratively, turned toward the rural districts, awaiting 
the returns from the harvest. Retailers are inclined to 
stock up more than for some time past, expecting a much 
better business for the remainder of the year. 

Prices in this market are holding steady, there being no 
changes from the quotations made last week. Business 
is awaiting the attitude of the buying public. 


ASH SIFTERS.—There is some stock AXES.—There is some new interest in 
of this description moving out for fall axes on the part of the retailer. Stocks 


| business. Prices are as quoted last MM 
| week. (Continued on page 80) 


(the weathe are practically as they were a week ago, 
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The Skates that are Easy to Sell 





It 1s easy to sell skates that are well and 
favorably known. 


For 68 years ““Winslow’s” quality and 
styles have been the best obtainable. 


Amateurs and professionals—men and 
women, boys and girls everywhere, use 
and recommend Winslow’s Skates. 


Now is the time to order and get your 
stock. 


Send for Catalogs of Ice and Roller 
Skates. 








THE SAMUEL WINSLOW SKATE M’F’G. CO. 


WORCESTER, MASS. 


New York Sales Office and Warehouse 
34 Warren Street 






Southern Representatives, Pacific Coast Selling Agent, 
Henry Keidel & Co., Inc., Phil. ekeart “ 
405 W. Redwood St., Baltimore, Md. 717 Market St., San Francisco, Cal. 


Stocked and Sold by 
British American 
Export and Import Co. 
8 Long Lane, Aldersgate St. 
London, E. C. 


GENERAL SELLING AGENTS 
for 
ADELL AUTOMOBILE JACKS 
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are well filled in anticipation of the fall 
_business. Prices show no change. 


| We quote from jobbers’ stocks, 

| f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BALE TIES.—Bale ties are beginning 
to move out to the rural districts in 
good quantities. Stocks are well filled 
and prices are level. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-5 per cent from list. 


BOLTS.—Bolt stocks are in good con- 
dition and the call is at an even rate. 
Prices show no changes. 


We quote ftom jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts at 50-10 per cent; small 
and large machine bolts at 50-10-10 
per cent; stove bolts at 70 per cent 
and lag screws at 60 per cent from 
standard lists. 


'BRADS.—Call for brads is fairly good, 
building proceeding at a fair rate. 
Stocks are in good condition, with no 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 
lb. boxes at 70-10 per cent from lists. 


BUILDERS’ HARDWARE.—Building 
is going on as it has all during the 
summer. Small house building claims 
the most of the attention, large resi- 
dences having taken a respite in the 





The smile comes 
with the rake 


That is what is written across the top 
of the attractive three color window | 
trimmer that we are giving to Yellow 
Jacket dealers. And there will be smiles 
on the faces of the merchants who have 
stocked at least a dozen of these new 
self cleaning rakes over their ordinary 
rakes this fall. Because the Yellow | 
Jacket is going to enjoy a real demand, 
since it is bought not from necessity 
alone but through a sales appeal that is 


—_— 


| Pittsburgh Market Information 


(Continued from page 78) 
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NAILS.—The local market is steady on 
nails, with call at normal, considering 
other conditions. Prices are as last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: “Standard wire 
nails at $3.90 per keg, base, and ce- 
ment-coated wire nails at $3 per 
keg, base. 

SANDPAPER.—Call is showing some 
improvement, with the shops and fac- 
tories working at a better rate. Stocks 
are well filled, with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85; second 


grade, No. 1, per +¥7% $5.25; Garnet 


No. 1, per ream, $16 


SCREWS.—There is little change in the 
market on screws. Sales are at a level 
rate, with prices and stocks in normal 
and unchanged condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-15 per cent; round head 
blued screws 75-5 per cent; flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 


STEEL SHEETS.—Sales show no par- 
ticular liveliness. Stocks are well as- 
sorted, with prices holding level. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. galvanized 
sheets at $5.85 cwt., and 28 ga. black 
steel sheets, $4.75 cwt. 


individual to the Yellow Jacket. 

Our national advertising will create the in- 
terest, and the window trimmer will bring 
the customers into your store who ordinarily 
would have no intention of buying a new 
rake at all. Yet the Yellow Jacket costs no 
more than a good old-fashioned rake. Mail 
a soupan today before the leaves begin 
to fail. 


~~ 


A) SACK 
ple 
LEANING 
\WN 

2AKE 


Window trimmer 
in 3 colors 
Sy 2 3” 


supplied with 
initial order 





Lindsay Chaplet & Mfg. Co. 
Harrison Bldg., Philadelphia 








Self-Cleaning 
LAWN RAKE 


LINDSAY CHAPLET & MFG. CO. 
Harrison Bldg., Philadelphia. 


Enclosed find fifty cents in stamps, for 
which please send me one Yellow Jacket 
rake postpaid with circular and quotations 


DL. .< ct etsen se Sheded éaeue 6604666 se 466 
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building lines. There is very little of 
the new business property class of 
building going on so far. It is believed 
that building will receive an impetus 
this fall, when the crops are more com- 
pletely marketed. 


' GALVANIZED WARE. — Sales are 





showing some improvement in galvan- 


ized ware. The call from the rural dis- 
tricts is showing better and the sales 
in the larger centers are slightly bet- 
ter. Stocks are well filled, with prices 
remaining unchanged. 


We quote from jobbers’ 
f.o. b. Twin Cities: Standard No. © 
galvanized tubs, -$6.40 per doz.: No 
7.15 per doz.; ‘No. 3, $8.40 per doz,’ 
heavy galvanized tu bs, No. 1, 
No. 2, $13.25; No. 3, $14.! 50; eaiedurd 
galvanized pails, 10-at., $2. 25; 12-qt., 
$2.40; 14-qt., $2. 19; 16-qt. 


stock pails, 
$4.50; 18-qt., $5.25 per doz. 


stocks, 


HAMMERS AND HATCHETS.—Sales 


are showing some improvement. Stocks 
are in good condition and prices are sta- 
tionary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $11.40 per 
doz.; Plumb H. F. 81, $10. 50; River- 
side’ No. 611%, $10.50; Plumb broad 
hatchet No. 2, $14.45; Plumb shin- 
gling hatchet No. 2, $11.20; Plumb 
claw hatchet No. 2, $12.50 per doz. 


LANTERNS.—Sales are picking up at 


a good rate as the days shorten. Stocks 
are well filled, with prices at the level 
previously quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns, No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130 Midget vehicle lanterns, $17 
per doz. 

MILK CANS.—Sales are still very good 
in this line, with stocks well assorted. 


_ Prices show no changes. 





We quote from ae el soe, 
fo.b. Twin Cities: KT 
milk cans at $2.60 ae 8 eal. am i 10 


each and 10 gal. at $3. 20 0 each 


WINDOW SCREENS AND SCREEN 
DOORS.—tThere is a certain amount of 
call for this class of goods, as this is the 
worst time of the season for flies. Job- 
bers are not finding any heavy sales, 
however, for stocks have for the most 
part been bought earlier. Prices are as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 


doz.; 24-in. Wabash extension, $6.50 
z.; common screen doors, 2-8 x 

6-8, doz.; fancy screen 

doors, 2-8 x 6-8, $32.30 per doz. 


WIRE.—Sales of wire in various forms 
are improving to some extent. Dealers 
are expecting more call for barbed wire 
and are ordering accordingly. Stocks 
are well assorted and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.73 per 80 rod spool, barbed 
painted cattle wire at $3.49 per 80 
rod spool, barbed galvanized hog wire 
at $3.94 per 80 rod spool, barbed gal- 
vanized cattle wire, $3.68 per 80 rod 
spool, No. 9 plain fence wire, $3.90 
ewt., and No. 9 galvanized fence wire, 
$4.35 cwt. 


WRENCHES.—Sales are improving to 
some extent, with stocks in good condi- 
tion. Prices are holding steady, as pre- 
viously quoted. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 


stocks, 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent; Snap-on 


wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40; No. 50 radio 
and electrical set, $4; No. 101 Master 
Service Set, $15.25; No. 202 Heavy- 


Duty Set, $8.80; No. 303, Ford Mas- 
ter Service Set, $14.85; No. 404 Flex- 
ible Socket Set, $8.75 No. 505B 
Screwdriver Blades, $3.40; No. 900 
Set square socket, $3.70, less 40 per 
cent. 
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Washington News 


(Continued from page 70) 


a whole had only the small returns 
above mentioned, it was paying an 
average of more than 6.7 on mortgage 
and other indebtedness. 


Gross Income of Agriculture 


Some other figures compiled by the 
department in its study are interesting. 
It puts the gross income of American 
agriculture (that is the value of its 
production less feed .and seed) at 
$15,830,000,000 for 1919-20; at $12,782,- 
000,000 for 1920-21; at $9,552,000,000 
for 1921-22; at $10,592,000,000 for 
1922-23; and at $11,467,000,000 for 
1923-24. 

Net income to agriculture was these 
amounts less operating expenses, taxes 
and depreciation. With these deduc- 
tions made, the department figures out 
the net income of the different years 
to have been as follows: $4,954,000,- 
000 for 1919-20; $438,000,000 for 1920- 
21; $865,000,000 for 1921-22; $1,916,- 
000,000 for 1922-23; and $1,863,000,000 
for 1923-24. 

After the farmers had paid interest 
on their total farm debt, the income 
left to them on their unencumbered 
capital is estimated to have been 
$4,057,000,000 for 1919-20; a loss of 
$468,000,000 for 1920-21; a loss of 
$73,000,000 for 1921-22; a net balance 
of $964,000,000 for 1922-23; and of 
$921,000,000 for 1923-24. 


Some Years Capital Earned Nothing 


That is the agricultural position as 
it looked from the standpoint of the 
earnings on all the capital invested in 
the business. When it is looked at 
from the standpoint of the return on 
the farmer’s own capital and the re- 
ward for his labor, the picture is 
equally unsatisfactory. 

On the capital owned by farm 
operators themselves the rate earned is 
figured at 5.8 per cent for 1919-20; 
minus 3.1 per cent for 1920-21; minus 


1.4 per cent for 1921-22; 1.5 per cent | 


for 1922-23; and 1.4 per cent for 1923- 
24. Thus in two out of the five years 


farmer-earned capital earned nothing | 
and had to be drawn on to meet in- | 


terest charges on borrowed capital. 


As an additional means of gauging | 
how the agricultural depression has | 
affected the farm standards of living | 


in the four years since 1919-20, the 
department points out that in this 


period wholesale prices of all commodi- | 


ties declined only 25 to 30 per cent, 
retail prices of 22 food articles de- 


clined only 20 to 25 per cent, and _ 


living costs declined only 13 to 15 per | 


cent, while the farmer’s income de- 
clined as much as 60 to 72 per cent. 
These figures, of course, relate to 
agriculture as a whole and to the aver- 
age farmer. Some farmers doubtless 
made satisfactory profits in the depres- 
sion period. It is certain, however, 
that a majority received only low re- 
turns or suffered losses. 


Hoover Is Optimistic 


Secretary Hoover who is just back 
from a two months’ tour of the West 
sounds an optimistic note of cheer for 


the farmers of that section. While 
agricultural products have _ suffered 
from drought, increased prices, he 
says, will offset in a large measure all 
recent drawbacks’ suffered by _ the 
grower. 

Business throughout the country, 


Mr. Hoover says, “is very comfortably 
fixed.” He is looking forward to a big 
impetus to be received by American 
industry as the result of the recupera- 
tion of European countries under the 
operation of the Dawes plan. 

American agricultural exports wil! 
increase during the coming year, the 
Secretary believes. Greater industrial 
activity in the leading European coun- 
tries will mean more employment and 
a greater consuming power. 








Business Frogs 


A frog jumps readily enough when put in warm 
water, yet a frog can be boiled to death without 
knowing it if the water is heated slowly enough. 

In certain psychological experiments at Yale some 
years ago, water was heated at the rate of thirty- 
six ten-thousandths of a degree Fahrenheit per 


second. 


The frog never moved and at the end of two and 
one-half hours was found dead. 
He had evidently been boiled to death without 


knowing it. 


There are thousands of business frogs. 
not sensitive to business changes. 


They are 
They are being 


slowly boiled to death by the imperceptible degrees 
of change taking place in the businesses in which 
they are engaged.—The Spade, published by R. O. 


Eastman, Inc. 
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fF DIM-A-LAMP 


Gives 5 changes of lhghtg, 
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This Sells 
Regulated 
Electric Light 


A real DIM-A-LAMP clamps right on 
this new window sales-maker, which will 
be furnished free with your order tor 


1 dozen DIM-A-LAMPS. Most con- 


venient, best looking adjustable lamp made, 
features 


with added exclusive ot the 


famous DIM-A-LITE. 


DIMA 


Clamps—Stands—Hangs—Anywhere 











It gives regulated electric light. Five changes, 
from full-on to out. Saves 30% to 80% current. 
brush brass, $4.50; bronze or 


ivory, $5.00. good profit for you on every 
sale. Tell your jobber you want your dozen 
| DIM-A-LAMPS right now. He will notity us 


to send you your window trim direct. 


Wirt Qompany 


PHILADELPHIA, PENNSYLVANIA 


George C, Knott, 
67 Park Place, 
New York City 

George A. Gray Co., 

10-912 Howard St., 

San Francisco, Cal. 


Doherty-Hafner Company, 
730-38 West Monroe St., 
Chicago, Ill. 


Pass & Seymour, Inc., 
* Export Managers, 
66 West Broadway, 
New York City 


Benjamin Electric 
Mfg. Co., Canada 







bright 


WIRT 


5221 Greene Street 
Philadelphia, Pa. 


| Please ship thru.......-+-.ese. 


(Jobber) 
FREE the new DIM-A-LAMP 


| window and counter display together 


with 


Faeu 2 No. 45 Brush Brass DIM-A-LAMPS 


| ......No. 45 Bronze DIM-A-LAMPS 
| ......No. 45 Ivory DIM-A-LAMPS 
| DIM-A-LAMPS to be billed at the best trade prices. 
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‘Profit? Yes; and 
satisfied trade, too! 


are what you get when selling the 


“SIMPLEX” and “GEM” Tapes 











The “SIMPLEX” is sturdy and well made, with %-inch 
simplified-reading black finish steel ribbon divided 12ths 
of feet, and steel lined case covered with durable imita- 
tion leather, hand sewed. 


Length List Length List 
No. 5232A, 25 feet, $4.20 No. 5232E, 75 feet, $6.85 
“ 5232C, 50 “ 5.25 “ 5232F, 100 “ 8.75 














The “GEM” is light, compact, durable, with %-inch sim- 
plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it is unequaled. 


Length List Length List 
No. 5282A, 25 feet, $2.60 No. 5282E, 75 feet, $4.00 
“* §282C, 50 “ 2.90 “ 5282F, 100 “ 5.00 


Net Prices and Circulars on Request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
Branches fi» Philadelphia Washington 


Chicago New York 
New Orleans Pittsburgh . Factory , 
Sen Franci Chicago, Illinois 
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Forty Years of Hardware 


(Continued from page 55) 
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no more perfect gentleman than this same William 
Enders. I never knew him to do or to say a mean, un- 
charitable or unkind thing of any one. Sometimes 





Col. William Enders 


when a situation would become a little tense, he would 
straighten everybody out with some smiling remark 
and a twinkle of the eye. 

The Colonel is a great sales manager. He has held 
the affection of his customers and his salesmen for 
more than one generation. If I should analyze the. 
Colonel after all these many years, I should say that 





F’. S. Kretsinger 


if any problem comes up, he decides it, not with his 
head but with his heart and as his heart is big and 
true, his decisions are almost always absolutely right. 

This week I received in my mail a little pamphlet 
giving the history of the steel goods business—of the 
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small beginnings and the great development of the 
manufacture of forks, rakes and hoes. This pamphlet 
was not only exceedingly interesting itself but it 
brought back to me many pleasant recollections of its 
author, F. S. Kretsinger. 

Many years ago, Archer Wall Douglas, then a 
buyer with The Simmons Hardware Company, talked 
over the steel goods situation with me as sales mana- 
ger. We decided that what we needed was an extra 5 
per cent on this line of goods. Mr. Kretsinger was in 
town. We invited him to have luncheon with us at the 
Noonday Club. Mr. Douglas and myself gathered to- 
gether all the facts and arguments to back up our 
claim for an extra 5 per cent. At luncheon, in the 
most diplomatic manner, we advanced these claims. 
I studied Mr. Kretsinger. He never turned a hair of 
his. side whiskers! In the most suave and pleasant 
manner, he countered on each and every one of our 
claims. 

We did not get the 5 per cent, but at this meeting 
Mr. Kretsinger and myself became friends and this 
friendship has lasted to the present day. I have 
played golf with him on the sandy links at Jackson- 
ville, Fla. One day I put on a pair of white shoes and 
played golf with him in the “Black Waxy” soil at San 
Antonio. I will never forget this soil. Strictly speak- 
ing, it is not earth at all. It seems to be a mixture of 





W. C. Kelly 


graphite and oil. Those white shoes of mine were a 
sight when we finished that game! 

Then when I started on a long trip to many parts 
of the world, after we were beyond the twelve mile 
limit, I went to my cabin to read my mail and tele- 
grams and there was a package with a letter from Mr. 
Kretsinger. It was a beautiful silk American flag. 
How thoughtful! This was just like him. Realizing 
that it would be many and many months before I 
would again see my native land, I must confess that 
I picked up this flag and kissed it. Afterward, in 
Europe, when we motored in strange, out-of-the-way 

















Halter Chains 


Will tie the strongest cattle 
or horses, but will not tie up 
your money. Dealers who 
stock Hodell Halter Chains 
find a ready market and a 
quick turn-over for them. 


The Hodell line of Halter 
Chains, Tie Out Chains and 
Cow Ties, are sure money 
makers for dealers. 


Hodell Halter Chains are 
supplied in Bulldog and Ho- 
dell pattern complete with pat- 
ented malleable swivel snaps, 
sliding rings and toggles in 
standard lengths, sizes and 
finishes, 


Liberal prices upon request. 


Was Ca) PROVVOTS £9 
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The Importance of the 
90% Thrust Capacity 


The short life of many a bearing may be 
traced to its inability to sustain an unex- 
pected thrust load. This thrust load may 
be so small that it was not thought neces- 
sary to consider it when a bearing was 
selected to carry the radial load. But 
as soon as a little wear had taken place, 
thrust vibrations were set up which 
quickly destroyed the bearing. 
Another feature of importance is the 
simplification of mounting, for it must be 
remembered that Schatz “Commercial” 
Annular Ball Bearings will not only sus- 
tain thrust loads of 50% of their radial 
load, but can sustain radial and thrust 
loads simultaneously. 
The adaptability of these bearings is also 
important. The same bearing used on 
one machine for radial loads, may be 
used on another machine for thrust 
loads. It is good practice, for example, 
to use the same “‘Commercial” bearings 
on the curved runs of a gravity roll con- 
veyor as are used on the straight runs. 
USE 





Commertial () 
ANNULAR BALL BEARINGS 





IN YOUR PRODUCT 
A new catalog gives the only published data as 
to load capacities and the uses of the less ex- 
pensive grades of annular ball bearings. Send 
for it, and also discount sheets and samples. 


The Schatz Manufacturing Co. 
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places, this flag was always on a little staff in front of 
our automobile. In many languages, as we passed, we 
heard the natives cry out: “Americans!” 

Another strong character that stands out in my 
mind in the hardware trade, with whom I have had 
many interesting business transactions, is W. C. 
Kelly of The Kelly Axe Manufacturing Company. I 
consider him one of the most far-sighted men in the 
hardware business. His ancestors have been closely 
connected with the development of the steel business 
for generations. Not long ago Mr. Kelly sent me a 
book about the Bessemer Process. The story of his 
father’s work in developing this process is most inter- 
esting. Mr. Kelly’s knowledge of steel and the manu- 
facturing of axes and tools is in the blood. He de- 
serves no special credit for his wonderful achieve- 
ments in developing his enormous tool business. He 
deserves no credit simply because he could not help it. 
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Charles S. Hubbard 


It was a natural evolution of the steel globules that 
course with the red and white corpuscles in his arterial 
circulation! 

Then there was big, handsome Charlie Hubbard of 
The American Axe and Tool Company. He always 
blew into one’s office with a wave of cheerfulness. In 
our office in St. Louis on the first floor facing the front 
door, there were fifty or more stenographers. I used 
to tell Charlie Hubbard that I always knew when he 
came in the front door because all of our typewriters 
would suddenly become silent! 

Hubbard also deserves to have his bust put in a 
prominent place in the Hall of Fame as a great sales- 
man. There is one thing I can say of Hubbard after 
many years’ dealings with him and that is, he was ap- 
preciative. He always took care of his friends. I re- 
member on one occasion we were at luncheon at Tony 
Faust’s when he brought up the question of our selling 
more hatchets. I told him it would be the simplest 
thing in the world to increase our sales. “How?’’ 
asked Mr. Hubbard. “Why, it is only necessary,” I 
said, “to give our force of pirates and buccaneers a 
bonus of 25c. per dozen on hatchets and they would 
sweep the country.” I told Mr. Hubbard that I had 
made the great discovery that while I was very elo- 
quent in talking to our salesmen, I always found that 
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when my eloquence was backed up by something more 
substantial in the form of cash, RESULTS WERE BETTER. 
He looked at me and, quick as a flash, replied, “I will 
go you. For a certain fixed period I will give you 25c. 
per dozen for your salesmen on every dozen of our 
hatchets sold.” We immediately laid out the cam- 
paign. We stocked up heavily on hatchets. We turned 
our buccaneers loose on the country and the results 
were astonishing. I have forgotten the figures. I 
know Mr. Hubbard afterward told me that there had 
never been a house in the history of the hardware 
trade that sold as many hatchets in a given period of 
time. We sent some very handsome extra checks to 
our salesmen on their hatchet business. These checks 
were sent at the end of each month. As I have stated 
before in these memoirs, I have found that quick pay- 
ments are the best method to bring quick action. 

Mr. Hubbard is now a financial man here in New 
York. Every little while somebody in the subway 
grabs me by the shoulders and turns me around. He 
is a giant in size and when I feel his “gentle” touch, 
I always know I am in the hands of Hubbard! 

Of the many manufacturers’ representatives who 
called on us in those days, for knowledge of his busi- 
ness and for close attention to all matters concerning 
the sale of his line, there stands out in my mind 
Robert M. Peck of The Stanley Rule & Level Company. 
Mr. Peck had the broad, liberal judgment of an excel- 
lent executive, combined with the close knowledge of 
the trade and his customers, of an active traveling 
salesman. He was an indefatigable worker. In my 
travels in those days to hardware conventions, also 
visiting customers and meeting our salesmen in all 
parts of the United States, I frequently met Mr. Peck. 
Many times we ate together at railway lunch counters 
and traveled on slow local trains. I was indebted to 
him for much wisdom he had gathered in his very 
broad experience. How well I remember when he 
would get tired of talking about hardware and hard- 
ware men that he would switch his conversation to his 
farm! How enthusiastic he would become when he 
told me about his farming life! 

“Bob” Peck has gone over the Great Divide but many 
hardware men, when they read these lines, will join 
me in appreciative recollections of him. 








Editor, HARDWARE AGE. 


Gentlemen: Am inclosing check for one year’s 
subscription for HARDWARE AGE. 
Cannot get along without it. 
Sincerely, 
(Signed) J. E. ETTEr, 
Greensburg, Ind. 





Editor, 
HARDWARE AGE: 


Will ask you to kindly change my address from 
593 Capitol Avenue, Atlanta, Ga., to that at the 
head of this letter. 

I will thank you to do this at once, so I will 
not miss any numbers, as I always look forward 
to receiving the HARDWARE AGE and get a great 
deal of benefit from it. 

Yours very truly, 
(Signed) L. H. HupDSson. 
Fort Lauderdale Merc. Co., 
Fort Lauderdale, Fla. 
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Quick Sales — Big Profits! 


It’s easy to satisfy your customers if you sell 
them Queen Electric Washers. 


Queen Electric Washers are moderately priced 
yet they embody every mechanical feature that 
make them the quickest, handiest, quietest and 
safest home appliance. . 


Queen Electric Washers have many additional 
advantages such as the swinging wringer, fold- 
ing extension stand, removable white cedar 
tub, etc. 

There’s an unusual selling and 


finance plan which you ought to 
know about. Write for it today. 


KNOLL MANUFACTURING CO. 
Established 1886 Reading, Pa. 


Washes a tubful in 4 to 8 minutes. 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 


United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 

















Not Only Radio Vises 


While we have been featuring Rock Island 
Radio Vises in our dealer advertising, don’t over- 
look the fact that we can supply you promptly 
with “A Type and Size of Vise for Every 
Service.” 


And besides being the most popular vises for 
the money, the Rock Island Line pays profits 
which makes handling them well worth while. 


This type, the 
Radio Vise, is of 
the Anvil Pattern 
with Steel Jaws 
and Swivel Base. 





Jaws are 3%” wide with 4” opening capacity. Weight of 
vise 19 lbs. Finish attractive bright Red. 


WEE 
lor Every Service 


Write us for catalog and prices. 


Rock Island Mfg. Co. SOTLLINOIS 
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“The Quick and the Dead” 


(Continued from page 50) 








ager, they all seemed to think it was all right. The 
record stands that sales increased, not only in total 
volume, but the average sales per salesman showed an 
increase over my day when we managed to get along 
just on personal contact, without sales budgets.” 

“The usual explanation of the lack of sales is ‘No 
demand.’ Some jobbers seem to start out with the 
selling idea that there must be a ‘demand’ for all the 
goods they sell. They have never gathered the idea 
that creating a demand for new and meritorious goods 
is a part of the work of the jobber, his salesmanager 
and his salesmen.” 

% % * * 

“An alibi that many salesmen as well as retail mer- 
chants are now using is that certain goods do not sell 
because they are not advertised. The course of least 
resistance is naturally to pass goods that are called 
for over the counter without any effort in the way of 
salesmanship. Well advertised goods are naturally 
in this class. They are sold by the advertising. 
Neither the jobber’s salesman nor the retail clerk 
deserves any credit whatever for moving such 
goods. All the jobber’s salesman has to do is to 
write them down on the order. All the retail clerk 
has to do is to pass out the goods and ring up the cash 
register. However, study the profits on such sales. 
That is where the shoe pinches. These largely ad- 
vertised goods are usually cut all to pieces. The profit 
on the sale of most of them is not half the cost of 
overhead expenses.” 

* * % % 

“Too many proprietors of a business devote all their 
time to the ‘financing’ of the business. They think 
too much about turnover. They starve their inven- 
tories and are constantly out of goods. If these fin- 
anciers would just figure up the amount of money 
they are losing every month on account of goods short, 
they would devote more time and attention to figuring 
on the profit on sales. Yes, I should say that fin- 
anciers starving their businesses is one of the charac- 
teristics of the 25 per cent of the jobbing trade who 
do not get action on specialties.” 


/ * * * % 


One sales manager said: “We have a large force 
of missionaries traveling all over the country helping 
our jobbers sell our specialties. We found that one 
great trouble with our ‘dead’ ones was that they 
would allow their stocks to run down and would 
rather be out of goods than stocked up. Here we were 
paying a salary and traveling expenses to a high 
grade salesman to sell goods for a jobber and then 
this jobber would leave the goods out when the order 


was received.” 
x x % & 


“Yes,” said another sales manager, “we were 
shocked and surprised to find that in the case of a 
number of jobbers, we had to have our salesman 
traveling in the territory watch their stocks. They 
were constantly running out and not replenishing.” 


*% * + % 


“Yes,” said another sales manager, “we consign 
our goods to jobbers. That is, we give them a line of 
credit of a certain fixed amount. They do not pay 
until their accounts run over this amount. You will 
admit this is a very liberal arrangement. We actually 
found, however, in some cases that our jobbers had 








September 4, 1924 


allowed their stocks to run way down under the fixed 
line of credit we gave them. In other words, they 
were running short of our goods, but were using the 
money they had collected on our goods they had sold 
to help finance the rest of their business.” 


% % % % 


After having these interviews with a number of 
sales managers, I met one old, hard-boiled sales man- 
ager and asked his opinion. “Well,” he drawled, 
“it is certainly a discouraging thing to attempt to 
work with just about 25 per cent of the jobbing trade 
in all lines. So you are writing a ‘SALES MAN- 
AGER’ article on the subject of ‘THE QUICK AND 
THE DEAD?’ That is certainly a good subject. Yes, 
I figure that just about 25 per cent of the jobbing 
trade in the capacity of salesmen are as dead as a 
cried herring. I figure that I waste my breath on 
this lot of stiffs. They are absolutely and utterly 
hopeless, and,” said this veteran, “the unfortunate 
part of it is that this class of jobbers reflect upon all 
jobbers. When a manufacturer has an unfortunate 
experience with them, the trouble is that he is in- 
clined to forget the live jobbers who are actually of 
help in distributing his goods. Such manufacturers, 
especially if they happen to take on an unusual num- 
ber of ‘dead’ jobbers, finally make up their minds to 
shake the jobber altogether and go direct to the retail 
trade. They figure out that if they must go to all the 
time, trouble and expense of selling the goods them- 
selves, they might as well also save the extra discount 
they had been giving to the jobber. Yes, I think it 
would be a good thing for the entire jobbing trade if 
these ‘dead’ ones could be eliminated.” Then he 
smiled and added: “If they can not be eliminated 
it might be a good thing if sales managers repre- 
senting manufacturers could make up lists for their 
own information of those concerns that are actually 
conducting industrial cemeteries.” 


> x oa se 
cA) cA) ca) 


“Yes,” said another sales manager, “jobbers of 
this class might hang a sign up over their front doors 
—you know, the same sign that Dante told us was 
ever the entrance to purgatory — ‘ABANDON 
(SALES) HOPE, ALL YE WHO ENTER HERE!’” 


“THE SALES MANAGER.” 








A Bright Idea! 


A hardware merchant found it a good stunt 
to make a combination offer of a hose reel, nozzle, 
fittings and fifty feet of hose. The outfit being 
priced gave the customer a clearer idea of the 
actual cost. The fact that the reel was included 
in the outfit sold many more reels than would 
otherwise have been sold. 


Just do it the “other way” and you will get 
it across. Get a reputation for a cool store 
and you'll get plenty of business to keep you 
busy in the hot months of the year. 
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The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 
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Patented 
Send for Catalogue 





Manufacturers of Rubber Specialties 


THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE BOSTON, MASS. 
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SWEDISH TOOLS 


Are Noted For Their Durability 


Madea: from Swedish tool steel—the very best 





.°SWEDISH PANSAR FILES 


Circular Cut—Flexible-Tanged 
Half-Round—Bastard—Smooth 





ESKILSTUNA CHISELS 


Made in the following styles: Butt Beveled Edge, 
Regular Beveled Edge, Socket Chisels. Also Pliers, 
all styles, Cutlery, Razors, Bow Frames, Saws, “Banco” 


Scythes, Plane Irons, Axes, Hoes, Shoemaker’s Tools, 
Sievert Blow Torches, Barking Spuds, Anvils, Cabinet 
Scrapers. 


Order from your jobber to-day, or write. 


WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 
509 E. Hennepin Ave. 


Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 
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' “PARRISH DAY” FROM THE CUSTOMERS’ VIEWPOINT 


economics student could have told 
Molly what it was, had a glimpse 
been given into the Brown kitchen, 
where presently the shiny new stove 
was unloaded. The white enamel 
and glistening nickel certainly 
showed up the floor rough with 
scrubbing and the abuse of heavy 
boots; the gray paint, dingy paper 
and shades cracked and ragged from 
winds and careless hands. 

The children danced around while 
daddy set up the wonder and shoved 
the old one summarily into the wood- 
shed. They had to hear over and 
over how mother had marched right 
up before everybody and claimed the 
first prize. Mother! 

“Gee!” crowed Jack. “I betcha 
folks clapped. Weren’t you proud, 
daddy?” 

Molly straightened her shoulders, 
with Tom ‘and the children eyeing 
her with this new and pleasant 
respect. It had been rather nice, 
after all, to be first. To hear “Hur- 
rah for Mrs. Brown!” 

“Set the table Anna, while I 
change my dress. And I'll stir up 
some biscuits for supper. We must 
try the new oven first thing. 

A splendid oven and topping bis- 
suits, Tom pronounced later. And 
so glittering were the glories of the 
range that little Jack and Anna in- 
sisted on helping with the dishes 
afterward, instead of whining that 
they always had to stick around that 
old kitchen. 

It was an old kitchen, too. Molly 
decided next morning when the 
breakfast had tasted so extra good 
from being cooked just right, and 
loving polishes to the stove only 
showed more plainly the shortcom- 
ings of the rest of the room. 

Even Tom looked glumly about as 
he pulled on his jumper to start for 
a day of thrashing. 

“Seems like we've let everything 
get terribly run down, Molly. In at 
Fletcher’s the other day I noticed 
Mrs. Fletcher had all this aluminum 
stuff for pots and kettles. Her tea- 
kettle was like silver. If I have time 
when I take the wheat in I’ll go in 
Parrish’s and get you one. My wife 
deserves as good as the best.” 

The morning work almost did it- 
self that day. Happy heart made 
swift hands. For the first time in 
years she heard the bird calls and 
saw the beautiful clearness of the 
sunshine. A band of the latter lay 


lovingly across the new range, show- 
ing up every bit of polish. 


(Continued from page 52) 


“We’ve got to live up to you,” 
laughed Molly as she flecked a duster 
over the nickel trimming. “Such a 
dinner as we must have today, to 
celebrate your arrival, and such a 
table as I’ll set in your honor. Anna, 
get a bunch of the pink asters—and 
put them on the table. No, not in 
that old tumbler—get the cut glass 
vase from the parlor mantel.” 

“Gee, mother, have we got com- 
pany? Did somebody come?” 

“No, sonny. Just ourselves. Don’t 
you think we’re pretty good com- 
pany? Aren’t we somebody? Who 
deserves better than home folks?” 

The children listened in silence, 
but they listened. And Anna took 
pains to make herself neat before 
she came to:the table, as well as 
whisper to Jack so determinedly that 
that young man hastened to scrub 
his face as well as hands before sit- 
ting down to his heaped plate of 
chicken and mashed potatoes. 

As for Tom, unconsciously he 
adopted the manners he used when 
there really was company, and actu- 
ally said “Please” when he wanted 
more bread. Seeing daddy so polite, 
naturally the children followed. 

They even did more, for while the 
dishes were being washed Anna for- 
got her usual quiet and chattered of 
the beauti¢s of the Grahams’ new 
house. 

“But ours would be nice _ too, 
mother, if we fixed it up. And Nellie 
Graham says her mother makes cur- 
tains out of sugar sacks. They’re 
just sweet when they’re up. And I 
could pot a pink geranium from the 
bed by the front gate. Can’t I have 
that pile of clean sacks you have in 
the storeroom I’ll make them this 
afternoon and surprise daddy when 
he gets home tonight. I’ll run and 
call Nellie, and she’ll help—she can 
sew.” 

That was better, thought Mollie, 
than having Anna staying until dark 
at the Grahams’ as she did so often. 
Even Jack was interested in the 
curtain making and stood around 
watching them sew until Mollie 
laughingly asked him what was on 
his mind, anyway. 

“It must be a dark, guilty secret 
sonny—the way you act.” 

No, it wasn’t dark, nor guilty, but 
he didn’t know exactly how mother 
would take it. 

“Mr. King stopped at the gate a 
while ago and asked me if I’d help 
dig potatoes tomorrow—he’s short of 
help. And he’ll pay dandy. I just 


thought the money would get that 
new paper daddy didn’t think he 
could afford for the kitchen and up- 
stairs.” 

Mollie felt a warm glow at her 
heart. Jackie! Her little lad, giving 
up days of play and good times to 
make home brighter. As in a vision 
she saw the future stretching in a 
sparkling vista—with home a cheery 
refuge from the world always. And 
she was sure it would be a refuge 
and home for the children as long 
as they loved to work to make it 
better. Never again would she 
allow her own selfish dreariness to 
darken and render distasteful the 
spot warmed and brightened by love. 
And the stove. Yes, sure enough, 
the stove. The beginning of all their 
good luck. 


“I think that range is the god of 
good fortune and it was waiting 
there at the turn of the lane for us. 
When we claimed it we entered into 
a new and brighter path.” 


The Brown neighbors did not call 
it luck though. Neighbors generally 
don’t. 


“That Tom Brown has picked up — 
the last year,” commented Banker 
Adams as Tom left the bank one day. 

“Thought surely we would have to 
foreclose him, he was so behind last 
summer. But last fall he began to 
pick up, repaired his house and barn, 
stored his implements carefully in 
and out of the weather, changed his 
farming methods to the most up-to- 
date ideas and such crops as he has 
marketed you’ll not equal in the 
county. He always worked hard 
enough, but no spirit in him. Slack. 
And slack in appearance, too. Now 
he goes dressed neatly and his wife, 
when I saw her in at church Sun- 
day, beat all the other farmers’ wives 
in taste. Children as polite as you'll 
find. That boy Jack opened a little 
account here last week—watches and 
grabs every odd job around. Won- 
der what stirred up that family, any- 
way? If I knew I’d order more of 
the same. Plenty need it, both in 
town and out.” 


Parrish, the hardware man, hap- 
pened to be depositing his day’s 
sales, but it never occurred to him 
that the shiny stove he had given 
Molly Brown a year ago as first prize 
in the annual Parrish celebration was 
the charm that had wrought all the 
magic change. Had he known he 
would have felt like doubling the 


awards for the ensuing year. 
(Copyright, 1924, by M. E. Bertram.) 
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The QUALITY of the “MARCUS” Line 
of Garden Hose Specialties 


Is Evidenced by Machine Cut Threads 


in every item we produce. In our sprinkler, for instance, the machine cut 
threads get away from difficulty in attaching and detaching the sprinkler, 
and they also help to insure absence of leaks. 


Furthermore—the four rows of holes are PUNCHED—not drilled— 
which avoids ‘burrs’ that affect the distribution of the spray. 





The ‘‘Marcus” Nozzle Is Extra Long and Heavy 


4\4 inches long and weighs 7'4% ounces. Made of best grade of cast brass, 
carefully turned and highly polished. Adjustable from solid stream to fine 
spray and positive shut-off. 





Hose Couplings “Acorn” Nozzle 


are featured by finest sheet brass, is just the thing where only a 
heavy corrugations, broad knurls_ solid stream of great force is de- 
and machine cut threads. sired. Machine-cut threads. 


Jobbers Are Invited to Write for Samples and Price List 


Marcus Iron Works, Peoria, Il. 





















— 
= 





You, Too, Can Be Independent! 


When a retailer buys Champion Lamps there are no 
strings to the deal. You have no contracts to sign, no 
reports to file, no specified amounts which you are forced 
to purchase. Stock as many Champion Lamps as you 
can sell in 60 days. Champions sell at a better profit and 
their quality is sure to satisfy the householders, and will 
bring them back for more. Your jobber knows the story. 
Our free counter display does the selling. Write. 


CONSOLIDATED ELECTRIC LAMP CO. 


208 Maple Street 
DANVERS MASS. 
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Mr. Retailer: You can supply yourself with 
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Slotted 
Air iniet 









Flared Air Inlet 
Separate Needle Valve 
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Hot Spot 
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Safety Valve 
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No. 45 


Capacity 1 Quart 
Weight 4% Pounds 











PRESENT DAY ath E 
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is playing havoc with ordinary blow torches. It requires a blow 
torch today with a Baffle in the burner to gasify either gasoline or 
kerosene. This improvement, like other important improvements, 
is a TURNER PATENT and is only used on TURNER Blow 


Torches and Fire Pots. 








The one opening in the tank, above the fuel line, prevents leaks 
from soldered connections, necessary on ordinary blow torches for 
pump brackets, filler inlets, etc. 


The Automatic Safety 
pressure. 


Valve prevents excessive or bursting 


The Shut-off or Adjusting Needle separate, entirely eliminates en- 
larged orifice. 

FEARLESSLY GUARANTEED 
He likes to sell the TURNER No. 45. 


Order from your jobber. 


URNER D mm. 
mai Ave., Tornen Bras ill, U.S.A. 


World’s Largest Exclusive Manufacturers of Blow Torches, 
and Brazers 


DISTRICT REPRESENTATIVES 
San Francisco: Rice-Hitt Co., 623 Larkin St. 
Los Angeles: Rice-Hitt Co., Be N. 8 
Seattle: Rice-Hitt Co., 14 
New York: The Turner ed Works, 36 Murray St, 





Fire Pots 


The 














The 
Standard 
Everywhere 


In hardware stores on the Atlantic 
Coast, as well as on the Pacific Coast—in 
the extreme Northern States and ‘way 
down South in Dixie land—in the Middle 
States—in Canada and in Foreign Coun- 
tries—go where you will—vyou'll find 
COES Wrenches being sold and used 
everywhere with supreme satisfaction ana 
profit. 

You in Black and 


can put it down 


guemen: 
w 







OT as 


White that when any tool attains such 
universal popularity as the COES 
Wrench that back of that wrench is a 
record for genuine service and results that 
is worth considering. 

And you can stake your last dollar that 
the one vital factor that has done most to 
accomplish this can be summed up in 
these words—Uniformly Dependable 
Wrench Quality. 


Coes Wrench Co. 


“In business since 184]”’ 


Worcester 


Mass. 


Selling Agents: 


J. C. McCarty & Co., 
J. H. Graham & Co., 


a 
mm 2 


29 Murray St., 
113 Chambers St., 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 
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Just a few of the articles included in 


The SHELBY Line 


MANUFACTURED BY 


The Shelby Spring Hinge Company 
SHELBY OHIO 


Write for Our New Catalog and Prices. 
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Ladd Ess Beater Philosophy <3. 4. @ 


Name on the Goods! bin} Z. § 


Ah, yes—what’s the name? Is it GEORGE WASH- 
INGTON or is it BENEDICT ARNOLD? Important, 
isn’t it? Could or would you sell an egg beater with the 
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name Benedict Arnold on it? We think not. | 


TAG /4/ FN Ae 
| W@)@® 
The LADDS are the George Washingtons of the present a 
Egg Beater business: FATHERS OF IT: time-tested and true. 
tute or any “just as good” G.W.? Certainly not; no more than there is for LADD 
BEATERS. Every posted merchant knows it. George could not sell out West 
Point; he was not made that way. Arnold, claiming to be “just as good,” did it. 


Is there any substi- 


The honest, reliable, efficient and satisfactory LADDS justly lead the world; they are made and 
marketed on George’s principles. Better carefully examine the “Just as Gsoods’’—all in the shadow of 
LADDS reputation. See leading magazines and keep constant stocks of G. W. LADD EGG BEA’ 
ERS—4 sizes. Order now for the better times. 


Jobbers the world over and US. 


UNITED ROYALTIES CORPORATION 
1133 Broadway New York City 
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The “Red Devil’’ 


Trade Mark 


Radiates Quality 
in Pliers 






LL pliers point to 
“Red Devil” qual- 
Your customer is 





ity. 
not buying in the dark— 
he knows “Red Devil” 
quality because he has 
been using “Red Devils” 
for over a quarter cen- 


tury. 


The “Red Devil” trade 
mark means all there is 
in good pliers. 


Drop forged from 
steel. Made in a hun- 
dred styles, for every 
practical purpose. 


“Red Devil” Easel 
Display Boards make 
it easy to go after all 
the plier business the 
right way. 

Send for the ‘‘Red Devil’’ 
Display Board Book—shows 


just the Plier Boards to 
clinch your tool sales. 


Smith & Hemenway Co., Inc. 
Mfrs. of “Red Devil’ Tools 
98 Coit St., Irvington, N. J. 


Red Devil Glass Cutters, Snips, Auger 

Bits, Hack Saw Blades and Frames, 

Chain Drills, Wrenches, Screw Driv- 

ers, Linemen’s and_ Electricians’ 
Tools, etc. 
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COLLINS 


Whether the trade in your locality re- 
quires a narrow bitt axe, or a wide bitt 
axe—an American pattern or an Aus- 
tralian pattern, doesn't matter. 


What does matter is that all Collins 
Axes are made of a Special Steel that 
stands the test and have an Inserted 
Hand Forged Tool Steel Bitt which per- 
mits grinding a keen cutting edge 
almost down to the eye. 

This feature means MAXIMUM 
SERVICE—the kind that every Collins 


Axe unfailingly gives. 


If your Jobber is not supplying you 
—write us direct. 





The Collins Company 


Established 1826. 


Collinsville 


Incorporated 1834 


Conn. 
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PRODUCTS 








The Advantages of 
Dealing with Turner, 


Day & Woolworth 


UYING handles promiscuously is not good 
business for jobber nor dealer. The handle 
business is one of working a natural product 
and your buying is one of dealing with a house of 
high standards in grading stock, in manufacture 
and in service. 


Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 





at Wa —Jack, Safety, Plumb- 
rading,” of course, is a question of the personal ° 

element. We are rigid in our standards. Our ers, Register, Sash and 
plants lie next door to the source of supply. We Ladder Chains. 


carry over 2000 patterns in stock. Our line is a 
full line—you secure your complete requirements 
here. 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


Most jobbers know that. But we want to remind 
you of our facilities for unexcelled service. You 
need dependable service. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 

MES CAN BEAUTY encULeS 

SUNFLOWER SUCCESS The C0 RBIN SCR EW 
BEAUTY ROYAL OAK CORPORATION 


The Americea Hardware Corporation 
Successor 
229 High Street, 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 
Louisville Kentucky 
“Since 1855”’ 
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GRIFFIN— 


Che hinge noted for cle 
Casting beauty and enduring 
brenglhathal io made 
from the finest oteel of 

our own rolling millo and 
produced with Che forectee 
uniformity of automatic 
machinery. 


Griffin 


Griffin 


made 


wrapped in 
proo 


Hinges 
made in a wide variety 
of sizes and designs to 
answer the requirements 
of all types of building 
construction. 


Hinges 


are 


are 


entirely in our 
own mills—each butt 
moisture 
paper and packed 


one pair in a box with 


screws to match. 





We also Manufacture 


Cellar Window Sets, 

Hasps and Safety Hasps, 

Door Handles and Door Holders, 
Brackets, Push Plates, 

Drawer Pulls, Door Stops, 

Sash and Screen Lifts 

Barrei Bolts, Corner Braces, 
Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


WARENMOUSE 


45 Warren St.,New York 


ERIE, PENNA. 


WAREMOUSE 


7AW. Lake St.,Chicago, Iil. 






















S. CHENEY & SON 


with 


accommodates a 
tachment. 


ROYAL NO. 4 





~ 


Place a Cheney or Royal Grinder where a customer can handle it 
—let him give it a trial, then watch how his interest is immediately 
aroused. There’s rezvlly no effort for a Dealer to complete the 


sales of a grinder so satisfactorily introduced. 


The accuracy and precision insisted upon in the cutting of gears 
and pinions, produce the powerful and smooth running qualities 
so evident under trial. The high grade wheels combine in giving 
the buyer unlimited satisfaction. 


The popular names “Royal” and “Cheney” have that tremendous 


selling force that will build up your grinder business. See 


your Jobber. 


Mower Knife 


The 


Royal comes in § sizes, one of which 
‘ At- 


‘ 





Write for 


Our Catalog. 


Manlius, N. Y. 








Two Popular Grinders 


ROYAL 


The attractive Royal Purple Il inish 
its nickeled pressed steel rest, 
makes this grinder an interesting ob- 
ject on counter or in window. 


CHENEY 


The popular priced Cheney possesses 
all the perfect mechanical qualities 
of the Roval but is made to meet a 


lower priced market. Finished in 
Black Enamel and comes in three 
S1Z€S. 





CHENEY NO. 4 
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Card illustrated is ow 


ment of the best sug- 





on the market. Card size 
16% in. x 10% in. 





‘Iwo Active Sellers 


out of order. 





45 E., an assort 


50 cent’ sellers 


Main Office and Factory: 


cards. These practical cards are appreciated 
by the merchant because of their sales and 
ornamental values. They cannot tear or get 


Carried by leading jobbers. 
does not carry them, write and we will give 
you the name of one in your territory who 


can supply you. 


THE O. M. EDWARDS CO., Inc. 


Can be retailed at 50° each ! 


ANY jobbers are enjoying two or three Two splendid numbers are _ illustrated 
turnovers a year by handling Edwards above, No. 01090 on left and No. 02448 on 
assortments of popular price adlocks right. They are compatt, heavy and offer 

put on our attractive enameled steel display good security and can be furnished by job- 


bers to retail at 50c each. wo keys are 
furnished with each lock. The enameled 
steel display cards cost no more than our 
old cardboard cards. 


If your jobber 


SYRACUSE, NEW YORK 














Give him the best and he will come 
back for more—especially when the 
best costs no more than the substitute. 
For this reason jobbers and dealers 
everywhere are learning the value of 
stocking Ferry Process Screws exclu- 
sively. 

Ferry Process Screws are backed by an 


Substitution may mean 
the loss of a good customer 
Dont Do It! : 





organization with 17 years’ experience 
in heat-treating cold headed products. 
Their reputation in the automotive in- 
dustry for dependable products is well 
known. 


So why experiment by substitution 
give them Ferry Products the first time. 
Write us now for particulars and prices. 


“Tf it’s upset—it must be heat-treated.” 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 





PROCESS SCREWS 











96 








HARDWARE AGE 


Real Air Service 
in This Curtis 


T= above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. 4 to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 

price. Write at once for O 
full information and de- 

scriptive literature. Use Style “S” Single Stage 
the coupon below, or a Duttt. Belted oy awe 


postcard will do. required. 





CURTIS hp segue MACHINERY CO. 
1581 Kienlen Ave. : 


St. Louis, Mo. 
Branch Office: 
530-W Hudson Terminal - New York City 


Gentlemen: Please send me full details on Curtis Air Compres 


sors—your proposition and prices. 
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Where Sales Reach 
400 Batteries a Month 


When a Hardware store in a city of 138,000 
population sells on an average of 400 Dry 
Cell Batteries a month it proves the great de- 
mand for things Electrical. 


This store has built up a wonderful business 
in Dry Cell Batteries, Flashlights, Bulbs, Elec- 
tric Light Bulbs and other Electrical Goods. 


They carry a large stock, display it promi- 
nently and tell customers how to get real serv- 
ice and satisfaction out of the articles they buy. 
They ‘regard the use of Novel Fixtures and 
Display as one of the chief factors in mak- 
ing sales. 


Every Hardware store in a locality where 
Electric Current is available can do a propor- 
tionately large business if it employs the right 
methods. 


Hardware Age is the medium that will tell 
you which methods to employ. 


HARDWARE AGE 


239 West 39th Street 
NEW YORK CITY 
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Bolts shoot out per- 
pendicularly — turn 
and rest horizontally 
in locked position. 
(Also made _ with 
double cylinder.) 


Keil Locks 


0 Jimmy -Proof 
a) and Saw-Proof 
rh - Different From All Others 


if 


The principle and construction 
combined in the Keil Jimmy-Proof 
Lock guarantee the user that vastly 
superior degree of protection in his 
home, garage, warehouse or busi- 
ness, that is now derived from the 
security of the massive safe deposit 
vaults in modern banks. 


The Keil Lock can’t be jimmied or sawed. 
Made of solid bronze metal. 


Passed upon and accepted by all com- 
panies writing burglary insurance. 


We guarantee to the trade the sale 


of these locks. You take no risk 
in ordering. Various 
) ws .f uy State selling rights still 
1" a open. 
h 1. , 
WS Write for particulars, 
. The Sawing JN 3 terms and trade 
Test Cal) . prices. 
ws > Francis Keil & Son, 
bronze bolts and a Inc. 
cannot be sawed 401 to 425 East 163rd St. 


through. New York, N. Y. 
Established 1876 






The steel hard- 
ened inserts re- 
volve inside the 
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Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 
did cost more would still 
‘be more profitable for 
you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you self the Tubular 


Rivet and Stud Company 
Brand. 





Le 8 ee 8 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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The trade can appreciate Socket 
Wrenches that rank with its 
Allen Hollow Set Screws, in 
strength and in guaranteed ser- 


vice. 


Since the wrenches, like the set 
screws, have cold-drawn sockets 
heat-treated the Allen way— 
and both stand the strain in the 


same way. 


Dealers who ve stood back of set 
screw performance now know how 
to stand back of wrench perform- 
ance, safely and profitably. For, 


the Allen guarantee covers both. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 





> 
Pane nar 





BATHWHITE 
FIXTURES 


Matchless for’ Whiteness 


A complete line of medium 
priced bathroom accessories 
with pure white durable enamel 
finish. Each article is packed 
in a separate package. 
Special Display Offer 

for September 

BATHWHITE Mixtures 
will certainly sell when dis- 
played properly. Many dealers 
have tried it—and made gen- 
erous profits in their fixture 
department. 


Our September Offer 


includes an attractive display fx- 
ture—free of charge. 


Write Us for Details 


E. H. TITCHENER & CO. 
Address Dept. No. 4, Binghamton, N. Y. 


Also Manufacturers Bathwhite Medicine Cabinets 
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Turn Your Paint 


Stock Quicker! 


You can sell good paint and 
make money. But good paint 
plus intelligent sales helps will 
bring you more rapid turnover 
and far greater profits. 








The Wetherill “Home Beauti- 
ful’ Paint Stock is a sales idea 
that is helping many dealers 
turn their paint stock six or 
more times a year. You can 
do even better. 


Add to this our latest idea, 
“The Wetherill Budget Plan” 
or our “Paint and Pay the 
Wetherill Way” and you've 
got the greatest sales proposi- 
tion that has ever come into 
the paint business. 


Are you awake to opportunity ° 
Do you really want increased 
business? Write or wire us 
today for the Wetherill Propo- 








sition. Get this real business 
getter before your competitor 
does. 

GEO. D. WETHERILL & CO. 
INCORPORATED 
PHILADELPHIA, PA. 

Boston Pittsburgh Memphis 


Makers of Fine Paints and Varnishes for 117 Years. 


es 
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AMERICAN BRAND f 


Screen Wire Cloth 


“The Recognized 
Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
trade. 


































































































ins 
il 


Litiiil 


It is heavily zincked after 
weaving by our modern elec- 
tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 
attractive finish, and adds to 


the firmness and durability of 
GALVANOID. 


Order now and take ship- 
ment early so as to assure your 
supply. I[f your jobber can- 
not furnish GALVANOID, ad- 


vise us and we will see that 
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you are supplied. Your trade 
will appreciate the even mesh, 
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wearing quality of GAL- 














VANOID. 




















Do not accept substitutes. 























Look for the red-lettered tag. 























We also manufacture 











“AMERICAN BRAND” 


























Painted—Bright Galvanized— 
Bronze — Copper — Special 


























grades for particular require- 











ments. 
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American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 
General Offices: 41 East Forty-second Street, New York 


Wercester—Buffalo—Philadelphia—Detroit—San Francisco 
Los Angeles—Seattle 
Western Sales Office: 208 So. LaSalle Street, Chicago 
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“Perjea” 


The Customer Who Buys Quality 


THIS CUSTOMER MIGHT BE YOU, MR. DEALER! 


It's only fair to give credit where credit is due. This time it 
happens to be the customers who built up the “Perfect” series of 
Customers—Our customers! 


Graduating from the “take anything class” has been a process of 
training—a schooling of your trade. 


For instance—your Jobber knew good Hardware Cloth when he 
stocked “Perfect.” We knew its quality when we sold him—and 
your experience has proven it pays to buy the best—to sell the 
best—a mutual cooperation and “Perfect” contact! 


Get in touch with your Jobber. 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


HOYLE LULERLOUU SULLA Eee NEE fete UTERUS ATTRA 


- 


ARENA 





cn ee un == 








You Will Be Interested to Know— 


That Hardware Age, year after year, leads all hardware 
publications in the quality of its subscribers. Manufacturers 
recognize the dominant selling power of the Hardware Age 
family of readers who do the great bulk of the business in 


the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 
the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 
successful selling methods. 
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Some Reasons Why It’s ‘‘Oil-Rite”’ 


Here are a few of the principal reasons why:— 


Automatically oiled RIGHT. Hence the name. No grease or oil 
onge to fill and attend to. 
DOUBLE FLANGE IN CRANK CANS Nips gs, prevents oil 
from aa out and water or dirt from work 
NK CASE IS grinch WITH SUBSTANTIAL HINGE 
for easy handling of case cove 
(REN NEWABLE BRONZE ‘uSLIP IN” BEARINGS ON PINION 


SUCTION AND DISCHARGE VALVES ARE ACCESSIBLE 
without disturbing pipe connections. Suction valves are removed through 
hand hole. 

PISTON ROD is drawn bronze. VALVE SEATS are bronze, 
of the grid type. securely screwed into valve decks. CYLINDER 
LINER, STUFF = BOX GLANDS, VALVE STEMS, AND 
SPRINGS are bra 

CROS SHEAD “GUIDE IS PACKED to prevent entrance of water 
into crank case. 

GEAR AND MAIN BEARINGS ARE CAST INTEGRAL, in- 
suring perfect alignment of all moving parts. 

GEARS are machine cut and fully enclosed for safety. 


You can easily see why the Oil-Rite is one of our most popular pumps 
with the trade. 





Complete Pump Catalog Free 


THE DEMING CO. _ Est. 1880. SALEM, OHIO 


The nearest distributor will work with you for mutual profit. 





EE 600 dense kneeue eeeans toes Southern Supply Company 
ES ca wcessdveceds Henion & Hubbell, 217-221 N. Jefferson St. 
as hac d'y' ened dn vee. Hendrie & Bolthoff Mfg. & Supply Co. 
idk ss 6 oye beeseeses aoe Standart Bros. Hardware Co 

a band CAKGEveneteeke bn ee English Tool & Supply Co. 
Ss. nn a's da sedes a6 es eenebes 4a MORkeRee Laib Company 
witnaaeD Sos wk ae OO Ran onie ee keen carn Central Supply Company 
ied Coke eee kee +0 60-00eane Sydnor Pump & Wells Co. 
PITTSBURG Rats Lt ows Harris Pump & Sonke Co., 316 Second Ave. 







rane Company 
Detail View of our e 

Oil-Rite Double Act- 
ing Piston Pump. 











FENCE — GATES 


STYLE “F” FABRIC FOR WOOD POSTS 

































































ROLE RAR SEREREOCRE ARES PER EREREE ERE E EEE 





Sea a ee ee 





nav AUENAS AD Hiareaeasbed: 
ORNAMENTAL WALK GATES 
Sell Cyclone “Red Tag’’ Fence Cyclone Fence and Gates are built in 
and Gates — the nationally a variety of heights and handsome 
advertised line. Be sure of designs for any purpose. Write 


Furnished in pleased customers — volume office nearest you, Dept. 29, for 
ios i seen sales—steady profits. complete catalog and discounts. 


CYCLONE FENCE COMPANY 


FACTORIES AND OFFICES: 


Waukegan, Ill., Cleveland, Ohio, Newark, N. J., Fort Worth, Texas, 
rhe Mark Oakland, Cal. (Standard Fence Co.), ‘Portland, Ore. (Northwest 
of Quality Fence and Wire Works) 


PROUPERTY PROTECTION PAYS 


5 > 
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In the construction of ATHOL vises no detail in material, 
workmanship or engineering skill, necessary to produce a first- 
class article, has been overlooked or omitted. The experience 
of more than forty years in the manufacture of high-grade 
vises and tools is reflected in a product that is unsurpassed in 
quality or design. Ask for Catalogue No. 36-C. 


Athol Machinists’ Athol Machine & F oundry Co. 


ATHOL VISES 


Athol, Mass., U. S. A. 











& Here’s a New 


/ g Customer for 
You— Want to 
Meet Him? 


Do you know Smith? He lives in your town. 
Sort of a handy-man, this Smith. He tinkers 
around the car, mends Mrs. Smith’s pots 
and pans and solders up a leaky water pipe 
occasionally. 

“Jiffy” is just the soldering outfit Smith needs. $2.50 is 
about the right price, too. Smith doesn’t buy fancy priced 


things—but he pays his bills. Pretty good customer to 
have, this Smith. 

There are a lot of Smiths in your town. Get them in 
your store once, treat them right, and they are going to 
come back. Put a “Jiffy” display in your window and 
meet the Smiths—your future customers. 

Write today and we will tell you about “‘Jiffy- Prefits.’ 


Apex Stamping Company 


Devt [RF Riverdale. Ill. 








Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 


All genuine Armstrong stocks and dies 
bear this trade-mark: 








ary «Ta 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 











Barnes Wall Bracket Pumps 








The Barnes House Force Pumps harmonize with the 
fixtures of the well ordered kitchen. They are made in 
various types for various purposes. Finished in bright 
red, with deep bronze trim, with polished or nickel 
plated cylinders. Thousands are already in use. Send 
for prices on complete line. 

Fig. No. 200 “Puritan” occupies The No. 201 “Puritan” is of the 


only wall space. Can be swung same finish with addition features. 
out of way when not in use. The It has an air chamber in the 
stuffing box and valve seats are spout and a back outlet for 
brass and the plunger rod is Gal- forcing water to over-head tank, 
vanized. Nickel plated cylinder. also a shut-off cap for spout. 


We have a pump for every purpose. 


The Barnes Mfg. Co., Mansfield, Ohio 





Fig. 201 
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EMPRESS AUTO ASH TRAY 


A handsome and at- 


tractive counter display Dealers 


in three colors contain- 


a toetaen Lae Counter Display 


individual boxes 
matching the display 


case. 















Manufactured by 
N ornamental and handy com- : 


bination ash receiver and match Bowen Products 


box holder which can be fast- 


ened at any convenient point in the Corporation 
car. 
Auburn, New York 
Strong and well made. It is pressed Minneapolis Minn 
: ; ' 


from heavy sheet brass and finished 
with heavy, durable nickel plate. 
Write To-day for 
The extra deep ash receptacle is Folder No. L-AF38 
made in two pieces and is easily re- 
moved from the frame and taken 
apart for cleaning. <A strong metal 
clip holds the match box firmly in 
place. 


Packed singly in neat pasteboard 
boxes together with screws for at- 
taching. 


List Price $1.00 Each 

























GIVE 


your CUSTOME 
A SQUARE DEA 


Don’t permit your customers to purchase ex- 
pensive parts to build a radio, and allow them to 
use acid, or an acid soldering flux, to solder 
the joints. The entire set can be 
easily spoiled in this wav. Remember, 
they depend upon you to furnish them 
with the right materials for their suc- 


.NOKORODE 


Has been proven harmless and he ‘Ipful by the 
electrical trade in general for the past twenty- 


7 four years. 



























Sold only under 
the trade name 


of 





vj Your radio customers need not experiment: 
Nokorode ; de ping 
x telephone companies found the value ot 
og NOKORODE vears ago. 
Order from your Red : S | 
: a Do not accept substitutes. 


jobber. ' 
iad M.W. DUNTON CO. pbc YsiRo NSE 


“a ee eo? 
» ul — 
reyin wast 
ge Mee nie 


U.S. and For. Reg. me 
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Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 








Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 














Walden-Worcester Display 
Boards Will Make Money 


for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’, 


It will hang on a wall or on 
a post. 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 


Walden-Worcester 


INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 











Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, 
certainly wouldn’t want to carry a ho 
dripped water all over your shoulder. 


You would choose a Never Drip Steel Hod 


ou 
that 


with its one-piece ends. You would go 
—_ on your way while the other fellow 


There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not n 
shown the sensible and better kind. 


This open field of profit is yours for the 


‘ 


asking. Write us at once for details. 
The Cleveland Wire Spring Co. 
Cleveland Ohio 

















‘ 
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STANLEY 


BOX STRAPPING 


No. 3000 “Twinrold’—Self-Tightening 


ensil oe ys il a ee 
trength. ow nails 
auely, taking up the slack and drawing the strap tight. 





New York Chicago poe cpeneeee Los Angeles 


Manufacturers of Wrought Hardware 
and Carpenters’ Tools 


afeofonfantn afer ePorsePrresferse ferns 
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SPECIAL SCREWS “© UPSET WOR 
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ImeloOmarlarl=s 
(Reg. U. 8. Patent Office) 


Continental Nor pefed Mon 
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LIDSEEN foxce-ceoOLLER SSM iecmec 


of the Clemson Star 

Mr. Jobber: 

Just a few of the rea- S | A R 
sons why manufacturers , 
are equipping their plants 
with LIDSEEN POSI- rN HACK SAW 
TIVE FORCE FEED 
OILERS: 


1. LIDSEEN POSITIVE 
FORCE FEED OILERS re- 








CLEMSON EXPERIENCE— 





duce overhead and SAVE STAR blades were first intro- 
50% of OIL and TIME. duced in ‘‘1883.’’ Previous to 
2. LONGER LIFE—LID- : 
- SEEN OILERS ‘are all ateel this time the Clemsons were 
and all welded. They will stand abuse and outlast any engaged for two generations in 
| "; fe a ng 7 ag the manufacture of saws. Over 
3 e oil may be positively controlle e operator 
securing a drop or a quantity at his option. 120 years combined washed ex- 
4. Dependability—LIDSEEN POSITIVE FORCE perience has evolved this su- 
F FED OILERS may be depended upon to operate at all preme blade 
times and under any condition. The spouts cannot be- . 
come clogged or seams open up. 
L? send are mony en rensans wee = “we he LIDSE BN 
reterr to ose of any other make ow the 
F ILER d lai 
| POSITIVE FORCE FEED OILER to your trade, explain ite CLEMSON BROS., INC. 
Catalogs gladly furnished upon request. Middletown, N. Y¥. 
LIDSEEN PRODUCTS WE HAVE SOMETHING TO TELL YOU ABOUT 
832-840 So. Central Ave. Chicago HACK SAWS. WRITE FOR BOOKLET. 











Combination 
Service Wrench 


Does the work of a good monkey or pipe 
wrench. Made of a forged steel bar case 
hardened throughout. Construction has 
double strength. A time saver. Does 
away with carrying two wrenches. Guar- BEMIS & CALL CO. 
anteed. Sell them and better please your 

customers. Write for prices. ' Speingnee MERA, UE. 2 
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Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood i _o-. j 


boats or steel—from a canoe to NOT bixeK flit 
a yacht. . | 


Our 









Only the key can open it. It 


9 may be operated just like an 
JEFFERY q ordinary night latch; or by 
turning the key one turn 

backward; it securely locks 


Waterproof Marine Glue the bolt and the inside knob. Thus 

locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 





is a big seller wherever boats are used—lakes or sea- 


shore. 

It is Nationally advertised and our famous slogan, re our line of Padlocks is complete 

“Does your boat leak?” has brought responses from all in every respect. We also make Special 

parts of the world. Cylinders for Special Locks, including 

We furnish dealers and marine supply stores with Automobile Locks of all kinds. 

Booklets bearing their name and address that tell all And don’t forget us when you need Key 

about this glue and bring boat owners to your store. We Blanks and Cut Switch Keys. We make 

refer all inquiries to the nearest dealer. Write for over 1000 different patterns—all of best 

discounts. material. Write for Catalog 6. 

L. W. FERDINAND & CO. di) INDEPENDENTIOCKCO.4> 
150 Kneeland St. Boston, Mass. LEOMINSTER. MASS. U. S.A 


Mfrs. of cylinder locks, padlocks and key blanks 


























How Many of Your Customers 
Are Building New Homes ? 





ee BaP oreo 3: = ?. Te 
Ae tee) Oe A. 
“ 


——— 







It Will Pay You to iat hi a i ets oD 
". . val yy , 7, bas" , ae ena ae . 
Find Out and Sell i { VR | ; 
. ¥% | : — ~ a - —s , y 
Them Zimmerman 4) SO —ESSSSSSz 
ft 7 tel ——SS 


Fasteners. 





There’sa charm 
about shutters and 
casements that appeals 
to lovers of the beau- 
tiful Many new 
homes are being 
equipped with — these 
quaint reminders of 
Colonial days. 


Fills five or more needs 
in every home—sells easily— 





MONARCH 
CASEMENT CHECK 


Ccpper Against Steel at All Friction Points 
air and light, while 


holding shutters rigid ree | This sturdy, inexpensive device permits casement 
so they won't bang windows, transoms, lids of cabinets, chests and 
and rattle in the wind. window seats to be opened as much or little as 
desired, holds them securely at any angle, and 


Zimmerman Fasten- 
ers greatly enhance 
the utility of shutters 
and casements. They 


Find t 7] > . . ‘er 
wuiiding hemes in nour takes up but little space. Adjustable to friction. 
- gs Sige na Write for free ilustrated descriptive Manual which 
mmerman Fasteners. gives complete list of finishes. 


Write for full information about Zimmer- 


man Fasteners and on prices to the trade. MONARCH METAL PRODUCTS CO. 


ZIMMERMAN 


Fasteners for Shutters and Casements 





4960 Penrose Street St. Louis, Mo. 





THE f.. F. S. ZIMMERMAN eS INC. Mlso Manufacturers ee eee Casement Stay and 
14 Broadway, Frederick, Maryland . 
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For Christmas Selli 


Bissell’s Toy Sweepers 


These attractive and realistic wheel toys actually sweep, are nationally 
advertised, well made, show you a nice cash profit, add interest to any 
sweeper and cleaner department, yet retail for only 


25 cents, 50 cents and $1.25 2 sud We 


Write for colored Illustrations and Prices 


BISSELL 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


TOY SWEEPERS 



























Sell Them 
by the Set 








“Old 


Fashioned’’ 


Quality 








It’s Up to You— 


Will we sell direct to consumers near you, or 


4h . ic - It isn’t hard. Every mechanic needs the outioe set in his work, and it 
refer them to you? The demand is there and satel deal tho que a ane ee Os oe ee ee lee 


. . out the value of the case, its use in beeping th the | bits in order and near at 
we're going to sell. . hand, preventing loss, ete. Try jt. 
level os ae ton. “— mt yg. = ~~ “aan rf is 
ve y nr | T1.:.. 3 ve guide them ey cut from outer rim. ee By 4 
Will You Write Us About This: * wert all the time; no jagged ends; every part of the work is smooth and 
lished. They bore their way through ay knotty, cross grained wood, 
Sooving a smooth hole and clean, polished surface. 


The * & I. White Co. Let us send you catalogues. Order through your jobber or direct. 


125 Columbia St. Buffalo, N. Y. The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 


























“COLD HANDLE” FRY PANS AND SKILLETS 





€e a “a QUALITY, both in FIN- 
en ISH and WEIGHT. Or- 
der a Sample Line and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 


NEW YORK CHICAGO BOSTON 
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*Everedy 
Bottle 
Capper 


Steel and mal- 


leable, nickel- 
plated. Wood 
or padded base. 
Caps any size 
bottle. Retails 
$1.50. Plain 
base $1.25—six 
in box. 


“Old Bud” 
Bottle 
Capper 
Caps bottles 
by hand. Seals 
bottle airtight. 
Big 10c value. 


“Advertised in Good 
Housekeeping Maga- 
zine. 


WrAdvertised in 
Good H 





NOW! 


While Women 
Are Putting Up 
Preserves—You 
Can Be Ringing 
Up Sales 





The *Everedy Jelly 
Bag and Stand 75c 
—Extra Bags 25c 


Women appreciate 
this aa pe 
serving outfit. 
cient and useful. 

Now is the time to 
push the Everedy. Dis- 
play it prominently and 
ou’ll sell it easily. 

ealer helps with each 
package. 

Slight increase in 
prices in Canada and 

Far West. 


1 East Street 





Everedy 

(No-Sed ) 
Filter Bag 
and Stand 

for the 

Home 


Beverage 
Maker 


Stand nickeled, 
flat spring steel. 
Retails at 50c. 
Bags made of 
Everedy filter 
cloth napped 
on inside. Re- 
tail 50c, 75c, 
$1 sizes. 


Everedy 
Fish Scaler 
for 
Sportsmen 


Simplifies fish 
scaling. Won- 
derful value 
for 10c. 


The Everedy Company 


Frederick, Maryland 
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(i HALLENGE 
~ IREFRIGERATORS 


create an atmosphere of distinction and build up 
a profitable quality trade for the Dealer. 

A selective item of handsome appearance and 
perfect construction. Manufacturing facilities 
permit assurance of immediate shipments. 
Standard sizes are always on hand. 

Illustration shows  Chal- 
lenge All Porcelain Case 
Refrigerator with One- 
Piece Lining. Made in two 
sizes: 

54” High x 2614” wide 
57” High x 32” wide 

Can be furnished with rear 
icing door if desired. 

This is just one of the 
handsome designs. Other 
“Challenge” Refrigerators 
with Oak case and All 
Porcelain Exteriors are 
shown in our latest catalog. 


Write for copy. 





“We Can't Build All of Them 
So We Build Good Ones.” 





No. 18619 


Challenge Refrigerator Co. 
Grand a Mich. 
JOOVUNVOMLNOUEOVVAN URANIUM 
































A standard and complete line, So 
you can supply every need of the 
Fountains, feed- 
ers, hoppers, leg bands, incubat- 
ors, brooders, etc. 
for you to handle. 


poultry raiser. 


New Catalog is now ready. 





A fine line 


Star Fountain 
For Mason Jars 


HOEFT & COMPANY, INC. 


405 N. Ashland Ave., Chicago, Ill. 


Western Branch—217 N. Alameda 8t., 


Los Angeles, Cal. 











Hardware 
Specialties 


Many men who know the 
hardware trade have “cleaned 
up” big money on Hardware 
Specialties. 





If you are “Open” for 
something worthwhile, the 
place to find it is in the 
“Classified Opportunities Col- 
umns”’ of this paper. 


A recent issue. carried 
twelve advertisements in these 
columns on Hardware Spe- 
cialties alone. 
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BURNLEY 





Radio Fans Will Boost Sales 
Help Them Build Their Set! 


THE BURNLEY RADIO SOLDERING OUTFIT 
is a real aid in building a better receiving set. ‘This 
practical equipment answers every requirement for as- 
sembling parts and soldering permanent connections. 


You can make friends with every fan in your locality 
by suggestig this compact, handy outfit. It has been 
made primarily for the radio builder and is a fast selling 
item with handsome profits for the dealer. 


OTHER POPULAR BURNLEY PRODUCTS INCLUDE: 


Burnley Soldering Paste—Burnley Seetoring: Solution 
Burnley Soldering Salts—Burnley Radiator Cement 
Burnley Soldering Stick—Burnley Boiler Cement 


Write us for prices on complete line. 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 











STOP 





i 1. r Replenish 
Hardware a ! Your 
for | i Stock 
Hard-wear | H with 
ij” )6BOMMER 


> , | 








BOMMER 


SPRING 






Your dealer handles them, get 
New Catalog 47, you need it. 


BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 














Card 
Holders 











Reduced Size, No. 731 


WHERE DO THEY ALL GO? 


We don’t know—but we do know that we sell 
millions of them and have an ever increasing 
demand. 


And Corners 


We make all shapes and 





sizes—men making their 
own RADIO cabinets call 
for them—and for hinges, catches, locks, han- 
dles, brackets, etc. 


HOW IS YOUR STOCK? 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 


No. 480 
Reduced Size 











For Every Small Door 


Dealers—When your customers’ 
specifications call for invisible 
efficient Small Door -Hardware, 
you can safely recommend— 


- Frost’s 
Friction Catches 


Used on Cupboards, Closets 
or the finest Cabinets. They 
give that “Height of Perfec- 
tion” appearance and are un- 
excelled for durable service. 








Adjustable and 
Non - Adjustable 
types and many 
styles and sizes to 
fill your trades re- 
quirements. Write 
for Sample Catch 
and Catalog. 








Your Jobber Can Supply You 
C. L. FROST & SON 


28-30 Ionia Ave., S. W. Grand Rapids, Mich. 
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Osborne High Grade Punches Besides Punches Our Lime Includes: 


A varied and att ve line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your ager yp as well = our famous Round and Oval Punches. 
Remember we have had 94 years successful manufacturing experience, employ only 
skilled workmen and use the finest a. of materials in making our products. 
We stand back of every tool we make. Try us. Write for Catalog and Prices. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 
BARS HOOPS AN PLATES WIRE 
BANDS ANGLES TEES SHEETS METAL LATH 














Can Openers, Bottle Openers, Milk 
Cap Lifters, Ice Picks, Spatulas, ete. 


Vaughan kitchen tools are widely known the world 
over and millions are in use. 

When a manufacturer continues making the same 
line of kitchen tools for 12 years, it speaks for the 
quality and merit of his merchandise. 
Vaughan’s Can Opener is advertised 
nationally in women’s publications. 
Are you prepared to meet the daily in- 
creasing demand for this, and ALL 
tools made by Vaughan? 













Samples and catalog sent upon request. 
Instead of ordinary mre shovels without profit show Jumbo 
No. 2 and double your money besides adding to your list VAUGHAN NOVELTY MFG. COMPANY 
of satisfied customers. 3215 Carroll Ave. Chicago 





JUMBO FIRE SHOVELS 


inspire enthusiasm 
with your sales force and confidence with your trade. 

















Extra Large Capacity. Extra Strong Construction. 
Ask your jobber. Patent Novelty Co. 
There are imitations. FULTON, ILL. 
Don't be fooled. On the Mississipi. 












































= 
Si GES 
1 AME pe lapens | ae ee 
Re METHODS i 

















HAUT 
SUT 


To provide adequate storage facilities for 
shelf tdock—-to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


fist 
f] 








Deep trend stops, Gal lengih hand pipe, neler Cees, 
eliminate vibration and noise and produce a ladder Watch the Weekly Market Reports 
of ample strength for safety, convenience and ° 
/ — we ae eee tebe 18 in this paper and you'll buy Hardware right. 
tj} easily installed—meets most ’ ~ Remember money saved at the buying end is as 
Ss RS a good as money made at the selling end. 

















Side Lines For Salesmen 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you’ll be reasonably sure to find a 
reliable salesman to represent you. 
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“OHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF “SD GUARANTEED 
SEMI-STEEL AGAINST 
parcenciaten BREAKAGE 


a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 




















Brand 
Clothes Wringers 


Anchor 









Best Every 
Wringers _ One 

Made Warrant- 
Made in dif- ed 


There is 
wonde rful 
efficiency in 
using the cor- 
rect type of 
Wringer. 


ferent styles 
to fit every 
kind of Laun- 
dry tub. 


ae SS 

. BRAND = 
aA WRINGCERS ah 
ow FOR FAN AN WOE HT 





All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or [ron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 
We solicit your orders, which will be 
shipped promptly 


Lovell Manufacturing Co. 
- Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers in the World 

















Floor Waxing Brushes 


An assortment of different 
styles and sizes. 


Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for 
the Hardware Trade. 


MILWAUKEE 


Brush Manufacturing Co. 
Milwaukee, Wis. 





Also mfrs. fullline painters’ wire scratch brushes 








PERFECTION at last 


in HOSE NOZZLES 


“Bee 









GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzie 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 

and material. 
H. B. Sherman Mfg. Co. 
Battle Creek, 
Mich. 


















SHERMAN 
The bi AMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons. for counter. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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“Reese Padlocks” 


A line of staple 
padlocks with a 
good profit to job- 
bers and retailers. 
Quality guaran- 
teed Catalog and 
price list on re- 
quest. 


REESE PADLOCK COMPANY 
Formerly 
EXCELSIOR LOCK AND HARDWARE COMPANY 
Lancaster, Pa. 














fe a 
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SOLDERING AND TINNING FLUX 


It’s easier and more profitable to sell the 
best known products. Ruby fluid is preferred 
because it is non-corrosive, non-explosive and 
non-injurious. 





Always Used By 
General Electric 
Ford Motor Co. 
Buick Motor Co. 
Pullman Car Co. 
Smith Premier Co. 
Gray & Davis Co. 
and many others. 


Order from your jobber or write to 


The RUBY CHEMICAL COMPANY 
68 McDowell St. Columbus, Ohio 




















G. F. Wright Steel & Wire Co. 


Manufacturers of 


SUPERIOR 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 








Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 


We manufacture various 
brands of fuse, among 
which you should fin 
one adaptable for your 
work. 


SAFETY 
FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 











A Favorite With Housewives 


For every housewife knows the mar- 
velous, dainty cookery results obtained 
with the 
Handy Fruit and Vegetable 
Slicer 
It slices Fruits and Vegetables of all 
kinds and in beautiful attractive 
designs — absolutely without waste. 
Simple to operate—A ‘‘Twist of the 
Wrist’ does the business. 
Put up in convenient cartons and 
equally as profitable as other rapid- 
selling Handy Home Furnishing prod- 
ucts. 
Write for Catalog and Attractive 
Proposition. 


Handy Things Mfg. Co. 


Ludington, Mich. 

















2436 Items i Bgtrice! Lishting 


priced, illustrated and de- 
scribed in the latest issue of 


HARRY ALTER’S 
POCKETBOOK 


Just one of the reasons why dealers 
in every state in the United States 
are making Harry Alter & Co. 
their source of supply. Write today 
on your letterhead for your copy. 


HARRY ALTER & COMPANY 
Wholesale Electrical and Radio Supplies 
Ogden and Carroll Avenues CHICAGO, »aLL. 

















aa The Standard Torches 
and Furnaces 


For Thousands of Mechanics 
and Workers in All Trades 


Made since 1876. Since then, thou- 
sands of dollars have been spent on 
experiments. As the result, man 
improvements have been patented. 
The present line is considered the 
most practical, most durable, and 
most economical. 


Ask for catalog illustrating and de- 
scribing the many styles. 


Jobbers can furnish from stock or 
will gladly order for you. 


Otto Bernz Co., Inc. 


Newark, N. J. 





BURNER ' BLOCK 
FOR KEROSENE 
Covered by patents. 
No. 79 Qt., No. 80 Pt. 


Gasoline-kerosene. 
Removable hook on burner. 

















UTILITY 


Satisfaction and Quality 


can only be had by your insist- 
ing on sprayers and pumps 


bearing our well known Uncle 
Sam Utility Line Trade Mark. 
We have many styles and sizes 
to choose from. 


ALBERT LEA SPRAYER CO. 
Albert Lea, Minnesota 
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DETROIT 


Tinner’s Fire Pot 


Produces a flame sufficiently 
hot for the work of Tinners, 
Roofers and Plumbers in the 
coldest weather. 

Fire can be turned low and 
kept in generation for hours, 
consumes very little gaso- 
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I Satisfied 
Of on nell 


Profitable é Yr iT 





line. 
Our ar bits and braces have been a as standard by the so lao F Jobber. Send for 
nest woodworkers for over fifty years. Bits for every atalog I. 


suupnes--auaer bits, dowel bits, car bits, machine bits, etc. Detroit T orch & Mfg. Co., Detroit, Mich. 


Send for booklet, New York Offi 45 W Street 
s e or ce, arren Yr 
Russell Jennings Mfg. Co. Atlanta, Ga—A. H. Deveney & Co., 720 Fourth Nat'l Bank Bldg. 


H. 
Chester, Conn. Cleveland, Ohio—Apple- Fried Sales Co., 10017 St. Clair Ave. 


PO PTER S docr‘cuppens 
WIRE CUTTERS 


4 5 \eueeene 





























THE HAMMER 
HOLDS 
THE TACK 








Robertson “Horse Shoe Magnet Hammers’ 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 




















———_ ___ 








SPEECO 
FLUXES 









Because of their quality, Speco 
Soldering Paste and Salts are used 
by the U. S. Government and by 
the most particular manufacturers 
in the U. S. 


Send for a sample to 


Special Chemicals Co. 


Highland Park, Ill. 


3 


: 














For cutting nee, rods and 
wire, ranging in size from 
¥% inch to % inch. Used in 
garages, repair plants, 
farms, homes, shops, etc., 
saving time and a 

The name PORTE 8 
assurance of sae 
protection against inferior 
— and poor workman- 
ship. 
Every PORTER tool is 
built for efficiency and dur- 
ability. 


H. K. PORTER, Inc. 
EVERETT, MASS. U. S. A. 


ony 


hii TOOLS 
Iee Tools and other equipment 
for every ice handling » a 
A large stock always on 
te promptly meet your re | 
quirements. 
Main Office < a 7 Hill &t. 
NewYork. Boston. Chiengo, Pittsburgh 





X « 
il 


‘s 


JE 


Write for complete price list, 
discount sheet, display cards. 


GIFFORD-WOOD CO. 








American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and Galvanized 


SHEETS 


We menulacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses— Black Sheets, Galvanized 
Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
Sheets, Automobile Sheets in all 

rades, Electrical Sheets, Roofing 

erne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 
Sens for set of revised weight cards and booklets, ond watch for our large ode 























Established 1876 
Incorporated 1900 


Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 
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DEALERS WANTED EVERYWHERE 
viata 


Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 


MU 
WIRE FENCE 


agar” 
Bee eset 
Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 









































Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 


your sales. 
Made only by 
» ANTI-BORAX COMPOUND Co. 





Fort Wayne, Ind. 
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FIVE TOOLS IN ONE!! 


wtf ln Can Opener 
Glass Cutter 


Knife and Scissors Sharpener, Bottle Opener and 


Ice Pick. 
E ASY, SE iL L. ER, RAPID TURNOVER AND GOOD PROFITS. 


ILS 50c. Send 25c¢ for sample and price list. 


PEERLESS TOOL CO., 543 Broadway, Dept. 4, N. Y. C. 































en 





SVICTOR” CLIPPER 







Send for Catalog 











ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 





UNIVERSAL Cramp 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 

No rough edges to cut hose. Put on in leas than « 

. ractactloale leak-proof. er Redeeseat 

Huse Clamps. ‘Trademark ov every clamp and car- 

ton. Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. 














S TRA TTON seas i gaan in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, 


Maine 





Order Garden Seeds Early 


The dealer who is ready with an early 
stock of Garden Seeds when customers 
first start planting gardens—gets the busi- 
ness. We have the SEEDS that have 
the reputation for Quality and Quantity 
Crops. Order early. 


D. LANDRETH SEED CO., Bristol, Pa. 




















Se eee) Ask your jobber for 


DOVER-IMPERIAL —— 
AND COPPER EAV 


trough hangers. Japanned = or 
Double dipped, after forming Rod and 
strap styles——-single “and double 
electro galvanized. Also 
furnished in 


Tinned, 





nut or 
bead Rods are 

— twist wire hangers 
opper or Galv. wire. 


OHIO WIRE PRODUCTS COMPANY, Dover, Ohio 





THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 














18% Were 
16565 Beusewives requested Hi 
information in _— 


sold direct because ea 
— over 200. nA A so far this 


"HILL CLOTHES DRYER CO. 
389 CENTRAL ST. Worcester, Mass. 
Distributors Metropolitan District 
Herman K . Ine. 

111 Murray 8t., New York City 








Q. Lindemann & Co. 


( 


dll. j 


Manufacturers of 


BIRD rare 
CAGES Established 1863 


35-37 Wooster Street New York 





Mull q 











Rocking Table Apple Parers 


LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Masufactured by HUDSON PARER CO., Leominster, Mase. 
LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 











UNIVERSAL 
BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 

















ANNOUNCING THE NEW 
Toros Bronze Bull Ring 


ee by Test to Be the Strongest Ring Made 
No. 303 %—Weight “3 oz., 3%” diam, Ring, 
t, ; 7/16” Stock. 
Write Your Jobber Or to Us At Once. 


SEYMOUR SMITH & SON, Ine. 
Oakville, Conn. 
Sales Agents: John H. Graham & Co., 
113 Chambers St., New York 








HACK "LE NOX” saws ~ 


DISTINCTION 
“The Toots in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS - GLASS CUTTERS 


QUALITY 
UNIFORMITY 


el 
> 
> 
- 
> 
- 
> 
> 
+ 
> 
> 
> 
> 
- 
, 
, 
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INDEX TO ADVERTISERS | 


THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index eorrestly. 
No allowanse will be made for errors or failure to insert. 
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HARDWARE AGE 





An Effective Low Cost Contract with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 
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1 inch 
Each 





Pp Solid, Minimum 


es Ci... noe eee deese ee bee eo tbdewne 
All Capitals, Minimum 50 words 
ee Sse ee heehee eee ees bbesdoere 
"EE ¢e6eeee $46660000068 
additional inch...... . SCeoveeuseoes 
4 insertions, 10% off; 8 insertions, 15%. off 
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er I 0 done ee oéébsES 


Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 
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Business Opportunities 
DESIRES high executive office in an industrial 
concern facing big problems of sales, distribution 
or promotion. Holds two degrees from technical 
institute. Eighteen years’ practical engineering 
and organization experience. Has successfully 
directed sales work and established policies na- 
tionally known corporations. Closely conversant 
with industrial conditions here and abroad. Re- 
cently director of sales of War Department of 
U. S. Capable business man and highest type 
gentleman. Detailed summary of experience on 
request. Address Box G-256, care HarpWare 

AcE, New York. 


RARE OPPORTUNITY: Excellent chance 
for reliable partner to join or invest $3,000 to 
$6,000 in a money-making hardware and repair 
business just growing up in the richest com- 
munity in Kansas. e also manufacture wash- 
ing machines and some other sellable articles. 
~ ee Box G-258, care Harpware Acz, New 

ork. 


FOR SALE: Hardware business, established 
1904, eastern Massachusetts. Stock will invoice 
about $9,000. Sales $25,000. No dead stock. 
Reasonable rent. Good reason for selling. Ad- 
— Box G-260, care Harpware Ace, New 

ork. 


HARDWARE WANTED: Would like to hear 
from man who has made enough money and 
wants to be released from responsibility and 
would be willing to sell an interest on per- 
centage. Details to be worked out. Will furnish 
best of references as to ability, industry and 
character. Address Box G-273, care of Harp. 
WARE Ace, New York. 


FOR SALE: A good hardware store in a t 
of 2500 inhabitants on State Highway and oak 

















ley line. No other hardware store in town. 
Store is located in Burlington County, New 
Jersey. Address Box G-280, care of HARDWARE 


Ace, New York. 


Business Services 











Direct Result Advertising for 
Stores Dealing in Housewares 
and Hardware 


A service that has the cuts, the ideas, the 
Plans all ready to add prices and give to 
the printer. For store news, circulars, or 
newspaper advertising. Only one store in 
a town can have it. If you seriously intend 
to go after more business in the only way 
you can get it—write for information and 
rates. HARDWARE AGE SERVICE, 239 
W. 39th ST., NBW YORK CITY. 











Help Wanted 


Sales Accounts Wanted 











HARDWARE BUYER 
WANTED 


ASSISTANT HARDWARE BUYER WANTED 
} BY LARGE DETROIT DEPARTMENT STORE. 
WOULD PREFER MAN WHO HAS HAD 
DEPARTMENT STORE EXPERIENCE, BUT 
CONSIDER ONE WHO HAS HAD 
EXCLUSIVE HARDWARE STORE 
EXPERIENCE. MUST HAVE ADEQUATE 
KNOWLEDGE OF STOVES, REFRIGERA- 
TORS, GARDEN SUPPLIES, PAINTS AND 
SHELF HARDWARE. IN YOUR REPLY 
GIVE FULL DETAILS OF YOUR HARD- 
1 WARE EXPERIENCE, AMOUNT OF BUSI- 
NESS ACCUSTOMED TO HANDLING AND 
) AMOUNT OF SALARY REQUIRED. ALL 
REPLIPS KEPT STRICTLY CONFIDENTIAL. 
} ADDRESS BOX G-270, CARE OF HARD- 
WARE AGE, NEW YORK. 


LARGE 











SALESMEN: A manufacturer of an adver- 
tised, well-known, standard line desires to em- 
loy several salesmen to travel Ohio, Indiana, 
Michigan, Kentucky and West Virginia. State 
experience, age and salary expected. Applica- 
tions treated confidential. Address Box G-276, 
care of HarpWArRE AcE, New York. 


MARRIED MAN with twenty years’ whole- 
sale and retail hardware experience, capable of 
handling any position in the hardware business, 
desires connection with some concern where he 
will have an opportunity of getting some stock 
in the business. Address Box G-275, care of 
Harpware AcE, New York. 




















Help Wanted 


_RETAIL HARDWARE CLERK—An attrac- 
tive reliable man between 22 and 35 can obtain 
pomee with a future to it. Experience with 
uilders hardware desirable. Proprietors are two 
young men. Working conditions pleasant. State 
experience, references and salary expected. Write 
or come for an interview. alenberg’s, 11047 
Michigan Ave., Chicago, IIl. 








WANTED: Salesman well acquainted with 
radio and posted on builders hardware. State 
experience and salary. Address Box G-274, care 
of Harpware Acre, New York. 








f 
PXPEPRIENCED YOUNG HARDWARE | 


MAN WITH SOME MONEY TO INVEST 
DESIRES CONNECTIONS AT THE FIRST 
OF THE YBRAR IN PROFITABLE BUSI- 
NESS. ADDRESS BOX G-271, CARE 
OF HARDWARE AGE, NEW YORK, 


Positions Wanted 








Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 
change. Experienced cutlery, hardware, house- 
furnishings. Now under sixty day clause con- 
tract. ill work salary or straight commission. 
Furnish own office if necessary. Earned $5,000 
last three years. Replies treated confidential. 
Address Box G-237, Harpware Acg, New York. 


HARDWARE SALESMAN, South and South- 
west. Long standing personal acquaintance. 
Jobbing trade this territory. Twenty years’ ex- 
perience, three changes in this time. Six years 
salesmanager. Leading Southern jobber. Past 
three years business for self. If you want re- 
sults in this territory, former employers will 
be gladly referred to for ability, character and 
habits. Address Box G-245, care HarpWare 
Ace, New York. 














MR. MANUFACTURER: I sell to the large 
wholesalers in the big trade centers over the 
whole country. If you can handle volume 
orders, and your prices are low enough to war- 
rant this kind of business, I can get it for you. 
Straight commission. Address Box G-252, care 
Harpware Ace, New York. 





Sales Representatives Wanted 





c = 


) Wanted live wire salesmen with experi- }) 
ence in sporting goods to sell high quality 
baseball bats on commission basis for 1925 
} season. Men qualifying must be ready 
for service October Ist. Three references 
required and photo. Address Box G 
220 care Hardware Age. 

















SELL TIRE CHAINS on commission. Wood- 
worth Double-Grip chains grip the road much 
better than others, wear longer and are easier 
Spring adjusters made on the chains. 


on tires. ¢ 
Low in price. Send $1.00 deposit for samples 
and full instructions, or write for proposition. 


Woodworth Specialties, Mfrs., Binghamton, N. 





BIG OPPORTUNITY FOR SALESMAN: If 
you can sell an exceptionally fine line of oil 
stoves, beautifully designed and well made, that 
will out-perform anything else. Here is an op- 
portunity to make money. Straight commission 
arrangement that will please you. No objection 
to non-competing lines. You will find our line 
attractive; sales run into real figures. Opportu- 
nity for a high grade salesman to greatly in- 
crease present earnings. Territo now open 
includes Illinois, Michigan, West Virginia, Ten- 
nessee and ississippi. It will be snapped up 
quickly. Name territory that interests you and 
write today, giving references, sales experience, 
etc. The Vapo Stove Company, Lima, Ohio. 





EASTERN MANUFACTURER of builders 
hardware has the following territories open for 
representation: Western Pennsylvania, State of 
Ohio, and the cities of Baltimore and Washing- 
ton. Write full particulars as to lines handled, 
experience and exact territory covered. Address 
Box G-272, care of Harpware Acre, New York. 





MANUFACTURERS REPRESENTATIVE: 
A manufacturer of an advertised, well-known, 
standard line desires to make arrangements with 
a man to call on hardware trade in Texas. 
State age and experience. Address Box G-277, 
care of (HARDWARE Ace, New York. 





SALESMEN now calling on hardware 
to carry popular priced line of plumbers’ 
and rubber goods, on a commission basis, 
well-known house. State territory you now 
cover and lines selling. Address Box G-279 
care of Harpware Ace, New York. ¢ 


trade 
brass 
for a 





POSITION WANTED by experienced Hard- 
ware salesman to represent a manufacturer, call- 
ing on wholesale or retail or both. I want to con- 
nect with a reliable manufacturer, with an estab- 
lished trade whose goods are right. New York 
State and adjoining territory. Address Box G-248, 
care Harpware Ace, New York. 





MAN, 27 years of age, with 4 years’ inside 
experience with wholesale hardware house and 
five years selling on the road, desires to connect 
with reliable hardware jobber with the opportu- 
nity to work into a share of the business. t 
of references can be furnished. Address Box 
G-264, care Harpware Ace, New York. 


PATENTED DEVICE, sells to all hardware 
~ oo eenent = line. Vest pocket sam- 
e. oss-Schur > in t 
Bldg. Detroit, Mich. . ae 








MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users, 
State experience, lines handled and territory 
covered. We want none but those who can 
Pen good. Prd men, proposition is an 

nt one. ress “S. H. i 
og tg » care HarpWware 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 





Sales Representatives Wanted 





SALESMAN WANTED: Experienced hard- 
ware salesman wanted by an old and well-known 
hardware specialty manufacturer to cover retail 
hardware trade on a 10 per cent commission 
basis in the states of Ohio and Indiana. Write 
giving experience, age, lines now representing, 
etc. Address Box G-267, care Harpware AGE, 
New York. 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 

ne for the right men. Only hard workers and 

se with representative lines saga apply, ving 
air ‘dena, territory, etc., in first letter. Ser 
Box 130, Patterson Post Office, Baltimore, Md. 





SALESMEN CALLING ON HARDWARE, 
Department, Variety, or General Stores can sell 
Rubber Door Mats, Stair Treads, Landing Mats, 
nate tg Rugs, Corrugated and Perforated Mats 
and Matting, Ford Mats, Pedal Rubbers, Run- 
ning Board Mats, Men’s Belts, etc., either as 
side “.. a line. , vot be $25 day Reed mag 
easy. ine chance to Dui permanent business. 
Aero Rubber Products Co., Akron, Ohio. 





Sales Representatives Wanted 


Sales Representatives Wanted 





Salesmen to sell on commission hardware, 
tools, regular goods, specials and job lots, one 
to cover Chicago and vicinity and one for the 
entire State of Pennsylvania except Philadelphia 
and one for New York City and suburbs. No 
objection to side lines, providing they do not 
conflict. Will pay commission on mail orders as 
well as orders taken. We have customers in 
both territories. Address Box G-236, care Harp- 
WARE AGE, New York. 





Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 
1420 Widener Bldg., Phila. ~» Fe 





) SALES REPRESENTATIVES WANTED — 


Men now calling on hardware, department 
store and house furnishing trade to carry 
a line of high grade bird cages, leather { 
goods and specialties on liberal commission 
basis. Repiy stating age, territory now 
covering and lines you are now handling. 
Replies will be considered. strictly confiden- 
tial. Address Box G-278, care of Harp- 
WARB AGE, New York. 











wt 








ALUMINUM WARE SALESMEN WANT- 
ED BY MANUFACTURER to handle as side 
line or full time a popular priced complete line 
of medium weight well finished utensils, thor- 
py _guaranteed. Complete assortments and 
open stock. Commission basis. THE MASSIL- 
LON ALUMINUM CO., Massillon, Ohio. 











| The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue ef Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


= 








“They Have a 
ty beat 


ne wet mrad be 
©. & Gothen Fin Co, Mentpelien, Ve. 


1018 Unies Bank oy Pitteberch. Pe. | 


Economy 
Hose Attachments 


Fee eonnecti hose to smeoth 
faucets. ies cn ane ott ca, 


Beonomy Mfg. Co. 
56860 Germantown Ave. 
Philadelphia, Pa. 























“Barre”’ stone-working tools— 
backed by 30 years of experi- 
ence and knowledge. 


Trow & Holden Company 


Barre, Vermont 












| All steel. Fully 
Guaranteed. Send 
for Free Book. 


AINTOR MFG. - 


T 
113 Chambers St. . ¥. City 








Taintor Positive Saw Set 








Salesmen calling regularly on retail hardware 
trade to sell our Carbo Magneto Sharpening 
Stones and Grinding Wheels. The line that 
brings repeat orders. Liberal commission basis. 
Some excellent territory now open. Preference 
to those covering territory by automobile, A. 
Goodrich, Inc., 1500 W. Madison St., Chicago. 





LIVE WIRE SALESMAN 
sell Advertisin 


WANTED: Te 
Tire Covers, Top Recovers, Seat 
Covers, etc. ; ents, Wagon Covers, etc. Com- 
mission basis, to retail trade. State territory, 
selling experience and age. Address Box G-251, 
care HarpwarRE AGE, New York. 








can Can 


TOntaimcas Of Tie eri IC 1RON VarMitto mone wend 


American Can Company 


SILVER ol 











SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 








Oil, Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 


Syracuse Stamping 





o. 
New York 


Syracuse, 








JOHN SOMMER’S 
PEERLESS FAUCETS 


Made of best Maple, with Leather 
Lining and Best Block Tin Key. 


Beware of Imitations. Genuine are 





Stamped with Maltese Cross. 
} John Sommer Faucet Co., Newark, N. J. 








YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 


on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 














“AXES SCY THES 


Scythes since 1812, Axes since 1800 


RIXFORD retishecte, ve 












BALE TIES 


Best Made — Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








jJ. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


= RIVETS — 





ELEVATORS 
DUMBWAITERS 


Write fer eur catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 








LUMBER 


CRAYONS 
STANDARD .CRAYON CO. 


Danvers, Mass. 








Clamp’s Washers 
Stop Leaky Faucets 
Samples FREE 


U. S. WASHER CO. 


Box 398 
Hartford, Conn. 
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siicankee Corrugating 

oa, Company: RW 
MILWAUKEE — P WISCONSIN 
XS cpesceer A Crosse, Gis. 


| Gty he 
Sane ce de. 





Ettecttve September Ist 


Use This Book Daily! 


IGGER and better than ever before— Get the good habit of never ordering be- 

104 pages of prices and valuable in- fore referring to your Milcor Price Book. 

formation which thousands of hard- Keep it in a convenient part of your desk— 
ware and sheet metal men have occasion to or carry it with you. It fits the pocket. 


consult every day. A convenient, practical 
help—gives you exact data quickly—safe- 
guards every purchase you make in the sheet 
metal line. 


Whether. it be a large order or a small one, 
you are assured of highest quality and un- 
equalled service when you specify Mailcor. 


Use Your Price Book Daily! 
Your Trade Appreciates Milcor Quality. 
. a 
Milwaukee Corrugating Company 
Milwaukee, Wisconsin 


Chicago, Ill. Kansas City, Mo. Little Rock, Ark. La Crosse, Wis. Minneapolis, Minn. Boston, Mass. 












aN Ae 
Th Une 4X . iB \ 
pepyipseet LS 








AUVMAdGUV H 











HUVAdUV H 





September 4, 1924 


a 
. 
-***_.e* 


aun th. 


--—- 
ee". 


<_<" 


Gasoline Alley 


Supply the Tremendous 
Tool Demand Here 


No group of tool users is so badly in need of an efficient 
tool service as car owners. And no group offers the 


hardware dealer a bigger opportunity for sales and _ 


profits. 

Investigate for yourself. With few exceptions you'll 
find the big army of car owners of your own town 
working in Gasoline Alley with a haphazard collection 
of inefficient and misfit wrenches. They see the effi- 
cient Strap-On Socket Wrench equipment in use by 
garage mechanics and are ready and waiting for the 
opportunity to buy these tools. 

Install the Snap-On Display Cabinet in your store. The in- 
vestment is small, but it prepares you to supply every socket 
wrench need. No technical knowledge of automobiles or 
wrenches necessary. It’s all in the “What Car Do You Drive 


booklet—information that will make you the socket wrench 
authority of your community. 


Car owners are becoming more and more interested in doing 
their own repair work to cut down overhead. The Snap-On 
Line opens the way to a big and paying tool business among 
these and all other users of socket wrenches. 


Investigate the remarkable Snap-On Merchandising Plan. 
Write us today for all the details. 


MOTOR TOOL SPECIALTY CO. 
14 E. Jackson Blvd. Chicago, III. 


Distributing Branches in 18 Principal Jobbing Centers 


Snap-On Wrench Co., Mfrs. 


Milwaukee Wisconsin 
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Snap-on ASSORTMENT 


Kets and Handles As Needed 
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HARDWARE AGE September 4, 1924 


DIAMOND EDGE 


| POCKET KNIVES 


Qua.irTy For 60 YEARS 


Are Forged from Thos. Firth & Sons, 
Sheffield, England, Steel. 


Are Carefully Hardened and 
Perfectly Tempered by best 
Cutlers. Are Celebrated Bette oe 
for Perfect Cutting 


Are Nation. 

ally Known 

for Superior 

Finish an 
Symmetrical 
Appearance. 

Are Sharpened and 
Honed Ready for Use. 


Are Free from Flaws 
and Imperfections 








SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 
ESTABLISHED 1843 
race mann necierenso = ST. LOUIS, U.S. A. BRE Minn ores 


IN THE U 8S. PATENT OFFICE 


“DIAMOND EDGE 1S_AA QUALITY PLEDGE ~ 
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Shapleigh National Series No. 1200 
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